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The Public Is Wiser 


More radio will be sold this season, but more of the busi- 
ness will be on fewer lines. The public i is wiser. Now 
that much of the mere ‘‘craze’’ is over, established names 
and established facts will weigh heavily, as they do in 
every other great line of business. 


‘Thorola dealers will have the Thorola Loud Speaker 
retailing at $25.00, acknowledged as perhaps the steadiest 
selling item since radio began! For 1925-26 it has new 
technical refinements, a new horn of burnished Bakelite 
with gold throat-band, new art in tone reproduction 
new grace in appearance. 


Thorola dealers will have the Thorola Junior Loud 
Speaker at $15.00. Thirty days from now you will agree 
that there has never been a loud speaker value or seller to 
compare with it. Just play it against the highest priced 
speakers ! 

‘Thorola dealers will have the 5-tube Thorola Islodyne 
receiver at $85 and $115, the complete set made possi- 
ble by sensational ‘Thorola Low-Loss Doughnut Coils. 
The Thorola Islodyne actually zso/ates power, concentrating 
its full strength on the chosen signals only. Selectivity at 
last is a positive quality which you can demonstrate with 
every Thorola set. All Thorola sets are alike because 
Thorola design makes it possible to measure and test the 
factors of perfect reception. Uniformity in production has 


Thorola Low- Loss Doughnut 
Coilsinstalled in any set as rec- 
ommended provide many of the 
vreatest Thorola advantages. 


p™ Pe 
J < te z 





In stunning Burled Walnut Cabinet with 


Circassian top the 5-tube ae: | 
Thorola Islodyne retails at.-..... $ 1 1 5 An | 4 





I 8 





‘Thorola Loud Speakers with new burnished Bakelite horn and 
gold throat-band are better in appearance and »erformance. 


‘Thorophone 
Power Type 
‘Thorola Junior No. 8 
Phonograph 
Attachment 
Thorola (Large Unit) 
No. 6 Phensqrnge 
Attachment 





at last been attained. Gone are the dealer difficulties of 
sets that will not perform. Every Thorola Islodyne is good 
for new distance records, new volume, and tone such as only 
Thorola has ever provided! 

And performance is equally good throughout the range of 
reception. By another exclusive principle the old diffh- 
culties with higher wave lengths are eliminated in the 
Thorola Islodyne. 

Thorola dealers will have Thorola Low-Loss Doughnut 
Coils, which continue as the center of interest for set- 
builders and experimenters, making ‘Thorola stores the 
headquarters for this class of trade. “‘Thorola Low-Loss 
Doughnut Coils marked the end of interference, inter- 
coupling; pick-up, uncontrollable feedback, excessive 
losses, and freak wiring. Equally advanced are Thorola 
‘Transformers, Condensers and Rheostats. 

All these Thorola achievements will work for you and so 
will Thorola advertising to every class in The Saturday 
Evening Post, Collier's, Red Book, Atlantic Monthly, 
Scribner's Magazine, Harper's Magazine, and others; 
in the radio papers; in newspapers, and on billboards. 

A great name, a great line and great selling power put 


Thorola dealers into the strongest position for 1925-26. 


REICHMANN CO., 1725-39 W. 74th St., CHICAGO 


Complete set 


of three.___..__..... $12 
Per coil... $4 
(Retail Price ) 





In smart ‘Thorocco Cabinet the retail 
price of the 5-tube Thorola $85 


Islodyne is 





$45 
$7.50 
$45 


Thorola Junior 


No. 12 .....---0ccce---ceee $15 
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When a woman realizes she 
hasn't enough Silverware 


she has taken the first step toward your store. She may never take 
the next step—that is largely up to you! ! 

Our advertising has made her realize how much she needs more 
silverplate and has aroused the desire for it. Do you let her know 
that you have it ready for herr 

A window display of 1847 Rogers Bros. Silverplate has turned many 
a wisher into a buyer. If it’s your window display, it’s your cash 
register that celebrates the sale. 


For advertising and display helps, ask your jobber or 


write, Sales Promotion Department, International 
Silver Company, Meriden, Conn. 


847 ROGERS BROS. 


SILVERPLATE 





— ee 


INTERNATIONAL SILVER 
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There are two tools of particular 
merit that should be in every car- 
penter’s tool chest — V. & B. 
Vanadium Hammers and V. & B. 
Unbreakable Planes! 


V.& B. Vanadium Hammers are 
made from V. & B. formula 
vanadium steel and handled with 
the finest hickory. They are 
octagon necked and round faced, 
with a firm gripping, special non- 
slip claw. 


V.& B. Unbreakable Planes won't 
snap when dropped. ‘They are 
drop forged—not cast—from a 
solid bar of V. & B. Supersteel, fur- 
nished with all vanadium steel 
blades, which.can be sharpened 
all the way to the slot. 


Here are two tools that every car- 
penter wants. They are profit 
makers in the quality class. 





(nMakers of Fime Toots 


2il4 Carroll Ave. ~ ~ Chicago, ih U.S.A, ee 
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In every dry batte use 
~<ipies longer 


EVEREADY Columbia Dry Batteries have this 
reputation! For two reasons: first, there's more 
vital material built into them; and second, when 
idle they renew their energy The choice of 
electrical experts for dry battery work, the pref 
erence of the public for radio and for the thou- 
sand and one dry battery tasks in home and 
farm, mine, camp and field, afloat and ashore 
Fahnestock spring clip binding posts on the 
Ignitor at no extra cost to you. There is an 
Eveready Columbia dealer nearby 


Popular uses include — 
Motor boat ignition busters redic “A” 
Gas engine igaition mneng burglar elarms hes regulators 
trector nition calling Pullman porters 
starring Forde teltecnt. d teiegr i 
doorbell: 4 4 owt build. bring Binets 













elecrrx clocke 
running tove 
























Meudenaed and guarenteed by 
NATIONAL CARBON COMPANY, INC 
New York San Francisco 


EVEREADY 


COLUMBIA 
Dry Batteries 

















Make the last quarter first! 


campaign and with the equally 
striking advertisements in na- 
tional magazines, by dressing an 


HERE’S another volley of shots 
from the Eveready Columbia Dry 
Battery artillery. These news- 





paper advertisements, seven in 
number, are accurately aimed, 
properly timed projectiles that 
will fall before the eyes of con- 
sumers this fall to help you make 
the last quarter of the year lead 
the other three in dry battery 
sales. These advertisements will 
appear in 455 newspapers during 
the fall months. Tie in with this 











Dry B 





Eveready Columbia window. Be 
sure to ask for window display 
material when ordering Eveready 
Columbia Dry Batteries from 
your jobber. 


Manufactured and guaranteed by 


NATIONAL CARBON COMPANY, Inc. 


New York San Francisco 
Atlanta Chicago Dallas KansasCity Pittsburgh 


Canadian National Carbon Co., Limited 
Toronto, Ontario 


EVEREADY 
COLUMBIA 


atteries 








-they last longer 
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Here’s ““Trimo’s” Advertising 


Schedule for October 






Saturday Evening Post 4 page Oct. 17th : 
Country Gentleman Full page Oct. a : v 
Farm Journal Full column Oct. 1 r 
Successful Farming Full column Oct. z rh 
Popular Science Monthly Full page Oct. 

Plumbers’ Trade Journal Full column Oct. Ist 

Power Full page Oct. 6th 

Southern Engineer 4 page Oct. 

Oil and Gas Journal 2 full columns Oct. 

Oil W eekly 4 page Oct. 

Purchasing Agent 4 page Oct. 


Jobber 


‘ 


NOW 


Tie Up Your Store with 
America’s Wrench Leader— 


= ITRIMO 








TRIMONT MFG. CO., Roxbury, Mass. 
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[NICHOLSON FiLes J 


AOI 


The NICHOLSON File 


Window Display 





—your signature to our 


National Advertising 


SE the NICHOLSON 1925 cut-out in your 
window. It is your signature to our national 
advertising, and will draw tool buyers like a magnet. 


It “gets over” the uses of files in all walks of life 
and reminds the passing tool buyer that your store 
is the headquarters for good tools in his community. 
The NICHOLSON File cut-out is lithographed in striking colors. 
You can easily fit it in your window. Dimensions: main: display 
card 46 x 393 4°, side and counter card 11° x 15!/2'. 

NICHOLSON Dealers are entitled to one of these handsome displays 


free. A postcard will bring you yours. Put one in the mail today 
and then sign your name to NICHOLSON national advertising. 


— — CO. 


Providence. ,V. S.A. 


NICHOLSON FILES 


~a File for Every Purpose 
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he Fi erfect 
Repeater” 


WINCHESTER Model 12 
Repeating Shotgun 























b 


Quite naturally “Winchester” stands for a hand- 
somely finished, well-balanced, smooth-acting shot- 
gun—but, ahead of everything else, the Winchester 
combination stands for shooting quality—hard hit- 
ting and perfect pattern. This is due to accurately 
bored barrels, the Winchester system of choking, 
and the Winchester “balanced load”’ shells. 

Shooters are being told about this in our fall ad- 
vertising. Are you ready with the goods? If not, 
order now from your jobber. Take advantage of 
the Winchester advertising campaign now under 
way and the Winchester dealer helps to win more 
profits. 

WINCHESTER REPEATING ARMS CO. 
Dept. D., New Haven, Conn. 
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NO. 362~ Narrow Skew Back. Saw ~ Simonds finest Crycible Steel 
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From all points of view Simonds Blue Ribbon line Hand 
Saws are the best proposition offered dealers. They are 
high grade saws backed by national advertising and 
popular with mechanics and the occasional saw user. In 
addition to the few numbers of Simonds Blue Ribbon 
line shown on the opposite page there are Nos. 71, 371, 
72 and 372 Saws, made in the same high quality and 
fully guaranteed. The only difference is that they do 
not have the high gloss finished blade and full carving 
on the handle. A stock of Simonds Hand Saws means 
sales and profits to you. Write for our dealers’ 


discounts. 


SIMONDS SAW AND STEEL Co. 
Fitchburg, Mass., | 
The Saw Makers ~ &stablished 1832 
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ON create absol utely 


VERY WHERE you look you see cars which are 
finished with Duco. 


And every one of their owners has always wanted 
to buy a polish which was specifically and precisely 
made to use on Duco. 


Here it is— Duco Polish No. 7— produced by the 
same chemical engineers who created Duco. . 
obviously, it is the one polish which these millions of 
owners will have faith in—will ask for—will buy, and 
will keep on buying. 

And now—=millions of advertisements—telling all own- 


ers of Duco-finished cars why they should buy Duco 
Polish No. 7... 


. how it removes Traffic Film (read the ad at the 
right)... 


. and how it adds the last superlative touch of 
beauty to Duco-finished cars. 


The national advertising campaign begins October 24th. 


If you have Duco Polish No. 7 on your shelves—and 
in your window—you will be ready to supply the de- 
mand which this advertising will promptly create. 


If you don’t— someone else will get the sales and 
profits that should come to you. 


As the advertising begins im- 
mediately, you should order now! 


E. I. DU PONT DE NEMOURS & CO., Inc. 


3500 Gray’s Ferry Road 
PHILADELPHIA, PA. 











After this—owners mill 


Polish Duco with Duco Polish 
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new business 


NY: 
a 















The above advertisement—in two colors—fuil page size— 
appears in The Saturday Evening Post, October 24th. 


It will be followed by other advertisements, explaining that Duco 
Polish No. 7 is specifically recommended for use on all Duco-finished EI. OU Pons 
SHEMICAL Poteet ECO.INC 


cars—and may be secured from all progressive dealers. : UCTS DIVISic 
ARLin. N.¥ Us N 
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THE STORY OF THE EMPIRE NEW PROCESS BOLT—Chaprr 2. No.5 








A ls tts 











When the wall crumbles 






HE thread of a bolt is like the wall of Why Empire Threads Are Strong 
adam. If it falls, there is trouble. The method used in threading an 
And fall it does, far too often. Empire New Process bolt is the exact | 
There are not many greater sources of reverse of cutting in its effect on the Comparator 
waste than stripped or ill fitting threads. structure of the steel. The dies, in- photograph 
It costs money to throw away a bolt. stead of cutting the thread, build it up EMPIRE 
It costs money to wrestle with a bolt that under pressure on a specially prepared New trocess 
y P I y prep Bolt Thread 
won't fit. It costs money to deliver a blank. The steel molecules are pressed ' 
job with a weak bolt, or a number of into nearer contact with each other, 
weak bolts, on it. making the bolt stronger where the thread 
In other words, it costs money to use is than at any other point. 
cut thread bolts. Some fit, some don't. This is as it should be. The thread, 
Some strip, some don’t. There's an unless you strike it a tremendous blow 
expensive element of speculation in with a hammer, will never strip. No 
every shipment. matter what sort of misfit nut you trv 
The Cause of Weak Threads to force on it, youcan’t injure that thread. 
If a bolt should be strong anywhere, it Think of having bolts you can rely 
should be strong at the thread. Yet on so completely! Think of the money 
here a cut thread bolt is weakest. you save—the time, the trouble, the risk! 
When the die cuts into the bolt to New Process bolts sell at regular 
make the thread, it breaks down the Empire catalog prices. You pay’ no 
molecular structure of the steel. It 1s more for the advantages they bring you. 
like a sand-and-cement structure that And what those advantages are you 
hasnt properly bonded; any strain will can judge for yourself by testing some 
cause it to crumble. sample bolts. Just ask for them. 





RUSSELL, BURDSALL & WARD 
© BOLT & NUT COMPANY 


PORT CHESTER.NY. 


Branch Office Branch Office Branch Serimple & Gillette Maydwell & Hartzell, Inc. 
General Motors Bldg 169 Jackson Street 158-168 Eleventh Street 


Straus Bu ding Factory 
CHICAGO DETROIT ROCKFALLS,Iis. SEATTLE SAN FRANCISCO 
- Mers of Bolts, Nt EF: 545 
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Looking Forward to the 1926 Season 


STEEL FISHING RODS 
FISHING REELS 


















No. BCAA 
4, 42, 5, 542, 6 feet 


No. 75 
Double Multiplying 
60 Yds. 


AND ALL THE OTHERS YOU NEED 





AND A REMINDER NOT TO OVERLOOK 


THE BEST BET FOR THIS WINTER 


ICE TUBULAR 
SKATES OUTFITS 








HARDWARE COMPANY 





TORRINGTON, CONN., U.S. A. 


NEW YORK OFFICE 
Established 1854 





151 CHAMBERS STREET 


Incorporated 1864 
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Attractive 


Stock Display 


= lw Zhe Price ‘The Name = 
a iy is Right — / _ «Sells ) 





Here Are Three Reasons Why 
You Should Sell SO-E-ZY Finishes 


The name SO-E-ZY is responsible 
for many sales. The housewife is 
ready to buy finishes as soon as 


The SO-E-ZY Line is reasonable 
in price to consumer yet allows a 
generous margin to you. Descrip- 


SO-E-ZY comes to you in a neat, 
attractive show rack. It con- 
tains a2 minimum stock of all- 
year-’round household finishes. 





3 


tive folders tell customers just how to she feels that she herself can refinish 
use each and every finish. her furniture with ease. 





The market for So-r-zy Finishes is every We haven’t the space here to go into 
home, whether it is rented or owned. Our _ details but we assure you right now that 
largest sales are to stores that cater to it contains every element of success for 
housewives. As we operate a chain of — you. You will grasp the idea immediately. 
retail stores, we know that the stores that — It’s not an experiment—hundreds of our 
are handy for women are the stores that dealers are forging ahead at a fine pace 
keep increasing their sales on So-E-zy. — under the same profit-making plan. Now 
And if your store can be classed as a _ is the time to link your name with a 
worthwhile product. Be sure to write us 


women’s store, we want you to know our 
for details today. 


proposition. 












PAINT AND VARNISH OIVISION 


Standard Plate Glass Company 


PITTSBURGH, PENNSYLVANIA 
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What about this House- 
hold Painting Guide of 
Sherwin-Williams? 


Here’s a good point 


Put the Guide to work as an economical business card 
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Hundreds of people pass your store daily. Many have never 


When you start in business you give your card to your friends. 
Make the Guide tell them that you sell paint. 


Why? So they will know what you have to sell. dealt with you. 


Painting Guide, is admitted to be the greatest 
plan for helping the retailer move his goods 
that the business has known. 


Cut out and mail the coupon now. 


This successful retail selling idea is for 
merchants who think from the sidewalk out 
in front (as well as from inside the store). 


Send the coupon printed below for informa- 


tion showing how this revolutionary retail sell- 
' a dead ca Sin Dalek Mand THE SHERWIN-WILLIAMS CO. 
ing p an as WO - out. | € ain ead- Largest Paint and Varnifh Makers in the World 
quarters idea, built around the Household 402 Canal Road Cleveland, Ohio 

Pee 8 8 § § Ff Ff EF SE SE OE US UL hULhUGL UG UU UG UG Sa eee a a SQ @antee eee eS eee eS eee ee ee ee Sa ea eee es = 

+ a 

| & 

' COUPON ' 

| i 

' SHERWIN-WILLIAMS COMPANY, 402 Canal Rd., Cleveland, O. ; 

- Please send, entirely without obligation, complete information about the Paint : 

: Headquarters and Household Painting Guide retail selling plan. ; 

‘ SE iumk ikd ine gb car kk eS SS A De waa KA OAORATESE RSS ON DKSRRE 60466 68.906¢060088-00 ‘ 

- Name .. . f 

OT nn En a ere en aE ee a ' 

. « 
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SHERWIN-WILLIAMS 


PAINTS AND VARNISHES 
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How three million 
families learned to paint 


Before the days of Da-cote few big painting 
jobs were done at home. ... No skill to 
tackle them. 


If Dad was a handy man about the house 
hed daub up the old kitchen chairs and lap 
a little varnish on the floors. The same with 
the women-folks. 

Came Da-cote and a big new market. on \ 
oO 
\\\ 
\\ 


or 
A\’\DKR}KMj#}jM , 


Three million motorists used it on their \\ 
cars. Amateurs turned out professional jobs. 
Three millon families learned the secret— 
‘The skill is in the can.””. They took to paint- 
ing every shabby thing about the house with 


Da-cote. 


very sixth car on the road has been re- 
newed with Da-cote. The other five—and 
passengers—are prospects, not only for Da- 
cote Enamel and Da-cote Univernish Stains, 
but for everything the paint shop sells. 


The Da-cote story is no secret. We're 
broadcasting it to your customers in full page 
advertisements in big national magazines. 
very user 1s a booster. 


\We will be glad to have one of our Adver- 
tising Experts write you personally telling 
what we will do to promote business for you. 


‘ \\ \ “ \ 
Murphy Varnish Company o4. 


« \ 
\Y \\ \\\ 
RAY 
A\\ 
LY \ 
YN 
\ 


\ 


Newark, N. J. San Francisco, Cal. SS 


Chicago, IH. Montreal, Canada 


Da-cote 


A Murphy Finish—it dries in a day 


In every can of Da-cote Enamel are three things 
—fine Murphy Varnish, opaque color and paint- 
ing skill. Anyone can brush on Da-cote with 
wonderfully satisfactory results. It flows slightly 
after it goes on. Imperfections of amateur paint- 
ing disappear. Then it dries quickly—in a day. 
That is why it is called Da-cote. One coat is 
enough. 








Any color. More than three million cars have 
been Da-coted. Its durable, brilliant finish is 
perfect for tractors, implements and everything 
exposed to the weather. 






Da-cote Univernish Stain is a splendid quality ot 
transparent Murphy Varnish in the colors of 
usual woods—oak, mahogany or walnut—also 
in green. Renews the youth of floors, stairs, 
furniture, linoleum, front doors. 









24, 1925 


\ \\ \ . 
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x niaovl Ss’ Outdoors 


‘Decorate with is 








YOUR SAPOLIN GOLD & SILVER SALES 
WITH THIS BIG RADIATOR 


It’s Free With This Ofter! 
Merchandise COSTS Advertising 


Six Dozen—Size 25 ' | 
Sapolin No. 112 Gold Glaze (1) Large Radiator like 
illustration, 16” high x 


To retail at 25c. per can ' 
12” wide, beautifully fin- 


Produces an exceptionally bright, 
smooth and lasting gold finish on ished in gold and silver. 
with a metal plate, etched 


any surface. Particularly recom- 
in red, black and _ brass 
finish. . 





mended for use on radiators, heat- 
ing pipes, chandeliers and ornaments. 

(2) Attractive Poster 1+” 
x 22”—in blue, orange, 


Also 
Six Dozen—Size 25 

Sells for black, white, gold and 
silver. 
$36 


Sapolin No. N3 Alummum 
(3) Metal Show Card for 


Glaze 
Your Profit inside store display, 8” x 


To retail at 25c. per can 
An Aluminum-Silver Glaze finish, 

$14 40 1+’. with small Radiator 
fastened to it. 





bright and smooth. In large de- 
mand for general household use— 
for brightening dingy and _ rusty 
pipes, rails and fixtures of ai! kinds. 


The wholesale list price for the above 
two numbers is $1.80 per dozen. 

Both packed in attractive double compart- 
ment cans with powder and liquid in sep- 
arate receptacles, ready-to-mix. 








Send for ‘‘The Sapolin Buyers’ Guide.” It tells all 


bout th ular line of lin Enamels, Stains, 
FREE Gildings, aten ie ees Liquids, etc. FREE 


Gerstendorfer Bros., 229 East 42nd St., New York, U.S. A. 
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Devoe Home Improvement Plan 





Wins High Praise 


Devoe Agents Report Splendid Results 


From Exclusive Devoe Plan! 


Completed Eight Jobs 


Writes John McElroy, Proprietor! of The Kedzie 
Fair, Chicago, Ill.: “My experiences with the Home 
Improvement Plan have been very pleasant. I have 
completed eight jobs so far this season and I have 
several prospects. I know I have sold paint this 
way that I could not have sold otherwise as some 
jobs are 10 miles from the store.” 


Gives Dealers Painter Business 


Writes Harry A. Tongren, Chicago, IIl.: “The 
Devoe plan of working only thru dealer is very 
good. It makes the consumer feel more safe when 
dealing thru an established dealer than an indi- 
vidual painter. It gives the dealer a chance to 
work with painters who have not the cash to 
handle time payment jobs, so you have them 
coming to you for the financing of jobs which 
they otherwise would not get, and enables you to 
sell them lead and zinc, instead of lead and oil, 
in which thece is no profit.” 


Wonderful Plan—Sold Five at Once 


Writes R. W. Hinton, Jr., R. W. Hinton 
Company, Lumberton, Miss.: “About March, I 
believe we made a canvass among some home 
owners whom we thought the plan would appeal 
to and easily sold four or five at once and will 
sell several more later. It is a wonderful plan and 
enables moderate wage earners to keep their home 
in good condition where they couldn’t do so other- 
wise. We are carried away with the plan and 
expect to continue it.” 


Develo ps Business 


Writes John E. Salm & Varden Co., Albany, 
N.Y.: “It is our belief that much work which was 
done in June might not have matured had it not 
been for the Deterred Payment Plan ... In ref- 
erence to the Devoe Plan of operation we believe 
the customer ts more ready to talk business with 
a business house than an individual painter. We 
have found that oftimes the customer isa personal 
friend of the painter and expects too much in the 
line of price and payments for the job. We also 
found that the customer felt more satisfied inas- 
much as hets under no obligation to the painter 
or ourselves and that the painter was saved the 
embarrassment of collecting from his friend, the 
customer, and again the painter received his money 
for the job in a lump sum; and last but not the 
least, that we as dealers were sure of our money 
for material used on the job when the job was 


finished.” 


Devoe Plan Better 


Writes Akin- Denison Co., New Bedford, Mass.: 
“We firmly believe the Devoe Operating Plan 
through the dealer is much the better method. 
We in New England are apt ‘to be conservative 
and therefore we feel that in time, with ycur 
splendid cooperation and advertising, plus Devoe 
cualitv, we will surely gain business in the future.’ 


’ 





I the Home Improvement 
Plan a success ? Are Devoe 
Agents supporting it? Is it 
taking away business from the 
dealer or bringing new busi- 
ness to him ? 

The most authoritative an- 
swers to these questions should 
come from the dealers them- 
selves. On this page is reprinted 
excerpts from the sheafs of en- 
thusiastic letters Devoe has re- 
ceived from its agents. 

Read these opinions care- 
fully. They prove beyond ques- 
tion that paint dealers are eager 
for the right kind of installment 
plan — and that the Devoe 
Home Improvement Plan is 
the right plan. 

How the Devoe Home Im- 
provement plan differs from 
the ordinary installment plan; 
how it protects dealers; how it 
produces new business; these 
are subjects we shall be glad to 
discuss with any dealer. 


Devoe & Raynolds Co., Inc. 
1 West 47th Street, New York 











Only Dealer Aid to Painter Business 


Writes R. B. Dickson, The Allied Coal and 
Material Co., Indianapolis, Ind.: “We believe 
that the Devoe Home Improvement Plan is the 
only thing that will enabie dealers to secure their 
proportion of the painting business of their com- 
munities, and every home owner will spend one 
hundred or one hundred twenty-five dollars to 
have his property properly protected and beauti- 
fied by paint, and ing5 % of the cases this amount 
is not available in cash because this same home 
owner has an installment obligation to meet every 
month with the automobile company, phonograph 
company, vacuum sweeper or furniture company. 
Consequently if we are going to get our propor- 
tion aw home owner’s dollars, we must neces- 
sarily sell him in competition with these firms 
who are doing installment business.”’ 





Increased our Sales 


Writes G. E. Carter, President, Builders Lumber 
Company, Inc., Port Arthur, Texas: “The in- 
stallment plan of painting and repairing houses 
has been offered to the people of Port Arthur. 
This is a working man’s town, and not many 
people that can pay cash on a job running from 
two to three hundred dollars. However, we have 
succeeded in selling a number of reliable people 
that could pay down from twenty to thirty per 
cent of the initial cost, and the balance in from 
five to ten month’s time. This has increased our 
sales and also permitted the home owner to keep 
his place in good condition.” 


Fifth Contract 


Writes P. R.D. Renwick, The Log Cabin Store, 
River Edge, N. J.: “We have just finished our 
fifth contract with another satisfied customer. 
This last house has not been painted in 20 years 
owing to the lack of cash available to have same 
done. The Home Improvement Plan was intro- 
duced and accepted and this particular building 
has now become a ‘beauty spot’ instead of an 
‘eye sore’.”” 


Worked Out Wonderfully Well 


Writes the Erie Hardware Company, Erie, Pa. 
“The Devoe Home Improvement Plan has 
worked out wonderfully well, from the dealer, 
painter and houseowners’ standpoint. It is in- 
creasing in a very big way the house painting 
plan of improvement in our community and in 
addition to its commercial point of view it has 
also a civic thought in its working.” 


Heartily Endorse Plan 
Writes J. J. Leonard, South River, N. J.: 


“We found the Devoe Home Improvement 
Plan works out very satisfactory and we have 
been able to obtain a number of jobs for com- 
plete houses, due entirely to the fact that a 
good many people are unable to pay at once for 
having their property painted, but are able to 
finance it on the deferred payment plan. We 
most heartily endorse this plan and hope that 
same will be continued next year.” 


Painted Four Houses 


Writes the Costello-Horner Co., Inc., Lakewood, 
N. J.: “We have painted four houses under this 
plan this Spring, and we do not see why any one 
should oppose it. The plan is not only advanta- 
geous to the property owner, as it opens a way for 
him to keep his buildings protected and thus pre- 
vent extra costs for repairs; but it gives to the 
contractor a ‘cash job’ and a ‘workable plan’ which 
will give him at least a fifty per cent larger field 
to work. As the dealer is the middle party, natu- 
rally what helps the property owner and the 
contractor will benefit him. We are satisfied that 
the Home Improvement Plan is going to become 
very popular. We consider it one of the greatest 
helps Devoe has given us.” 
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“Our sales from this window increased 


from the day it was put in!” 
writes Thomas H. Briggs, of Raleigh, North Carolina 

















An attractive Valspar Window will increase your profits, ‘too! 


iMiii 114/40 HHAUDDUASOOV THUONG USHER UAUSGOUAAGE AYP A 
— ————— 


Mr. Thomas H. Briggs, prominent Raleigh mer- 
chant, recently arranged the unusual window 
shown above. 

‘People came into the store and bought not 
only Valspar but many other articles they saw 
while in the store,” writes Mr. Briggs. 

Notice the handsome showing of Valspar, and 
the brushes—and the clever touch given by the 
bath-towels and actual kiddies’ clothes. 





VALENTINE & COMPANY 
Established 1832 
Largest manufacturers of 
high-grade varnishes 
in the world 





A~\The Varnish That Won't Turn White 
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You can stage just as striking a window—and 
boost your sales, too! Use the Valspar sales helps 
we send you. With a little ingenuity and 
a liberal display of your merchandise you can 
make an attractive window that will catch the 
attention of the passersby and bring you 
new sales. 

Window displays always pay you! Write us to- 
day for suggestions and sales helps. 


VALENTINE & (COMPANY 


New York Chicago Boston 
Toronto Paris London 
Amsterdam 


W. P. Fuller & Co., Pacific Coast 


j iit j j 
Hint | Hit} 
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Acme Quality is made in America’s largest plant devoted 
exclusively to the manufacture of paint and varnish. It is the 
quality product of 40 years of experience, and is building rep- 
utation and piling up profit for dealers everywhere! Read the 
letter above. Say to yourself, “Don’t I want these helpful 
sales ideas, too?’’ Then write for details of the Acme Quality 


Resale Plan explaining how you will get them. Address 
Dept. 116. 


Acme White Lead and Color Works 


Administration Offices: Detroit, Mich. 


ee 


BSS BQ WH AMBHO VAY 


Branches in Principal Cities 
Dealer Service Stations Everywhere 
No. 366 
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The White Oak Woodworkin the Flint, Michigan, 

Home of William Goodes Is in Perfect Condition 

after 27 Years of Service. “Liquid Granite Is 
More than Waterproof—It Wears.”’ 







Showing the Beautiful Staircase 
and Reception Hall Floor inthe 
Lancaster, Pennsylvania, Home 
of John B. Oblinger—Finished 









30 Years Ago. 


---unmarred and beautiful 











B 





Varnishes 
Detroit, Mich. 


HEN a gallon of varnish is worth $50and can 
be bought for $5, the fact is worth knowing. 


Read This— 


In 1895 John B. Oblinger of Lancaster, Pennsylvania, 
built the finest residence in town. His architect 
selected magnificent specimens of walnut, mahogany, 
hazel, cherry and white oak for the interior trim. 
It was varnished with Berry Brothers’ Luxeberry 


Wood Finish, the original Hard Oil, and rubbed. 


Today there are few homes in America that have 
more beautiful woodwork than this one. In 30 
years it has not been touched with a varnish brush. 
The finish is as perfect as it was in the days before 
the Spanish-American War. 


The floors in thi house were finished with Liquid 
Granite Floor Varnish. Some of them have been 
refinished in recent years. But the floor in the recep- 
tion hall, as pictured above, has never been re-var- 
nished and is in beautiful condition today! 


Mr. Oblinger’s experience with Berry Brothers’ var- 
| \ 


FERRY BROTHER 


Enamels Stains 





‘lo-day ° 


nishes is neither unusual nor exceptional. There are 
thousands of home, apartment and building owners 
in all parts of the world who pay the price for Berry 
quality in order to save the tremendous accumulative 
expense of frequent refinishing. 


Here Is Another Example 


William Goodes of| Flint, Michigan, built his home 
in 1898 and finished the white oak woodwork with 
Liquid Granite. A view of the staircase is pictured 
above at the right. It shows the qriginal varnish 

Even the stair steps have never been refinished. 
Not a single hairline crack can be found anywhere. 
The finish is as beautiful today as when the painter s 
completed their work 27 years ago! 


Mr. Goodes writes: “Your advertisement which 
says, Liquid Granite is more than waterproof —it 
wears!’ is certainly true’ 


Figure it out for yourself. If Luxeberry Wood 
Finish and Liquid Granite give such service as this, 
you cannot afford to employ substitutes that se!l for 
the same price or | 
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Glass 
Paint~Varn 
Brushes ish 


TELEPHONE YARDS 3850 


A. J. KAREIVA & SON 


WARE, PAINTS, OILS, VARNISHES, GLASS 


REET 


HARD 
4537 SOUTH WooD sT 


450 CHICAGO, iLL. 
OQ AUGUST 19,1924. , 
' 


Gr : te Pittsburgh Plate Glass CO-, 





Gentlemen: 
In reference to your tvelunina" Flat Wall 
ake the greatest pleasure in recommending 


Paint, we t 
who want & quality paint. 


4t+ to those 





For wé find the follow- 


ing qualities, (1) covering capacity of more than fifty 


per cent than any other paint, which of course also 
sncreases its h (2) ease of application 





431-451, 5t- Clair Street, 
Chicago, Tllinois.- 
Coverin 
4 6 
iding power, 
time in labor, (3) combined with its dur- 
makes it ome of the most 


and which saves 
ability, (4) washability, 


hesides= o> er eeenl ot a 
ex 


J& 


ed this product we were 


+ our ability to be able to sell it, 


but contrary to our expectations it has proved to be | 
a success, as it sells just as readily as ready-mixed i 


paint, sf not better. 


When we install 





skeptical abou 












Wishing the greatest of success: 


Yours very truly, 
KV ———— 
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PITTSBURGH PLATE GLASS CO. 
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Ee? in Montevideo, Minn.#| 





EKHOLM Snes. 








Ekholm Bros.’ 








Store 














merchants. 





Here’s how, from Ekholm Bros. themselves: 




















“TN recent years we have found that constant 
I advertising has educated the public to prefer 
| Dutch Boy white-lead. 

‘We discovered this fact after having many of 
our customers ask for Dutch Boy lead. Wethought 
that if people really wanted this lead in prefer- 
ence to others, and that as long as we were han- 
dling this same lead, why not advertise it with 
other commodities. 

‘‘We first ran advertisements in the weekly 
papers on Dutch Boy lead only. We passed out 
blotters to school children— both town and rural. 
We secured small paint books containing paint 
tablets and pictures to be painted, which we also 





gave to children who were old enough to read and 
carry our little message home to their parents. 


“‘And lastly, we decorated the window with 
Dutch Boy white-lead only. All people, both old 
and young, have become so familiar with the little 
Dutch Boy picture that they know at a glance 
what it stands for; and then when they see this 
little boy figure in our show window marching 
around on the revolving table, two thoughts enter 
their minds: 

“1. That Dutch Boy white-lead is the best lead 
to be had, and 


‘‘2. That this lead can be secured at our store.”’ 













stenographer 





Go get your pen and ink oe or your 


SS and waite our a branch 
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Slides 





for window display material 









| movie theatre 


with = name on them, 





own newSpaper advertising and 


material will be sent to you without chante. 4 
NATIONAL LEAD COMPANY 


New York, 111 Broadway; Boston, 131 State Street: Buffalo, 116 
Oak Street; Chicago, 900 West 18th Street; Cincinnati, 659 Freeman 
Avenue; Cleveland, 820 West Superior Avenue; St. Louis, 722 Chest- 
nut Street; San Francisco, 485 California Street; Pittsburgh, Na- 
tional Lead & Oil Co. of Penna., 316 Fourth Avenue; Philadelphia, 
John T. Lewis & Bros. Co., 437 Chestnut Street. 
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Turn Idle Floor Space 
In to Profit Dollars 


ae 4 
ud X ‘ 




































’ —— 





al “a 4 oFlant your idle floor 
emi. < space with the golden 
seed of the Hilo Rack 


Assortment and reap a ff 
harvest of profitable “‘ex- &) 
tra’’ business. 

The Hilo Rack Assort- 
ment is an impressive, 
forceful salesmaker. Its 
convenience will induce 
customers to buy. 

it brings you an adequate «) 
ine of Hilo Varnishes 
end Enamels, at a small 
investment. It occupies 
modest space. It fits in | 
with modern merchandis- 
ing plans and helps you §f 
cell more varnishes and 
enamels. 

You owe it to yourself to 

be fully informed about $ 
this profit producer. 
Merely fill in the coupon 

and mail it today. 


HILO VARNISH 
CGRPORATION 


(Molle: 
1 Gerry St., Brooklyn 


& Schumann Co 






( hicago 
Pittsburg! 
> , 
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Philadelphia 
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HILO VARNISH CORP. ! 

Brooklyn, N. Y. : 

8 Gentlemen: Yes, send me complete details about your Rack : 
8 Asst Plan. i 
' | 
8 Name . & 
| | 
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H. VERNON SMITH, 
chief of the laboratory in 
the McDougall-Butler 
plant, has written a treatise 
on varnish, which is not 
only authoritative but high- 
ly entertaining to read. A 
copy will be sent you on 
request. 
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Me 


Varnishes, Enamels and Paints 


Buffalo, N. Y. 


MAKERS OF 









Chicago 


New York City 
1141 Madison St. 


10 Christopher St. 








STAY-WET 


Paint & Varnish 
Remover, 


IT IS THE QUICKEST 
AND MOST POWERFUL 
VARNISH AND PAINT 
SOFTENER MADE. 

Its widespread popularity 
and big sale carry conviction. 

It i$ reasonably priced, car- 
ries a good profit and sells 
readily. 

Ask us for quotations. CLARE ANY 
RELIABLE PASTE CO. Sma 


3223-25 Cottage Grove Avenue 
Chicago, Illinois 
Dry Paste—Paint and Varnish Remover—Calctmine 


SALW] 


CO 4 
PAINT & VARNISH 
REMOVER 

















JHOENIX 


MARBLEITE : 


RADIATOR ENAMEL 


PHOENIX PAINT & VARNISH COMPANY 
124 Market Street, Philadelphia, Pa. 























Watch the Weekly Market Reports 


im this paper and you'll buy Hardware right. 
Remember money saved at the buying end is as 
good as money made at the selling end. 
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IT COVERS 


more square feet per gallon and more thoroughly hides the surface, due to finer 
grinding of materials, a higher percentage of pure linseed oil, and LUCAS 
superior methods of combining all ingredients into one perfectly finished product. 


IT BEAUTIFIES 


and its beauty lasts because of its high gloss and clear, perfect shades, made 
with pure tinting colors of Lucas’ own manufacture, possessing maximum 


permanency. 


IT LASTS 


longer because it is made of highest grade materials, carefully selected, scientifically 
combined by skilled workers of long experience. 


IT PROTECTS 


positively because its smooth, glossy surface is resistant to weather. Its elasticity 
prevents checking or cracking during temperature changes, consequently prevent- 
ing moisture, the cause of decay, from getting te the underlying surface. 


IT IS ECONOMICAL 

Its GREATER COVERING CAPACITY reduces the 
cost of application. 

Its GREATER LASTING QUALITY decreases the cost 
per year of protection. 

Its GREATER PROTECTION saves costly repairs. 
Its GREATER BEAUTY increases the value of your 
property, reflects prosperity and radiates happiness. 





“The Lucas 5 Stand- 
ards.” This important 
document sent to any 
retailer upon request. 


The Installment Payment Plan for home owners will double 
your business. Ask us to tell you how. Write Dept. D-9. 


John Lucas & Co..inc. 


Paint and Varnish Makers Since 1849 


~S ~ }\ y a a ” " 
PHILADELPHIA 
NEW YORK PITTSBURGH CHICAGO : — 
ASHEVILLE FKtEsNO ‘og J - 
ATLANTA HOUSTON an Bs EX 
DENVER JACKSONVILLE SAVANNAH 


Tinted Gloss Paint 
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Hygrade Department of Benson Hardware Company, Los Angeles, Caiif. 


Benson Hardware Co. sells $5,000 worth 
of Hygrade Lamps a year 


Selling $5,000 worth of incandescent 
lamps in one hardware store, even in 
Los Angeles, is a notable record. 

But we suspect that the Benson boys 
would succeed anywhere. Store neat 
and trim, shelves well stocked, every 
man on the job! 
They go after business, too, and not 
content to pass Hygrade Lamps over 
the counter to the householders and 
others who ask for them, sell factories, 


GENERAL OFFICE 
AND FACTORY 


: > 
Licensed under 
General Electric 


ys in 


HYGRADE LAMP CO 


VV sacem Mass 


stores, Churches, barber-shops, hospi- 
tals, hotels, apartment houses and sim- 
ilar places. 

Real selling, coupled with the quality 
of Hygrade Lamps, has increased their 
lamp business 300 per cent since they 
switched to Hygrade Lamps in 1922. 
No wonder they write us: “Hygrade 
Lamps are the best independent lamps 
made. We would never go back to 
selling again.” 
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This window and counter display 
stand will work for you. Ask us 
or any Osborn distributor 


Jest ed arad Appro, ed 
oo 2157 







Good Housekeeping 
institute « 





A Supply of These Blue Handle Brush 
Booklets Free to Osborn Dealers 


The brush business belongs to the retail store a complete newspaper cut service—Osborn 
—to your store. The Osborn Manufacturing also supplies free to its dealers, this Blue 
Company—makersof quality brushes since 1892 Handle Brush booklet in any reasonable quan- 
—is waging a strong campaign in co-operation tity. /t is imprinted with your name. 

with jobbers and dealers to bring to the retail 
store the thousands of dollars in brush profits 
which house-to-house canvassers have been 


getting. 


Join this nation-wide Movement to bring the 
brush sales and profits to your own store. You 
can share in these profits. Ask your jobber to 
tell you all about the Osborn plan and see the 
In addition to strong national magazine adver- Osborn Blue Handle Brush line—you will 
tising, free window trims, counter displays and quickly see a real profit opportunity. 


JHE OSBORN MANUSACTURING LOMPANY 


INCORPORATED 


CLEVELAND, OHIO 





MAKERS OF QUALITY BRUSHES SINCE 1892 
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BADGER TIRES 





Upwards of tive thous- 
and wide-awake dealers 
in all sections of the 
country are now selling 
this standard quality 
line with splendid suc- 
cess. 


And new dealers are 
daily taking on the 
Badger line through 
their jobbing accounts 
and proving its possi- 
bilities as a profitable 
business builder. 


Other dealers should 
take advantage of this 
splendid possibility by 
writing their jobber tor 
latest prices, terms, etc. 


THE BADGER RUBBER WORKS 


MILWAUKEE, WISCONSIN 





September 24, 1925 


Re x 
KFKRAFASFAAAAFAADSASFASTASSESSSSS LEEEEBEBSE 





September 24, 1925 


HARDWARE AGE 













THE “GLENVILLE” 
An elegant strictly high-class piece; carried in 
all sizes. Very popular. 


Not exactly a new line, but now very popular. 
We have a fine line: plain, handled, round, oval, 
and pedestal designs. 


ed 





DUTCH SILVER SALT AND PEPPER 
SHAKES 


Made of solid metal (not lead) heavily silver 
plated and very attractive—priced to sell readily. 


DUTCH HOT PLATE MATS 


Made of composition metal, padded with 

heavy felt and very practical. Come in 

round, square and ovals, but the 6” 

round (sells for a quarter) is the popu- 
lar size. 


=~ THE GEO. WORTHINGTON CoO. 


CLEVELAND, OHIO 
Established 1829 


Sa eal 


[t is now time to plan your 


Fall and Holiday lines 





THE “NETHERLANDS” 


Dutch Silver is more popular this season than 
ever. We mount all casseroles, pie plates, cake 


dishes and utility dishes. 


The 
Worthington 


Line 


of Mounted Pyrex is the Most Complete Line 
on the Market. It embraces both Nickel and 
Silver Mountings in all sizes of Round, Oval 
and Square Casseroles, Round and Hexagon 
Pie Plates, Cake Dishes and Utility Dishes. 





Different designs to suit individual tastes and 
price range to suit any size of pocketbook. 


If you want to put some of the old time “pep’”’ 
and “punch” into your Pyrex business, add a 
real good line of Mountings. Mount your 
Pyrex, and you bring it up to the minute and 
you increase the drawing effect of a Pyrex 
display tremendously. 

We find a lot of the dealers quite interested 
in Sandwich Trays, Crumb Sets, Salt and 
Pepper Shakes, etc. These items give class 
and variety to a fall line,—they also sell and 
there’s money in them. 


Drop us a post card or ask our salesman. Our 
line 1s now ready—and our new fall catalogue 
on the press —- shall we send you a copy ? 
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SILVER 
STEEL 





SEGMENT GROUND 


The New Silver Steel Cross Cut Saws 
with the “BLUE STICK” 


All Cross Cut Saws bearing the “Silver Steel” yp 
brand are packed with a BLUE STICK as a 

protection from the sharp cutting teeth. This 

BLUE STICK has served to identify Atkins 

cross Cut Saws as “The Finest On Earth” 

among Cross Cut Saw users in the woods 


and on the farm. with the 


result that 


customers are now demanding the (Jf 


NEW ATKINS 
SAW WITH 














No. 6 Saw Tool 





Atlanta 


Branch ime & 
{ New York 


The New Cross Cut — 
with the BLUE STICK 


[t is the only saw that is scientifically ground on the 
segment of a circle. Segment Grinding, which is an 
exclusive Atkins process, makes the saw of an even 
gauge along the tooth edge; then they are ground on 
the segment of a circle from tooth edge to back and 
tapered from the ends to the middle, to give ample 
clearance, making a fast, easy cutting saw; that’s why 
the saw user specities, 


ATKINS SAW 
WITH THE “BLUE STICK” 


They also want Saw Tools and Saw Handles that are 
dependable, therefore, show them the popular patterns 
illustrated in this advertisement and increase your 
profits. 


Ask for Cross Cut Saw book descriptive of the saws, saw tools 
and handles you should carry in stock 


E. C. ATKINS & COMPANY 


Established 1857 The Silver Steel Saw People 
Machine Knife Factory: Home Office and Factory: 
LANCASTER, N. Y. INDIANAPOLIS, IND. 

Minneapolis Portland 
New Orleans . San Francisco 
Seattle Paris, France 
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Canadian Factory 
HAMILTON, ONT. 
Chicago 
Menphis 
Vancouver, B. C. 
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Every Man’s Barrow 


ELL Akron Barrow 143 for the many barrow jobs 
everywhere, around the home, on the lawn, in the 
garden, on the farm. 

It’s the ever handy barrow that is so satisfactorily 
replacing the many styles of wooden barrows. 

Finished in real black and orange paint this barrow is 
attractive. Then, its 3 cubic foot capacity steel tray, 
its comfortably spaced hickory handles, its fully braced 
body make this a real man’s barrow, that will stand up 
under wear and tear. 

If you examine this barrow you will know why Dealers 
call it Every Man’s Barrow, and why it will so fully meet 
your increased barrow business in the fall. 


Order Akron Barrow 143 direct from your jobber. If he does 
not carry this barrow, write us direct and mention his name. 


THE AKRON BARROW COMPANY 
3140 East 65th Street Cleveland, Ohio 
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WHITING -ADAMS_ 


~ The Household 


Buy -word 
meaning 


Good Brushes 


Look for the name WHITING- 
ADAMS on every brush you 
buy. Whiting and Adams have 
been household buy-words for 
brushes for over ||7 years— 
always standing for service and 


satisfaction. 


WHITING-ADAMS 
BOSTON 


Brush Manefacturers for Over 117 Years and the Largest in the World 


WHITING-ADAMS 
BRUSHES 





Br age 
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_RED STRAND 








Every day more farmers 
are asking about this. new fence 


It is not only good business judgment, but a great 
source of satisfaction to Keystone dealers to know 
that the Red Strand fencing they are selling is 
the best and longest lasting fence made. 

More and more are fence buyers becoming at- 
tracted to this patented product. More and more 
are communities being bordered with almost 
countless rods of the new Red Strand. 

No other fence is being made by the patented 
‘‘Galvannealed’’ process. No other manufac- 
turer is able to apply anywhere near.as heavy a 
zinc protection to wire that is possible thru our 
exclusive method. 


Then, too, we put copper into the steel from 
which Square Deal and Monarch fences are made. 
That means that the wire is rust- “resisting clear 
to the core. 

Let us tell you more about this new Red Strand 
fence that sells at NO EXTRA PRICE. We 
would also like to send you “Official Proof of 
Tests,’’ conducted by nationally known authori- 
ties, that show why patented ‘“ Galvannealed”’ 
wire far outlasts ordinary galvanized wire. 


KEYSTONE STEEL & WIRE CO. 
PEORIA, ILLINOIS 


FENCE 


Copper -Bearing --Galvannealed:: No Extra Price 
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Pocket containing “How to Apply 
Home Comfort Weatherstrip * cir- 
culars, for consumer. 





Pockets on each end contain packaged enam- 
eled(rust proof) tacks. Nocounting or weigh- 
ing of tacks. Little time is taken when 
making a sale of Home Comfort 
Weatherstrip. 


Pockets on each end contain 
packaged enameled (rust proof) 
tacks. Each package contuins Md 
enough tacks to apply 20 feet 

of Home Comfort Weather- 
strip, the amount required for 
the average window or door. 












§ color lithographed 
metal display sign. 













Lith »gtaphed metal 
spool ends; penned 
tial; adds to att ract 
iveness sf dieginan 
convenient for deal- 
er. Cannot tangle 
weatherstrip 





Home Comfort Weather- 
strip is foot-marked every 
12 inches, Easy and quick 
co handle; no measuring 
necessary. Just count 
number of feet required. 






¢ 


Novel, permanent, folding display stand. 
Knocked down when shipped. Loaned to 
dealer for displaying Home Comfort 
Weatherstrip only. 


Easy to Handle 


— can readily see why Home Comfort Weatherstrip is rapidly replac- 
ing all other types of weatherstrip. Think of the trouble you used to 
go to whenever you made a sale of the old style weatherstrip—measuring, 
cutting, sawing; dust and dirt; unhandy; unwieldy. Think of the loss from 
left over pieces, breakage, moths, vermin, etc. 


Whereas Home Comfort Weatherstrip comes in continuous lengths on a 
reel. You cut off the exact amount each customer wants—no yard sticks 
needed —because there is a foot-mark on every foot of Home Comfort 
Weatherstrip. No waste. No deterioration. The reel and stand takes up 
little room on your counter; only 10” x 14” x 20” high. Compartments on 
the back of the stand hold packaged tacks and circulars. Each package con- 
tains enough tacks to apply 20 feet of strip, the usual amount required for 
the average door or window. 

Home Comfort Weatherstrip is Nationally Advertised. There is a big and national con- 
sumer demand for it. It is easy to apply. Anyone can doit. Lasts for years » « + Including 
enameled rustproof tacks to match, the maroon Home Comfort Weatherstrip retails for roc 
per foot; the white 13c per foot. Get your order in immediately—either to your jobber or di- 
rect, mentioning your jobbers name. Demand the Genuine. Do not exberiment with imitations. 


E. J. WIRFS ORGANIZATION, 12: S. 17th St., ST. LOUIS, MO. 
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DISTRIBUTORS 


O. D. PETERS, 
oe er New York 


CHAS. J. WACHTER CO., 
2nd and Arch St... . Philadelphia, Pa. 


W. W. BOLZ, 
Brady Bldg......... Pittsburgh, Pa. 


HARDWARE SALES CO. 
1278 West 3rd St.. .Cleveland, Ohio 


C. J. WATERHOUSE SONS CO., 


55 New Montgomery St., 
San Francisco, Cal. 


DANWILL CO., 
67 Columbia St...... Seattle, Wash. 


LADORE & CoO., 
429 Wayne St....... Detroit, Mich. 


FRED S. WILSEY, 


826 Plymouth Bldg. . 
Minneapolis, Minn. 


THE PRYCER CoO., 
709 3rd Ave., Cedar Rapids . . . lowa 


AIRSEAL PRODUCTS CoO., 
Exchange Bank Bldg., Albany. . .Ga. 


MacFADGEN & HART, 
1060 % Milwaukee Ave.Chicago, IIl. 

















Note ease of making corner turn 
when applying Home Comfort 
Weatherstrips. No sawingor 
mitering; no taking down of doors 
or windows. Anybody can apply 
Home Comfort and that is another 
reason why it sells so easily. 








Trade Mark Reg. U.S. Pat. Office 
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Columbian built into a small vise the quality you 
would expect only in large machinists’ vises. 


Columbian was first to place the vise in a strong, 
attractive carton. 


Columbian increased the sales attraction of the small 
vise by finishing the jaws and base red. 


Columbian originated Removable Pipe Jaws for 
Garage Vises. 


Columbian was first to make Removable Pipe Jaws 
of drop forged steel, heat treated. 


Columbian improved upon, the swivel base for 
Garage Vises. 

Columbian achievements, one after another, have 
raised the quality and salability of Columbian 
Garage and Household Vises. Our Seventh achiev- 
ment will be disclosed in this space October 8th. 


THE COLUMBIAN HARDWARE Co. ' CLEVELAND, OHIO, U.S.A. 


Sole Manufacturers of Columbian Vises and Anvils Exclusively 


COIMMBIAN 





GARAGE and HOUSEHOLD VISES 
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L THE NEW HAAG 
CY VORTEX 
Ne) “Over the Top” in less than 


six months 






up wih Haags J 





The chart covers the first six months of 1925. 


Line “A” represents our increase in sales 
over the same period of last year—or a gain 
of 36%—due, in a great degree, to the NEW 
HAAG VORTEX. 


Line “B” shows an increase of 27% in our 
dealers. Dealers in every section of the 
United States are delighted with their sales 
of THE NEW HAAG VORTEX. 


Line ‘‘C” indicates an increase in our fac- 
tory which was made necessary by the de- 
mand for the new HAAG VORTEX—now 


fully occupied and crowded! 


If You Want a il 
to Go Up a 
with a nl 
Winner — 
Come On and 
Go Up with 




















THE “VORTEX” 
Haags’! AGITATOR— 


and it sure ‘“agitates’’ 





Write or Wire For Details. 


HAAG BROS. CO. 


Peoria Illinois 
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Wheeling 


Vv V 
CORRUGATING COMPANY 
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ZINC COATED 


WOVEN WIRE FENCE 


With the Hinge Joint 


To build up a profitable 
business in fence—and Keep 
it—you must sell a product 
that stands up season after 
season under hard usage in 
all sorts of weather. Dealers 
in Wheeling wire products 
find that this pays profits and 
holds business. 


Wheeling fence is heavily 
coated with pure zinc. The 
processes used to apply this 
heavy coating are the results 


of over thirty-five ™ 


years’ experience in 
galvanizing hundreds 
of steel products. 


Wheelin 


Wheeling Corrugating Company, Wheeling, W. Va. 





Equally important is the 
Wheeling hinge joint design 
which combines the flexi- 
bility and strength that are 
essential for satisfactory 
fence service. 


Merchants are urged to inves- 
tigate the economy of buying 
mixed car-loads of Wheeling 
fence, barbed wire, plain 
wire, nails, roofing and other 
Wheeling items. Put your 
needs up to Wheeling. 
Write to the nearest 
office for full in- 
formation. 
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New York Chicago 


Philadelphia St. Louis 


Kansas City 


Chattanooga Richmond 


Minneapoli, 
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A Remarkable Advance 


Built to yey -— a 








See the Shock 





The “Shock Pad” Construction is a New, Differ- 
ent and Better Method of Tire Building that 
Strengthens the Carcass, Increases Flexibility, and 
Retards Disintegration without increasing the 
Price a Single Penny. 


After years of use under every condition of road and load, 
in every part of the country, we offer you NATIONAL 
SHOCK-PAD BALLOON TIRES. They are as far ahead 
of other tires as the highly developed car of today is ahead 
of the car of equal price of ten years ago. 


Here’s a remarkable tire that is giving fresh impetus to 
the sales of every NATIONAL dealer. It provides him 
with a selling feature that gives him a tremendous advan- 
tage over competition—the SHOCK-PAD improvement at 
no increased cost! 


The National Shock Pad Construction 


Virtually all other tires are built on a standard pattern of 
earcass, Breaker-strip, Sidewall and Tread. The band 
ply of cord fabric constitutes the inner wall of the tire. 
Up to this point NATIONAL SHOCK-PAD TIRES are 
built like any other high grade tire. But instead of ending 
there they go a step further—the last big step that ex- 
haustive tests taught us was necessary, to build a perfectly 
halanced tire. Built into, and vulcanized as an integral 
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part of the tire, and extending from toe to toe of the beads, 
is the SHOCK-PAD—a resilient layer of pure rubber equal 
in thickness to the rubber of the sidewalls. The carcass, 
the backbone of the tire, is completely encased between two 
walls of live rubber! 

How the Shock-Pad Increases Tire Strength and 

Resiliency 

The chief recommendation of the balloon tire is its greater 
riding comfort through larger air volume and lower air 
pressure. , Yet, see what happens when the average bal- 
loon begins to flatten out under load. 


‘4 ~ 





Figures 1, 2 and 3 show how the carcass, unsupported by 
the SHOCK-PAD assumes a constantly increasing angular 
distortion under load. As the tire rolls, there is an ever 
recurring strain on the carcass at these points. A sharp 
bending and unbending that results in a destructive 
pulling apart of the carcass. Under continued running 
the carcass cracks and breaks down—just as a wire 
breaks after being repeatedly bent back and forth. Note 
in Figure 4, however, how the SHOCK-PAD prevents 
this angular distortion and its destructive effects. It 





NAL *?:>° BALLOONS 


and REMINGTON *).>" CORDS 
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strengthens the carcass while actually increasing its 
flexibility. Shock Pad acts as an arch support for the 
internal part of the tire and distributes the flexion over a 
greater area, preventing the cord carcass from breaking 
into so sharp a hinge, as is apt to happen in a tire without 
this support. The heat generation is absolutely reduced 
to a minimum. It is common knowledge that most tires 
burn up internally, due to the heat generated by internal 
friction, resulting in blow-outs, from the loss of strengtk 
in the fatigued cord fabric. The elimination of heat to 
this remarkable degree increases the life of the vital part 
of the tire with consequent increased mileage results. 


Why the Shock-Pad Dissipates Stone Bruises and 
Prevents Tube Pinching 


One of the most frequent causes of blowouts is the break 
occurring in the carcass after striking an obstruction, a 
rut, or sunken part of the pavement. The weight of the 
car multiplied by its speed hurls the tire against this 
obstruction with a terrific impact. In other tires the 
full force of the blow is focussed on one spot. Figure 5 
explains this by the concentration of the breath in the 
familiar experiment illustrated below. 


5 





7 


Figure 6 shows how the dissipation of the force of the 
breath robs it of the power to extinguish a lighted candle. 
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in Tire Construction! 


That is the way shocks are robbed of their force in the 
NATIONAL SHOCK-PAD TIRE construction. When a 
NATIONAL SHOCK-PAD TIRE strikes an obstruction 
the force of the blow is passed on to the yielding, flexible 
shock-pad, where it is immediately and effectually dissi- 
pated over a wide area. Even if the carcass could crack, 
the smooth unbroken surface of the rubber shock- pad 
would positively prevent tube pinching. 


What the Shock-Pad Tire Means to You, as a 
Dealer 


The main difference between other tires is Tread Design, 
Name of Tire, Reputation of Manufacturer. Isn’t it a 
fact that the sameness of tires has stripped the dealer 
of any outstanding selling advantages and placed him on 
a level with every price cutter in his territory? Never, in 
the fifteen years of our manufacturing experience have 
we seen a tire offering the dealer a greater opportunity. 
We are providing the NATIONAL dealer with an advan- 
tage that none of his competitors enjoy or can meet com- 
petitively, a high-grade tire, with an unprecedented 
selling feature—at a price that assures him of the widest 
possible field of sale. 


The story is fully set forth in our booklet of detailed 
information, “The Plan, the Plant, and the Purpose back 
of the Shock-Pad, the new ‘National’ idea in tire con- 
struction.” We'll gladly send you a copy, together with 
our selling franchise for territories not already allotted. 
Do it now! 


THE NATIONAL TIRE & RUBBER COMPANY 


East Palestine, Ohio 


Exclusive Manufacturers of Tires under the Shock-Pad patent 
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pose back of it. 





THE NATIONAL TIRE & RUBBER CO. 
East Palestine, Ohio 


Gentlemen: Send me without obligation a copy of 
“The Plan, the Plant, and the Purpose back of the 
Shock Pad, the new ‘National’ idea in tire construc- 
tion,” and details of distributor’s agreement. 
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THE NEW MYERS 
HOUSE PUMP 
DISPLAY 









September 24, 1925 












FOR COUNTER 
INDOWOR OUTSIDE 
DISPLAY 
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FORCE AND LIFT 


FOR CISTERNS AND SHALLOW 
WELLS 


See them here—see them there—see 
them everywhere—Myers Easy Oper- 
Y ating Cog Gear House and Cistern 
Pumps with their many distinctive fea- 
tures are in evidence wherever water is 
used for household purposes. 


Dealers who sell them make more 
than one profit—their direct returns are 
greater than those resulting from the 
sale of ordinary cheap pitcher pumps— 
their customers are always satisfied. 

















The tens of thousands of Myers 
House Pumps in use, and the constant 
sale through hundreds of dealers are 
sufficient proof of better sales and 
service values. 





















Your inquiry will receive our prompt 
attention. 









OTHER IMPORTANT MYERS PRODUCTS. 


) DUMDS FOR EVERY PURPOSE. 
HAY UNLOADING TOOLS, & 
DOOR HANGERS. STORE LADDERS ETC. ig 


THE F.E. ry ERS & BRO.co. 


7-H | SPN, Pee) BLOF 


ASHLAND PUMP AND HAW TOOL VYORKS 
ALBANY -HARRISBURG- MILWAUKEE-CEDAR RADIDS ~ST.LOUIS-KANSAS CITY- NEW YORK 
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Be Ready 
for a Big Season 


The holiday season means volume sales, quick 
turnover and profitable business for the dealer 
who handles and displays Children’s Vehicles. 
This big selling season is not far away. Now is 
the time to buy and stock wheel goods. 

Look the “Pioneer Line” over. Buy the line 
that has “Set the Pace” for over half a century 
in latest designs, newest features and quality 
construction. 

Place your orders early and insure full and com- 
plete stocks for Holiday selling. 

Write for deluxe catalog, your jobber’s name and 
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FE our free dealer’s advertising service. 
THE GENDRON WHEEL CO. 
Toledo, Ohio 








“Dioneer Line” 


Children's Vehicles 
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From a Little Plant 


Thousands of Union Products 



















[* 1905 twelve workers good and true com- 
prised the entire working force of the 
little one-story plant of the Union Steel 
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Union No. 10 Sure Grip 


Jar Lifter Products Company of Albion, Michigan. 
Lifts the heaviest jar easily by either 
top or side grip. Also removes Today 300 employees are kept busy supply- 
empty jars from boiling water by . . . . 
inserting lifter in jar. A necessity ing the steadily increasing demand for 


in very home. 


ait ; Union Steel Wire Products in a factory 
— = which covers three city blocks. 


aS as 
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Union Steel Wire Products in a factory 
sold and used from coast to coast. From a 
business of $30,000 annually, sales now run 
into the millions. 
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NAAN AVA 
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gratis Fate Gig, Ri Union Steel Products Co., Ltd. 


8 wash boiler. Permits cooking a 
fruit and vegetables i. = sizes of Albi Mi h U & A 4 
jars at one time. ng handles— 
no burnt fingers. Built of steel wire, ion, icn. oo » 

fully tinned to prevent rust. Popu- . 
lar seller. We make a complete line % 
of Cold Pack Canning Accessories. a 


Union All Steel Dish 






Drainers ws_46 & Style 
All styles and sizes, retail- WsS-50 
ing from 15c to $2.00 each. 
Rapid sellers. 
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ToaBig, Busy Factory +; 
Are Now Sold Every Week _/. 


























) 
T 

; Why this big increase in 1 business? Simply [ | 3 
F because the Union Steel Products Company AS 7 
; have kept pace with demands, increased Is 
F their facilities, added new Wire Products . Pp cia deal tai 
L and maintained a uniformly high quality. iiciacsak iat inuiah wiles: dina 
The items shown are but a few of many ah gen 4 
B which have made the name UNION synony- tim in-so. 
F mous with Steel Wire Products which give cable so poached. “Supehad actos. 
unfailing satisfaction to customers and re- 
turn substantial profits to dealers. 
€ Send for latest Catalog which describes the 


t complete Union line. Every merchant 
; should have a copy. 








Union Steel Products Co., Ltd. 
Albion, Mich. U. S. A. Union W5-34 Picking 


Handiest _. basket. Dur- 
able and in weight. Dirt 
sifts pong and bottom is 
always dry. Electric welded in 
every joint. 
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A Safe Rubbish Burner 


Can also be used for clothes 
hamper, waste paper basket, oily 
waste holder and container for 
storing fruit and vegetables. 
Welded top and bottom. Two 
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Customers are quick to grasp and appreciate the remarkable advantages of U. S. Pout- 


try Fence once these are called to their attention. 


These outstanding sales fea- 


tures will aid you in selling U. S. Poultry Fence with the minimum of effort. 


Superiorities of U. §. 
Simplify Selling 


It’s Allin 
the Weave 


No Top Rail 
No Baseboard 


Rolls Out 
Flat on Floor 


Costs Less 
“Put Up” 


A Fence to 
be Proud of 


U. S. Poultry Fence is built like a Farm Fence. Line 
wires run parallel the full length of the roll. The in- 
tertwisted, reinforced joints lock the line wires so firmly 
together that they cannot slip or spread. This superior 
construction is found only in U. S. Poultry Fence. 


U. S. Poultry Fence requires no top rail, no baseboard. 
It stretches like Farm Fence, without buckling, bagging 
or sagging. The tighter you stretch it the better it 
looks and the better it stays. 


U. S. Poultry Fence rolls out flat like carpet. It cuts 
without waste. The neat, compact rolls occupy one- 
third less space than old style netting. 


With all its superiorities, U. S. Poultry Fence costs no 
more. Really it costs less “put up” for it requires no 
wood frame and fewer posts to erect it. 


The neat, symmetrical appearance of U. S. Poultry 
Fence appeals instantly to all buyers. It is easy for a 
customer to picture just how well a fence made of U. S. 
will look upon his own place and when he weighs all 
of these features, there can be no doubt in his mind 
which fence he will buy. 


There are few items in your store which will sell as readily, 
as profitably and as satisfactorily as U. S. Poultry Fence. 


Indiana Steel & Wire Company - 


Muncie, - ~- Indiana 
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Sanitary Under-the-Sink Strainer 


Tested and Approves 
FA 259% 

Good Housekeeping 
Cop,” institute wk 

OUSEKEEPING MAC 


She’ll Gladly Pay $3.00 
to be Rid of This=— 


RE you on the lookout for merchandise 

yielding a high return per dollar invested? 
Sell a dozen Kitchen Katch-Alls. We venture 
to say you'll be more than satisfied with the 
results. The Kitchen Katch-All is such a re- 
markable convenience that one invariably sells 
at least one more—an endless chain of sales. 
Nothing that the women of your locality have 
been offered in a decade, so satisfactorily 
meets a kitchen need as this under-the-sink 
strainer. Always covered, odorless, clean and 
neat, it rids the housewife of the ever present 
nuisance of kitchen garbage. Merchants in 
practically every leading city of the country 
are selling the Kitchen Katch-All with success. 


1 











The Ohio Metal Utensil Company 


The Kitchen GREENWICH, OHIO 


Katch-All Way 


Made of 
ALUMINUM 








@ for SAMPLE 


We'll gladly send 
you ONE sample 
Kitchen Katch - All 
for your inspection 
on receipt of your 
jobber’s name and 
$2.00. 
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[his Book—free for 
the asking—mll help 
you make more 

money with the 


Two Both 
— =RO YAL Good 


ELECTRIC CLEANER 


It will help you get more business through a sales plan built to fit the 


needs of the merchant—a plan built to fit YOUR needs. 


It will help you make more profit, because in merchandising Royal 
Cleaners by the Royal Plan you not only make more sales but you keep 


Manufactured in 
CONTINENTAL ELECTRIC CoO., Ltd., Toronto, Ontario 


more net profit per sale. Let us prove this to you. Write for the book. 


THE P. A. GEIER COMPANY 


540-560 East 105th Street 
CLEVELAND, OHIO 





ROYAL 
will get dirt 
when others 
are through 
—but others 
will NOT 
get dirt when 


ROYAL 
is through. 
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Patents Pending 


A Toy 


that will Sell the year ’round! 







y =) 






A sturdy, practical set of 86 pieces from which more 
than 100 toys can be assembled. Made from high 
grade steel, nickel plated, except base plate which is 
toy red. Has patented spring discs for holding wheels 
or for making pulleys. 


Each set, with instruction leaflet, contained in an 
attractive, three color box which in turn are packed 
twelve to a display carton, handsomely labeled. 


Priced to retail at 75c—West of Denver $1.00. 


Pending arrangements for Jobber distribution you can 
order direct. 


Sample cartons shipped to you for your inspection 




















and approval. If you feel, as we do, that Handy Craft 
will be a real seller, pay the invoice. Otherwise re- 
turn shipment to us within ten days at our expense. 





Manufactured by 


The Hart & Cooley Co. 


Dept. S-2 





New Britain, Connecticut. 
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The Human Side 


ofa 


Great Business 
Publication 


Back of every great enterprise is 
a human element contributed 
by those men whose experiences 
and personalities are reflected 
in that enterprise. 


This is the element that molds 
opinion, creates good will and 
makes or mars itS SUCCESS. 





N. THOMAS is a recognized 
expert in the fheld of Builders 
Hardware. Specifications and 
blue prints hold no terrors for 
him; neither do the hundreds 
of styles, patterns and finishes of the mod- 
ern Builders’ Hardware line. They are 
merely incidentals in his day's work. 





Will Thomas has grown up with Builders’ 
Hardware. For thirty-seven years he has 
lived in its environment, viewing it from the 
angles of salesman, buyer, executive and 
student. 


From territorial manager for a nationally 
known manufacturer he graduated to the 
important position he now holds in his com- 
pany s home office. Part of his job today 
is to buy from the Manufacturing Depart- 
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239 West 39* Street 











“The Most Influential Hardware Paper’’ 


W. N. Thomas, Contributing Editor 
(Builders’ Hardware) 


ment the goods which the Sales Department 
passes on to the trade. On his estimates 
the production schedule of his firm is based. 


He has figured and sold thousands of Build- 
ers Hardware “jobs” for hardware mer- 
chants. He knows their problems and talks 
their language. Also he has that rare fac- 
ulty of writing entertainingly on what would 
otherwise seem a prosaic subject. 


His series of articles, ‘“‘Builders’ Hardware 
from the Ground Up,” is an outstanding 
contribution to hardware literature. 


Will Thomas is one of the practical, efh- 
cient and interesting writers who have 
helped HARDWARE AGE maintain its 
position as the foremost hardware publica- 
tion. 


New York City 


September 24, 1925 
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sets RADI O sinvice x 





EVEREADY HOUR 
EVERY TUESDAY 
AT 9 P. M. 
Eastern Standard 
Time 

For real radio en- 
joyment,tell your cus- 
tomers to tune in the 








‘Eveready Group.’”’ 
Broadcast through 
WEAF New York 
WJAR Providence 
WEEI soston 

WFi Philadelphia 
WGR suffalo 
WCAE Pittsburgh 
WSAI —_ Cincinnatt 
wwi Detroit 


WCCO { Minneapolis 
St. Paul 


Davenport 














In Puivapetpuia, Mr. C. H. Burger has built 
up an excellent business handling Eveready Radio 
Batteries. Moreover, the satisfying service Ever- 
eady Batteries render his customers creates a 
good-will that reflects itself in increased business 
in other items. 


Mr. Burger says: ‘‘My success has been due to 
carrying standard-quality radio requirements. I 
have been selling and recommending Eveready 
Radio ‘B’ Batteries ever since I have been in the 
retail radio business, and am now selling, on an 
average, 600 to 800 ‘B’ Batteries and 800 dry 
cells per month. And the business is still grow- 
ing, which is due to Eveready quality, national 
advertising and service.” 

Eveready Radio Batteries have practically un- 
limited sales possibilities. National magazine and 





EVEREADY 


Radio Batteries 


~they last longer 


“And his business 1s 
still growing” 


newspaper advertising builds up a demand for the 
Eveready brand, and the high standards of work- 
manship and materials behind every Eveready 
Battery make repeat sales inevitable. 


Dealers everywhere find it profitable to handle 
Eveready Radio Batteries, especially when liberal 
use is made of Eveready window display material. 
Remember that when you dress an Eveready 
window you tie up with a tremendous.national 
advertising campaign. 


Manufactured and guaranteed by 


NATIONAL CARBON COMPANY, INc. 


New York San Francisco 
Atlanta Chicago Dallas Kansas City Pittsburgh 


Canadian National Carbon Co., Limited, Toronto, Ontario 
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Allith-Prout 


RELIABLE 


Rolling 
Store Ladders 


In planning new or remodeling old stores it 
is a profitable idea to think of “Allith” Re- 
liable Rolling Store Ladders. 


















Store owners know that, ‘‘he who serves best 
profits most.” 


Allith Rolling Ladders offer clerks aid in 
rendering quick, safe and efficient service. 
Because these good ladders help to increase 
sales, they become a good investment. 





Non-breakable malleable iron and steel fix- 
tures, handsomely finished, kiln-dried oak, 
rubber tired floor wheels, specially grooved 
steps, stay rods bolted on every fourth step, 
high carbon steel track which can’t warp, 
twist or sag. All these features insure a long 












trouble proof career for each rolling ladder This is a top and_ bottom 
built by “Allith”—noiseless—and always on view of Reliable Straight Side 

/ Ladder No. 80—one of our 
the track. most popular types. Attrac- 






tive and convenient for any 








T ( Reins Cs eal ‘ store, warehouse and factory 

Our No. 94+ Catalog lists various types of where shelving is used. Fin- 

rolling ladders with helpful suggestions and me our ladders in special 

ee : . ——_ 2. colors to harmonize witn 

descriptions- drop us a line on your letter ure deceretive plan te 6 ontt 
head—yust say, “Send me catalog No. 94. of our service. 







ALLITH-PROUTY COMPANY 
DANVILLE ILLINOIS 










Manufacturers of 






Door Hangers Fire Door Hardware Rolling Ladders 
Garage Door Hardware Overhead Carriers Spring Hinges 







Representative lobbers distribute A-P Products 
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Manufacturers of the finest line /7 yy of Garage Door Hardware 
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yr | ‘HERE is more profit in a utility- 
plus-beauty sale than there is 











in a plain-utility purchase. If you 





can picture to a lukewarm buyer 





how bare a room without hardware 
actually looks, you can make him 
realize the prominence of hinges. 


McKINNEY MANUFACTURING CO. 
Pittsburgh Penna. 


MCKINNEY 
HINGES 
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Popular New Lines 


Cut Overhead 


x Sa l'TH all that is being said and written concerning the high 


| S| cost of distribution, few writers or speakers seem to have 
ig touched upon the effect of new and popular lines of mer- 


chandise on overhead costs. 


* 
32° i 
j wa a ; 
} 





RA Ye 
YS < 

_ More sales without increased selling cost cuts down the percent- 
age of overhead, and overhead is the ogre behind high distribution 
costs. 


Take auto accessories as an example. ‘The amount spent by the 
American public for automobile accessories and supplies runs into 
hundreds ef millions. Those hardware jobbers and retailers who 
recognize opportunity in public demand, have increased their total 
sales, decreased the overhead and added to their profits. 


Today radio holds a favored place in public limelight. Every 
family is owner or prospective owner of a radio outfit. Will the 


_hardware jobbers and retailers of this country allow this profitable 


business to slip through their fingers? 


Electrical household utensils are likewise growing constantly in 
public favor. They have long since passed from the novelty and 
luxury classes into the ranks of necessities. Sporting goods too are 
used in tremendous quantities and seldom receive the merchandising 
consideration which is their due. Another opportunity to increase 
sales and thereby cut down overhead. 


Fifty years ago China and Japan were much alike. Both carried 
antiquated stocks of obsolete ideas, manners and customs. Japan saw 
its opportunity. It added the new lines carried by its Western com- 
petitors. China on the contrary clung to the political and social mer- 
chandise of its forefathers. ‘Today Japan ranks as a world power, 
while China, despite its size, population and resources, is far in 
the rear. 


Is there any material difference between national progress and 
business progress’ 


Think it over. 
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Make Preparedness Pay You! 


Now People Are Putting Their Houses in 
Order—Creating Sales Opportunities For You 


Play This Sure Thing! It’s a 4 to 1 Shot! Win Additional 
Dollars for Your Cash Register! 


By Charles P. Catlin 


ALL moving, housecleaning, repacring and 

painting time offers hardware merchants 

a splendid opportunity to increase their 
sales on a wide variety of merchandise they 
have in stock which their townspeople and 
country folk will need to fortify themselves 
against the winter and make themselves com- 
fortable during the Esquimau months. 

Right now people everywhere are getting 
ready to move into new homes. Others are 
devoting their attention to fall housecleaning. 
Many are planning necessary repairs—cover- 
ing everything from patching up leaky roofs 
to putting a new-hasp, hook, staple and padlock 
on the henhouse and weather strip on the home. 
Folk are asking themselves now whether their 
buildings will weather the weather as they are 
or whether they need fixing up. 

Paints, varnish, window glass and wall paper 


wilt play an important part in this season’s 
sales program, transforming the unsightly into 
the pleasing, the homely into the “homey.” 


‘This unusual sales season lends itself to two 
attractive window displays of timely, unified 
lines. This is the.time for new sites and new 
sights. “Cash in” on the times and you'll cash 
in with the dimes—and the dollars, too. 


In one of your windows I suggest that you 
display the various items you have in stock 
covering housecleaning essentials. 

In the other window display merchandise re- 
quired by the mechanic, painter, paperhanger 
and jack of all trades, better known as the 
“handy man around the house.” 

Here are two lists that will prove helpful in 
making displays that will assure maximum 


sales results: 
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Window No. Il 
Fall Repairing 


Shingling Hatchets 

Hammers 

Small Tools 

Tool Chests 

Roofing Materials 

Trowels 

Sand Paper 

Glue 

Padlocks 

Night Latches 

Lock Sets 

Door Knobs 

Barn Door Latches 

Barn Door Hangers 

Garage Hardware 

Strap and T Hinges 

Gate Latches 

Steel Butts 

Hasps, Hooks and 
Staples 

Hinge Hasps 

Hook and Staples 

Mixed Paints 

Varnish 

Barn Paint 

Paint Brushes 

Putty 

Putty Knives 

Glazier Points 

Window Glass 

Glass Cutters 

Paper Hanger Shears 

Step Ladders 

Weather Strip 

Assorted Screws 

Assorted Nails 

Assorted Brads 

Assorted Tacks 

Base Knobs 

Spool Wire 

Electric Wiring 
Accessories 

Transom Lifters 

Soldering Sets 

Repairs for Pumps 

Repairs for Stoves 
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Window No. 2 
Household Necessities 


Curtain Rods 
Curtain Stretchers 
Carpet Sweepers 
Vacuum Cleaners 
Carpet Beaters 
Picture Hooks 
Picture Wire 

Screw Eyes 
Furniture Nails 
Chair Seats 

Carpet Tacks 

Tack Hammers 

Tack Claws 

Dusters 

Chamois Skins 
Window Cleaners 
Sponges 

Brooms 

Dust Pans 

Bath Room Fixtures 
Kitchen Towel Racks 
Hat and Coat Hooks 
Garment Hangers 
Shelf Brackets 
Screws 

Small Screw Drivers 
Gimlets 

Mops 

Floor Polishing Wax 
Mop Wringers 
Galvanized Pails 
Household Brushes 
Baskets—Hampers 
Garbage Pails 
Casters 

Household Tools 
Household Paints 
Bathtub Enamel 


* Small Paint Brushes 


Thermometers 
Mouse Traps 
Lamp Chimneys 
Lamp Wicks 
Lamp Burners 
Stove Polish 
Stove Brushes 


Repairs for Eave Trough 


Make a careful study of the actual conditions 
in your locality. Then display such items as 
you have in stock as are suitable for your trade. 

Run your business by time table—a table of 


what to feature and the time to feature it. 
Flag your prospective customers’ trains of 
thought according to schedule with attractive, 
timely window displays. Then, your stock will 
move from your shelves to your customers’ 
hands by fast express without stop-over or left- 
over privileges. 

Here are two window sign (placard) sugges- 
tions that will help you get winnings out of 
winter preparations windows: 





Keep Winter Out— 
Comfort Within! 
Make Fall Repairs Now! 








Labor Savers 
for 
Fall Housecleaning 





Here is some real food for thought: 

A recent investigation made by one of the 
foremost national publications clearly shows 
that approximately 50 per cent of the class of 
merchandise carried in the stocks of the hard- 
ware stores of this country is purchased by 
women. 

The one outstanding question in your mind 
right now should be: “Am I getting my full 
share of this desirable business or is it going 
to the department store, racket store, variety 
store, 5 and 10 cent store or catalog house?” 
There is just one sure way for any merchant to 
interest women shoppers and this is through 
attractive window displays of merchandise that 
appeals to them plus prompt and courteous serv- 
ice. “Cherchez la femme!” say the French— 
seek the woman—and, if you’re a hardware 
merchant, it’s a secret of success. 

Attractive window cards are of cardinal 
importance in bringing business to your store. 
Play these trump cards to the women and you 
will have no trouble in taking more tricks from 
the men, scoring additional sales and turning 
dull days into profits. 


hé 











EMPLOYER-LOYALTY 


WHOLE lot is said and written about the occasion and need for loyalty on the part of the employee 
to the employer, which is all very fine in its way. But that is not all there is by a great deal 


to the subject. 


need for loyalty on the part of the employer to the employee. 
It pays well in direct and traceable returns. Furthermore, it is normal, natural 


other way around. 
and called for. 


We throw down the gauntlet and insist upon emphasizing the occasion and 


It is quite as called for as loyalty the 


What the average employer is very apt to forget, in his disloyalty er plain unloyalty to his em- 


ployee, is that the latter ne 
thority, which amounts to t 


resents his own selection, either personally or through his delegated au- 
e same thing. For him not to be loyal to the object of his selection is 


for him to bring his own ability to choose into question. 
When Mr. Coolidge was governor of Massachusetts, a certain appointee of his was unscathingly 


criticised by the newspapers. 


Although the man was innocent, he did not wish to cause the governor 


any embarrassment, so he sent his resignation to the latter by a friend. Mr. Coolidge read the letter 
and then tore it up, saying: “Go back and tell him I appointed him because I believed he could well 
serve the Commonwealth of Massachusetts. When I change my mind, I'll let him know.” 
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Important Trade Topics to be Discussed 
at Atlantic City Accessories Meetings 


ONDAY, Oct. 19, 1925, will be a big 
day in hardware history, for that is 
i the opening date of the exhibition and 
convention of the Automobile Accessories 
sranch of the National Hardware Association. 
The scene as you know, is laid at the Hotel 
Ambassador, Atlantic City, N. J. Secretary- 
treasurer T. James Fernley has promised a 
bigger and better exhibit which will offer the 
jobbers’ buyer not only an acquaintanceship 
with new lines, but also some very new and 
important sales slants on the distribution of 
automobile accessories through hardware chan- 
nels. Manufacturers have made plans to offer 
the latest in efficient display methods. 
Reservations at all the boardwalk hotels offer 
convincing evidence that the attendance at the 
joint convention of the National Hardware As- 
sociation and the American Hardware Manu- 


facturers Association will set a new record. 
The percentage of reservations which start on 
Sunday and Monday prove that there is genu- 
ine interest in the auto accessory discussions 
and exhibits which feature Monday and Tues- 
day. 

The complete program for the week merits 
the interest and attention of every available 
executive of the hardware jobbing and manu- 
facturing industry. Pertinent problems and 
capable speakers have been assigned for the 
several business sessions. 

Closely related to the problems of hardware 
distribution on automobile accessories are those 
points which will help the hardware jobbing 
trade distribute electrical goods and radio 
equipment to greater volume and greater 
profits. Ample discussion on these two import- 
ant hardware lines has been arranged. 
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Now, Pop Corn Week‘ 


ARIOUS kinds of “weeks” have always proven a fairly successful means of focus- 
\ ing public attention upon the product advertised and pushed during the period. 

While the “week” plan itself is not new, Pop-Corn Week, scheduled to run from 
Oct. 26 to 31 inclusive, is somewhat of an innovation. 

The idea is being sponsored by the pop-corn industry, the Corn Products Co., the 
American Gas Association and the O. B. Keene Machine Co., and is an effort to stimu- 
late both pop-corn sales by grocers and popper sales by hardware dealers. It is sug- 
gested that hardware stores connect a gas range in their windows and have a girl in a 
white apron popping corn in addition to a display of poppers. Advertise free pop-corn to 
all who call, and it is pointed out that the school children will help boost the popper sales 
as much as anyone. 

Last year a few stores tried this demonstration with very good results, and this 
year’s “week,” ending as it does on Hallowe’en, should do much to revive the old indoor 


sport of corn popping. 
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Three Vital Factors That Build PaintSales 


(Juality Merchandise, Sustained Selling Effort and Price 
Maintenance Enable the Ernst Hardware Co. to 
Enjoy a Good Business in This Line 


UALITY merchandise, sustained selling 
(Qettrs and a policy of no cut-price sales are 

the three elements to which the Ernst Hard- 
ware Company, Seattle, Wash., attributes the 
growth of its paint department, which, while only 
a section of a departmentized hardware store, 
sells more paint and painters’ accessories in a 
year than many of the city’s exclusive paint 
stores. Practically everything in the line of 
painters’ needs is carried—mixed paints, dry 
colors and oils, painters’ tools, artists’ colors, 
glass, ete. R. R. League, for many years con- 
nected with the sales division of Heath & Milligan, 
paint manufacturers of Cleveland, Ohio, is man- 
ager of the paint department. 

The Ernst paint department’s selling effort is 
sustained through a number of mediums— 
through store demonstrations, consistent window 
display, service to customers and cooperation 
with paint contractors by aiding them in obtain- 
ing jobs. Once a year at the time of the annual 
Paint-up, Clean-up Week a store demonstration 
of the use of household paints is put on and gener- 
ous samples of the various finishes demonstrated 
are given away. These educational efforts have 
proved excellent publicity, says Mr. League. For 
months following one of these events customers 
will call for the particular kind of finish that was 
demonstrated, and almost invariably they will 
ask for it by name. 

Paints are displayed in the Ernst windows the 
year around. The store employs an expert win- 
dow trimmer who devotes all his time to this 
work. Much thought is given to the paint dis- 
plays and they are made as effective as a window 
trimmer’s art can make them. One of the services 
to customers is estimating. The store is often 
called upon to give the approximate cost of ma- 


terials and labor for a job, and this is done not by 
guesswork but by estimating the work on the 
ground itself. This calling at the patron’s home 
has an additional advantage. Usually in ‘the 
same neighborhood one or more other houses are 
seen which need painting. A call is made on the 
owner and painting of the house is suggested; or 
if the owner is not at home, the address is taken 
for future use. 

Store men have highly developed sales train- 
ing. On the other hand, the usual paint contrac- 
tor has no sales ability to speak of. Therefore 
store man and contractor can work together for 
their mutual benefit. The Ernst store has on 
file the names of a number of dependable paint- 
ing contractors. The addresses of prospects are 
given the contractor, and often a store man is able 
to step in and persuade a prospective customer 
with a good sales talk. The contractor has been 
helped and he cooperates by purchasing his 
paints and supplies from the store. 

Mr. League believes as great a selling effort 
should be exerted in the fall as in the spring. The 
appeal to brighten up the home for the drab win- 
ter months is always effective. By having win- 
ter work the contractor also is able to hold his 
organization intact and cut his overhead expense, 
which benefits the customer. 

A complete stock and a good range of materials 
are important, but they are not the only essential 
factors in building up a successful paint depart- 
ment, declares Mr. League. Other vital things 
are a definite business policy, service to the cus- 
tomer, merchandise behind which the store can 
put its,reputation, avoidance of cut-price sales, 
cooperation with the painting contractor and sus- 
tained selling effort throughout the twelve months 
of the year. 





It Is Time to Start Weighing Ol 


two of the leading crushers that, beginning 

Oct. 1, they will sell linseed oil only by 
the pound instead of by the gallon. There is 
some conjecture as to what reception this move 
will be given by the retailers, but as a matter of 
fact the “innovation” really means little to the 
dealer, for it is a change in name only. 

For many years it has been the custom to sell 
linseed oil by the “‘gallon,” but the gallon was spe- 
cified as weighing 714 pounds. As linseed oil has 
a gravity of 7.76, 7144 pounds meant 223 cubic 
inches. However, the standard gallon which the 
law in most States demands must be used by the 
retailers contains 231 cubic inches. In other words 


A two of the leadi has just been made by 


the gallon of linseed oil which the dealer bought 
was 314 per cent smaller than the gallon he sold. 
On a 50 gallon drum, this makes a difference of 
134, gallons. It is no wonder that the average 
dealer has looked in vain for a profit on oil, when 
competition forced a close margin and then he 
gave away 314 per cent of what he supposed he 
sold. 

However, if the producers of linseed are going 
to reform to the extent of calling things by their 
real name and sell their product by actual weight 
with no camouflage, it is a fine opportunity for the 
dealer to also start selline by weight, for it is the 
only way that he can get an even break at a 
profit. 
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Displays that Sold Paint 


“STAINS 
ARNISHE? 














OUR window dresser will find inspiration for his paint trims in these attractive displays of the 

. Ernst Hardware Co., of Seattle, Wash. This company has developed a splendid business in this 
line through adhering to the policy of quality merchandise, sustained selling effort and avoidance of 
price cutting. 
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Chart showing salesmen’s customers and amount of sales 


Testing His Salesmen’s “Drag’ 


7 


with ‘Trade 


By Charles Abbott Goddard 


NE of the most unusual methods of figuring 

a sales-bonus basis is used by a hardware 

man whose salesmen “sell all over the store,” 

but some of whom specialize on small wares and 
some on large wares. 

Were this man to base his monthly prize awards 
solely on the amounts of sales the men who have 
more experience in selling ranges might wallop 
the sellers of small wares month after month. 
That would soften the formers’ efforts and dis- 
courage the latter members of the store sales staff. 

This merchant believes that a prize should be 
both a reward for effort and a stimulant. He does 
reward sales getters; but in the phase of his con- 
tests to be discussed he aims at means of improv- 
ing service. Service is hardly the word. 

What he desires is such pleasing attention to 
customers that they will not only return to the 
store, but will hunt up the salesman. Of course, 
this is a contrast to the policy of some stores to 
impress the store before and above the individual 
salesman; but his city is small enough that shop- 
pers can easily make acquaintances at the counter 
and remember faces, if not names. 

For that reason this merchant has as one of his 
prizes a reward for the salesman who, according 
to the register, waits on the largest number of 
people. It is an unusual plan and, naturally, 
brings up a series of questions. Here are some 


that other hardware men might ask; also the mer- 


chant’s explanations. Readers may take them for 
their value. 

“If you reward a man according to the number 
of customers, will he not hustle them through just 
to pile up such a score?” the merchant was asked. 

“Suppose the salesman does speed up— if there 
is any harm done it will be that his courtesy, ser- 
vice or attention are slighted,” the merchant an- 
swered. “Then—and we call our men’s attention 
to this—it is also true that he’s pulled a boom- 
erang; customers will not come back to him; will 
actually avoid him in favor of a salesman who 
will give them attention. So, you can understand, 
he not only hurts his dollars and cents standing 
but his number-of-customers score. 

“You have observed, as we have in dozens of 
stores, that there are salesmen to whom shoppers 
go; often they will wait for such men, just as they 
do in a barber shop or other place where the indi- 
vidual service is a drawing card. 

“In this way the contest is a cure of poor ser- 
vice, not an injury to service. It’s a sure thing 
that when a salesman’s number-of-customers 
score runs up he is pleasing people—or he is quick. 
He couldn’t have a good score long if he failed to 
give attention. 

“Then we try to show them in every possible 
way how they can cut away lost motion and speed 
up and still not seem to be doing so. One way is 
in their ability to quickly size up the several ar- 
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ticles or sizes to lay before a customer for selec- 
tion. In showing the wrong sizes or values waste 
is incurred. 

“For instance, why should we waste time 
showing the topmost type of saw to a dry goods 
salesman? A medium style to him is high enough. 
Nor should we show that fancy range over there 
to a young wife whom anyone can see has to 
scrimp. 

“From time to time we put on a new account 
contest, offering prizes during a certain time for 
salesmen leading in the securing of desirable 
charge account customers, new ones. 

“Of course, we use a safety-catch. A salesman 
is asked to let us know of any prospects in this 
line in order that we can check them up here or 
from our merchants’ credit bureau. If the name 
is O.K. the salesman is told to go to it. It gives 
him another customer. If there is a limit to the 
amount of credit, determined by the report of the 
bureau or as a result of our uncertainty, that 
amount goes onto the customer’s page of the 
ledger. When goods charged for a month hit that 
limit amount the customer is consulted, given the 
opportunity to tell us why he or she should be 
given more credit than the limit. If it were not 
for that we probably would have many accounts 
buying too heavily, for we have many contempo- 
rary charge accounts to consider. 

“A letter to a man offering him the courtesy of 
a charge account—in a hardware store, at least 
—is taken, we find, as a compliment. More so 
than in some other lines. So we are quite ready 
in these little contests to write letters.” 

One day the wife of one of the salesmen of the 
store heard a woman complaining because her 
husband could not buy a certain bill of goods; 
they were “pinched” for funds at that time. The 
salesman’s wife knew that the woman’s husband 
was a sound credit risk. She told her husband; he 
submitted the name. A letter went out. The 
salesman telephoned to the man—and a good order 
of builder’s hardware was sold. 

In his washroom the hardware man in question 
has a wooden frame with a glass door in front 
of it. Each week and each month he posts vari- 
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ous bulletins there. If it is a scene of time killing 
it also is one place where any bulletin to employees 
will be read—and discussed!. No mistake about 
the last. It has been proved again and again. It 
is a far better place than any other and an open 
location in the store. 

And what these men are impressed by is the 
series of scale charts drawn up by the “boss” him- 
self on quadruled paper and posted there. It might 
be well to slip in a comment there. 

“TI do this myself for a reason,” explained the 
merchant. “I could easily have it done by my 
bookkeeper. But I find that there are two ad- 
vantages to me if I do it personally. (1) I digest 
all of the figures and get a better view of it as I 
mull over the figures and graph them. (2) When 
the boys know that I do this they have more re- 
spect for its importance. Hence the time it de- 
mands of an executive is not a waste but a good 
investment. Were some subordinate to do it—and 
I’ve been called ‘foolish’ for doing it—there would 
be times when I’d slip over the figures; when it 
would not sink in.” 

One graph showed a series of vertical inked-in 
pillars, beneath each a salesman’s name. These 
indicated the standing in percentage of careful 
work—percentage of errors as compared to sales 
volume. 

Another showed two-color columns, above each 
salesman’s name a black-ink column beside a red- 
ink column, the former representing sales vol- 
ume, the latter number of customers. 

However much a “hard-boiled” or stubborn 
salesman (and we all of us have some of it in 
our system) may sneer or feign indifference 
toward a contest report you may be sure that 
with it posted in the washroom, a more private 
place, he is going to study it at first chance. 

This man finds that these graphs are more 
easily visualized than mere typed figures. 

A merchant will seek out a certain barber, 
wait for a favorite meat-cutter, walk down the 
aisle to his trusted necktie salesman—and yet not 
capitalize the pull of good service in his own 


store. 


? 








‘“None of Our Business” 


A BIG Brooklyn lumber yard recently said, in an advertisement: “It may be none of our business, but 
we DO like to know what you are going to use the lumber for. Our vast experience often enables 


us to make helpful and profitable suggestions.” 


There’s a splendid merchandising idea indeed! 


What an inviting picture it suggests of a lumber 


yard which is vastly interested in seeing that its customers get just what they need for their purposes! 
Today it is possible that such a Will to Serve might suggest the thought: “None of your Business”; 
still the day is coming when the seller will be accorded the right to know what his goods will be used 
for, else it will be acknowledged that he cannot do himself full justice in his efforts to give a full- 


rounded service. 


A surgeon is called in to make the operation fit the physical need; and a merchandiser should be 
called in to furnish the goods that will fit the need, not necessarily those which the buyer in his 
inexperience, may think best fit. This may read a bit idyllic; but we already have it at least to a degree 
in hardware, drug and radio stores (though even with them there might well be vastly more of it) and 
the day is coming when knowledge of what a customer’s requirements are will naturally be considered 


a prerogative of the seller. 
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FIRE PREVENTION 


Prevent Fires, Protect Life, Froperty and Your Job. 
A fire in this plant may put every employee out of work. 
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THOMAS J DRENNAN, 
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Fire Prevention Week—Oct.5-10 


Is Your Opportunity to Perform a Public Service in 
Educating Public in Fire Prevention Through 
Sale of Extinguishers and Other Apparatus 


vation of the terrible Chicago fire, which 

in 1871, destroyed a great portion of that 
mid-western city, causing much death and suf- 
fering. This historic blaze was said to have 
started on Oct. 9 when Mrs. O’Leary’s cow 
kicked over an oil lamp and set fire to a barn. 
The fire spread and the damage was terrible. 

This year Oct. 5 to 10 has been designated as 
the 54th annual observation of Fire Preven- 
tion Week. Newspapers will spread the story 
of 15,000 life loss ani $600,000,000 in property 
damage through fires. Experts agree that 75 
per cent of all fires could be prevented by ordi- 
nary human care. This is a terrific indictment 
to American carelessness. 

Every fire department in the land plans some 
adequate observation of this important week. 
In many cities fire prevention essay contests 
will be held for school children, that they may 
be impressed, with the horror of fire, and with 
the importance of precautionary measures 
which help reduce fire hazards. 

Among the community purchasing agents 
you are the logical one to display fireproof 
waste cans, fire extinguishers, match safes, fire 
pails and other equipment which will reduce 
fire hazards and also provide a ready emer- 


Rv Prevention Week is the anuual obser- 


gency means of fighting a fire, should one break 
out in spite of due carefulness. 

Two representative hardware stores offer you 
suggestions for suitable Fire Prevention Week 
window displays. 

S. T.'Trinkle, display manager for The Stam- 
baugh-Thompson Co., Youngstown, Ohio, de- 
signed the display used by this company last 
year. 

The other window was that used by Banister 
& Pollard of Newark, N. J. Both of these hard- 
ware firms were among the many who recog- 
nized their community obligation. They offered 
their displays as an inspiration to their patrons 
and to help in a public spirited way spread the 
very much needed propaganda of fire preven- 
tion. We don’t know what sales records were 
for these days, but we do know that the re- 
spective communities of these stores appreci- 
ated the fact that these hardware merchants 
were an asset to their communities. 

We urge you to plan a Fire Prevention win- 
dow display for the week of Oct. 5 and believe 
it is your duty to present the story of Fire 
Prevention to your town. The essential equip- 
ment is strictly hardware merchandise and 
should be in your regular stock. Do your duty 
and the reward will not be lacking. 
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S. T. Trinkle, display manager of the Stambaugh-Thompson Co., Youngstown, Ohio, is the man respon- 
sible for this clever display of fire prevention apparatus. 
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Banister & Pollard, Newark, N. J., enjoyed a very substantial sale in fire prevention apparatus through 
the medium of the striking window display. 
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at your store, there is a goodly percentage 

of them who will accept your invitation and 
drop in on you. At least that is the conclusion 
drawn by John W. Donehower, who runs a hard- 
ware and general store at Dakota, Minn., after 
his experience this summer. 

Dakota, a town of about 300 population, is 
on one of the main state automobile trails, and 
Donehower has seized the opportunity to place 
at one mile intervals for five miles in each direc- 
tion on the highway, signs reading: 


 & you are continually asking people to stop 


| 
} 


| J. W. Donehower 
| Tourist Camp Supplies 
Road Information 


Directly in front of his store are two more signs, 
one facing each way, which we show herewith. 





Tourists Accept 
Donehower’s 


Invitation to Stop 


Ingenious Methods Used by Minnesota Hardware 
Merchant in Familiarizing His name with Tourists 
Enable Him to Increase Sales Substantially 








A daily bulletin showing the conditions of va- 
rious roads is posted in front of the store and 
free road maps are distributed to those who ask 


for them. 





| Dakota : 
| J. W. Donehower | 
General Merchandise : 





As 4 result of this bid for the,business from 
the tourists passing through Daketa, Donehower 
estimates that his extra sales have averaged some- 
where around $150 per month. He carries a small 





| 


Tourist Information 
Bureau pet 


| 
| 
| 


| | 











but complete line of sporting goods and tourists’ 
supplies which will not run over $200, and this 
summer he has turned this stock almost once a 


month. 








ee CES of superstition are constantly cropping up in unexpected places. John D. Rockefeller, 
for example, had a penchant for surrounding himself with business associates of the same initials— 


but in conversation he has always treated the matter as a joke. 
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Why We Must 
Change Our 
Business Methods 


Bv Hamp Williams 


normal—we heard much about that 

after the war. It left wreck and dis- 
aster with many planters and small retail 
merchants all over this country. The retail 
hardware businesses in adjusting them- 
selves left the overhead too great. salaries 
almost double, rents 25 to 50 per cent 
greater, hardware higher, living expenses 
greater, competition stronger, and the mar- 
gin of profit very little higher than before 
the war, if any. When merchandise is cheap 
it is much easier for the retailer to get a 
profit than it is when it is high. When nails 
were $2 per keg we got $2.50. Now they 
are $5 and we do well to get $5.50. 
Twenty-five per cent margin of profit on 
nails when cheap as against 10 per cent when 
they are high means 250 per cent more capi- 
tal invested. While the percentages and 
prices that I have mentioned in this case may 
not be exactly correct yet they are near 
enough to illustrate what I am driving at. 

Retail hardware merchants made money 
before the war and they made more during 
the war and immediately thereafter. When 
the slump came, however, they lost all they 
made during the inflation and more. Many 
have never recovered and never will unless 
conditions change or they change their way 
of doing business. 

We have been trying to increase our mar- 
gins but competition is so keen we can’t do 
it. We have just bought a stock of hard- 
ware at Ashdown, Ark., and we are going 
to change our plan of doing business to 


B: SINESS readjustments and back to 





see how it works. As it is the business in 
that store is dead, (its overhead was $500 
per month, their sales $1,200) and we intend 
to resurrect it by inaugurating special sales, 
days, and weeks. Tor instance we will put 
10-quart galvanized pails on sale at cost or 
less, for one day or one week. We will ad- 
vertise these special sales by newspaper and 
circulars. 

When this special sale is over we will place 
the regular price back on these goods the 
same as dry goods, clothing, furniture, and 
shoe stores do—they all have sales and get 
by with it. Why not hardware? ‘To a cer- 


tainty, we can't hurt ourselves, and in pre- 


paring for these sales we will buy quantities 
and expect the jobber,to help us out on the 
prices for these special occasions. We will 
not offer any merchandise in these sales ex- 
cept that which is in demand. 


One spring, about gardening: time, I put 
on a sale of 12-prong garden rakes for one 
week. Sold 500 at 15 cents each, regular 
price 35 cents, cost us 20 cents, lost $25, 
charged it to advertising. During that week 
you could hardly meet a man or woman who 
didn’t have a rake on their shoulders. When 
that sale was over our prices went back to 
35 cents. People understood that we had 
bought a large quantity of rakes at a bar- 
gain and had given them the benefit of it. 
Why not? If you can’t sell pocket knives, 
swap them and get the differences. ‘That’s 
the way we trade in Ford cars. 
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When Is a Sale Completed? 


OR some time, there has been a wide-spread 

interest in more efficient and resultful sales- 

manship. Much has been written, many 
lectures have been given, and more or less valu- 
able courses conducted to show how a sale should 
be made from start to finish. 

All of this has been and is very helpful, but 
there seems to be a difference of opinion on just 
when the sale of an article is actually completed. 

Some have contended that it is at that moment 
when the customer yields to the idea to purchase. 
Others have argued that it is when the patron 
receives delivery and comes into possession of the 
purchase. Still others have reasoned and with a 
good deal of show of logic, that the sale is com- 
pleted only when the business man has his money 
for the entire purchase in hand, and the transac- 
tion is closed. 

But even that isn’t the last word, for if the 
transaction has been well handled, and the cus- 
tomer is satisfied with his purchase, he will come 
back for further supplies. Unless he comes back 
for further supplies, the selling expense of the 
initial transaction is excessive. 

In other words, a business which depends alto- 
gether on first-time business must face a terrific 
overhead. And that kills the profits and may even 
make an invasion upon the capital investment 
itself. 

This is what has led a southern business man 
to declare, “No sale is ever completed until the 
money has been collected and the customer has 
come back for more.” 

This is a more revolutionary principle or policy 
than would at first appear, for if we can impress 
this sufficiently upon our salesmen, and set for 
them this wnusual goal of “bringing the custom- 
er back,” we shall have solved one of the great- 
est of our merchandising problems. 

All too often our help and sometimes execu- 
tives themselves, assume that when they have 
made the sale they have done well, and that when 
they have collected the money, that they have done 
all which can possibly be expected. 

But not so, for the sale is not completed at that 
point, and we must continuously handle each and 
every transaction in such a manner as to insure 
satisfaction and to leave the patron with a desire 
to come to us again when he has wants of any 
kind which we can fill. 

It is one thing to make an individual sale. It is 
altoaether another to make a permanent customer. 

When we make an individual sale, the transac- 
tion represents or should represent a unit of 
profit. When we make a permanent customer, the 
business represents, first, a series or chain of 
profits, and, second, a veritable tree bearing fruits 
of silver and gold. 

The permanent customer almost invariably in- 
fluences others to trade where he trades, and so 
becomes a booster for our business. He may not 
do this deliberately or knowingly, but it often hap- 


pens that friends and neighbors who are reason- 
ably observant follow the example of some one in 
whom they have confidence. A very good illustra- 
tion of this recently came to notice. 

A shrewd business man who was known to 
investigate carefully before spending his money, 
hired a painter to paint his house. The neighbors 
looking on remarked: 

“That must be a good painter or Mr. Duff 
wouldn’t have hired him. He’s too keen not to 
know what he is doing.” 

When the work was completed, several asked 
him how he liked the workman he had employed, 
and in each case he said he was well pleased. Sev- 
eral others in the neighborhood decided to have 
their houses painted, and to employ the same 
man. 

From almost every finished job, another one 
grew, so that at the end of the season the painter, 
who had been a stranger to practically everybody 
for whom he had worked, had done a splendid 
business, for the reason that he had aimed each 
time to make a permanent friend of his em- 
ployer. 

Said the painter-man, “I find that making per- 
manent business friends is the wisest thing I can 
do, for then my business is like a tree. There is 
a sturdy trunk and an increasing number of 
branches spreading out in every direction.” 

Exactly the same principle is true in retail mer- 
chandising. “A satisfied customer is the best ad- 
vertisement,” and no individual transaction has 
been handled properly unless the customer is left 
in the frame of mind which prompts him to come 
back for more. 

It is not enough to say to clerks and helpers, 
“Complete the sale by setting the stage so that 
our customers will come back.” Very few people 
possess much imagination. Relatively few have 
initiative of a constructive character. A good 
many more require to be told just how, and to be 
_ enough impetus to start the ball rolling at 
east. 

How can this be done? 

Some stores which are conducting classes or 
group conferences of employees are taking occa- 
sion to call this matter to the attention of the 
store force, and to demonstrate how customers 
can be pleased best. how interest can be shown in 
the customer’s needs, and how to leave the patron 
with a good taste in his mouth. 

Other stores are using the weekly bulletin meth- 
od. To each employee a typewritten sheet of prac- 
tical and brief suggestions is passed around once 
a week, each employee having a sheet of his own 
to study and to file. From time to time meetings 
are held, and these bulletins enlarged upon and 
talked over. 

In some other businesses, the pronrietor or 
some executive is using “the personal method.” 





(Continued on page 107) 
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W HAT sports- 
man could 
resist the appeal 
of this display of 


the Colorado 
Sporting Goods 
Co.. Colorado 





Springs, Col. 
This window took 
the first award in 
contest sponsored 
by the Gold 
Medal Camp 
Furniture Co. 
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Keynote of Window 


Display Contest 


OR four months, from April 1 to Aug. 1, the Gold Medal Camp Furniture Manu- 


facturing Co., Racine, Wis., 


has been sponsoring a window trimming contest, 


awarding cash awards for the most effective and attractive window displays fea- 


turing “Gold Medal’? camp tables, chairs and cots. 


There were no restrictions placed 


as to what other items of merchandise might be used in connection with the displays, 
and the very nature of the goods made it possible to obtain some very artistic and 


original results. 
for display use. 


The contest was open to all dealers 
in the United States and considerably 
more than 500 merchants entered the 
contest. As could be expected practi- 
cally all of the trims took the form 
of reproductions of camping scenes and 
the photographs submitted were, as a 
whole, so excellent and showed such 
attractive effects, that it was with 
much difficulty that the three judges, 
all disinterested window trim experts, 
were able to reach their decisions. 

While the windows themselves were 
attractive, some of the dealers combined 
with them interesting “stunts” that 


added greatly to the local attention 
they received. One of the prize win- 
ners, the Indianola Hardware Co., 


Indianola, Iowa, on the last night on 
which they had the window display, 
had four small children dressed in 
khaki each take a basket of food into 
the window and have a picnic supper. 


The youngsters thoroughly enjoyed it 
and so did the crowd which packed 
the street in front of the store. 

Another contestant, located in 
ville, Mo., a town of 5900 population, 
announced the conaitions of the con- 
test to the local boy scouts and offered 


400n- 


to donate any prize money to that 
organization if they would trim the 
window. The result was a realistic 
reproduction of a scout model camp 
which stirred up much local comment 
and interest. 

The display which was awarded 


highest honors was that of the Colo- 
rado Sporting Goods Co., Colorado 
Springs, Colo., while that of Geo. F. 
Mott, Riverside, Calif., was given sec- 
ond place. The other eight winners, 
in the order in which they were rated 


were, McAllister Lumber & Supply 
(o.. Boulder, Colo.; Oklahoma City 
Tent & Awning Co., Oklahoma City, 


Juvenile size camp furniture sets were furnished gratis upon request 


Okla.; Indianola Hardware Co., Indi- 
anola, Iowa; W. K. MeMillan & Son. 
sooneville, Miss.; MeLaughlin’ Bros. 


lurn. Co., Boonville, Mo.; Warren 
County Hardware Co., Bowling Green, 
Ky.; L. L. Fassett Dept. Store, Monte 
Vista, Colo., and Skinner-Camberlain 
Co., Albert Lea, Minn. 

Honorable mentions were distributed 


to the following twelve stores: Carter 
Bros. Hardware Co., Garden City, 
Kans.;: J. R. Davis Furniture Co., 
Nevada, Mo.; Dresslar Hardware Co.., 
Los Angeles, Calif.; Ray FE. Ellis, 
Wichita, Kans.; Lafayette Tent & 
Awning Co., Lafayette, Ind.; Mueleisen 
Co., San Diego, Calif.; Nebraska 
Sattcry & Tire Co., Hastings, Nebr.: 
J. R. Parker Co., Fort Meyers, Fla.; 
Kalispell Merchantile Co., Kalispell, 
Mont.; Scofield Co., Sturgeon Bay, 
Wis.. and Wilson Hardware Coa., 


Boulder, Colo. 









































KORGE F. MOTT, display man- 
ager of Geo. F. Mott, Riverside. 
Cal., is responsible for this clever sell- 
ing display which was awarded Sec- 
ond Prize in the “Gold Medal” win- 
dow contest. 
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T HIS display, 
which was award- 
ed the Ninth Prize, 
was shown in_ the 
window of the L. L. 
Fassett Dept. Store, 
Monte Vista, Col. 
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PHE winner of the Fourth Award was the Oklahoma City 

Tent & Awning Co., of Oklahoma City, Okla., for the 

striking display shown above. Considerable ingenuity and im- 

azination are displayed in the arrangement of the camp furni- 
ture and accessories used in this display. 
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HIS splendid display won _ the 

‘ifth Award in the “Gold Medal” 

Contest for the Indianola Hardware 

Co., of Indianola, Iowa. Although 

considerable merchandise is shown = = 

there is no suggestion of crowding in 
this display. 
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Kk. McMILLAN 

e& SON, Boone- 
ville, Miss., received 
the Sixth Award for 
this realistic presen- 
tation of this in- 
terior scene. There 
is a strong sales ap- 
peal in this window. 
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HE Seventh Award went to the McLaughlin Bros. Furniture 

Co., of Boonville, Mo., for its clever portrayal of the camp- 
ing scene depicted herewith. A window of this type is sure to 
attract the attention of passersby and sell merchandise. ~ 
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W HERMAN LOWE of the 

¢ Warren County Hardware 

Co., Bowling Green, Ky., is the 

man who deserves credit for this 

striking display which took the 

Lighth Award in the “Gold Medal’ 
contest. 






















HE Third Award 
went to the 
McAllister Lumber 
and Supply  Ce.. 
- Boulder, Colo., for 
| this striking display 
of camp furniture. 
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@ KINNER CHAMBERLAIN & CO., 217-237 South Broadway, 

Albert Lea, Minn., received the Tenth Award fer the splendid 
display presented herewith. It will be noted that the atmosphere 
of realism is enhanced by the fireplace and cooking utensils. 
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When I hear a hardware salesman trying to tell 
a customer all about something he doesn’t know 
much about, I am reminded of the letter the chap- 
lain of the British army sent home to the Times, 
in which he said, “The life-of a soldier is one of 
great hardship, not infrequently mixed with mo- 


ments of real danger.” 
* x # 


A year ago a hardware merchant said to me,- 


“I’ve got one young fellow in my store who can’t 
seem to talk or think about anything but the base- 
ball scores in summer and the football scores in 
the fall and the basket-ball scores in the winter. 
I can’t get him down to learning the hardware 
business at all. I guess I’ll have to let him go.” 

I didn’t try to tell that merchant how to handle 
the problem, but I suggested to that employee, as 
soon as I had a chance, that he ask his boss to let 
him have charge of the sporting goods line and 
see if he couldn’t build up the business. The idea 
appealed to the young man and he sold the boss 
on it, and now he is right in his element all the 
time, and everybody in town comes to him for the 
dope on all sorts of sports. 

x * * 


“What are you going to do with that bundle of 
hardware trade journals?” I asked the salesman 
in one of the stores I sometimes visit. “The boss 
is sending them home to my wife,” he replied. 
“And she makes curl papers of them?” I per- 
sisted. “No, she makes me read them,” said he, 
with a grin. “I’m a little bit slack about studying 
up the business and the boss has found the way 
to make me read it up whether I want to or not.” 

Not so bad, where the wife is the member of 
the family with the most ambition. 


IT IS UP TO YOU! 


The price may seem high or the 
price may seem low, 
According to how it’s presented. 
The buyer may buy, or the buyer 
may go 
Out of the store discontented. 


—Man Behind the Counter. 


Three boys applied to J. B. Kenyon for a job in 
his hardware store. He tried them out separately 
on a special errand. Each one was given an alu- 
minum saucepan to be delivered to Mrs. Emma 
Hart, 45 Hickory Street. 

Boy No. 1 telephoned back from a drug store to 
ask whether the number was 45 or 55 and finally 
returned with the saucepan, saying there was no 
such number. 

Boy No. 2 came back in due time, bringing his 
saucepan, and reporting that 45 Hickory Street 
was a church, but that a Mrs. Emma Hart had 
lived at 4514 and latterly she had moved away. 

Boy No. 3 came back without the saucepan. He 
had learned what No. 2 learned, but in addition 
he had found out Mrs. Hart’s new address and 
had gone there. She had declared she had ordered 
no saucepan (which was true), but the boy showed 
it to her and told her what a gdod saucepan it 
was and induced her to accept it and pay for it. 

Which boy got the job? 

* * a 

Two things come to the hardware salesman as 
a result of the time he puts in the store—Money 
and opportunity. He gets the money in his pay 
envelope Saturday nights and it is soon spent. 
He gets the opportunity every day and all day; 
opportunity to learn a business. Is your position 
an opportunity or is it just a job? 

* * * 


The retail hardware salesman who can think of 
no better way to recommend a saw than by saying 
it is “Some saw!” is suffering from ingrowing 
poverty of the intellect. He has learned nothing 
about saws from seeing and handling them, and 
- lacks the ability to imagine anything about 
them. 
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Selling $4,500 Annually in Sporting 
Goods in Town of 300 


HERE really is very little difference. be- 
tween a hardware store in a large city and 
a store located in the smallest country town. 
The merchandise which is salable to the city 
dweller is equally movable in the country dis- 
tricts and the same effort expended in maintain- 
ing attractive window and store displays such as 
are usually found in the cities will also be just 
as productive of sales in the smaller communities. 
Ordinarily, for instance, we are apt to think of 
sporting goods as merchandise most marketable 
in the cities, where golf courses and tennis courts 
abound and the multitude of store and office work- 
ers have acquired the habit of annual vacations 
and regular recreation requiring endless para- 
phernalia and supplies. However, it has been the 
experience of many of the dealers located in the 
somewhat out-of-the-way villages that their sales 
of sporting goods can be made just as large a per- 
centage of their total sales as in a metropolitan 
store. 
M. C. Gulbranson, who operates a store in Ers- 
kine, a town of 300 population in northwestern 


Minnesota, only a few miles from the Canadian 
border, sells between $4,000 and $4,500 worth of 
sporting goods annually, turning his stock better 
than four times. He has found his window dis- 
plays are really the determining factor in his 
sales and each year he makes his first window 
trim of tackle about two weeks before the fishing 
season opens and keeps at least one window full 
of sporting goods from then until late in the fall, 
changing the displays each week. He cites the in- 
cident of a sale of over $60 worth of tackle and 
camping equipment made this summer to a party 
of tourists who were attracted to the store solely 
by the window. 

Inside of the store just to the left of the en- 
trance, is his gun case together with his stock of 
ammunition, while a show case standing directly 
in front of the door is used for tackle during the 
summer, and cutlery the balance of the year. 
Radio is also becoming an item in Gulbranson’s 
sales, about $700 worth of sets and accessories 
having been disposed of since the line was put in 
less than a year ago. 








Its a Fact! 
titans natives in the neighborhood of the Kimberly diamond mines failed to see anything particularly 
attractive in the rough diamonds that were everywhere about them. But with the advent of a few 


white men everything was changed. 


The trouble with too many of us is that we regard the rough 


diamonds of opportunity in much the same light as did the Kimberly natives—we only recognize their 


value when somebody else has demonstrated it. 
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Main Street Methods in a’ Town of 300 





Through the use of “Main Street Merchandising Methods” in a town of 300, C. Gulbranson of Erskine, 

Minn., is able to sell $4,500 yearly in sporting goods, and turns his stock more than four times. 

Part of Mr. Gulbranson’s success may be attributed to the fact that he is a firm believer in display, 
and employs modern fixtures in his store. 








Another view in the store of C. Gulbranson, Erskine, Minn., where a substantial business in sporting 

goods is engaged. Mr. Gulbranson has found that merchandise that is salable in the large city may 

be sold just as easily in the smaller rural communities, and that the same merchandising method 
apply in both cases. 
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C. Gulbranson, Erskine, Minn., draws his trade principally from the outlying farms, but this has not 

hampered his sale of sporting goods and other items which might ordinarly be supposed to find a 

wide use in the cities where tennis and golf courses abound and where multitudes of store and 
factory workers have acquired the habit of annual vacations in the open. 
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Single Stroke Poster Block 


Alphabet | 


By Joseph Bertram Jowitt 


HE single stroke Poster Block alphabet 

shown here was designed by the writer espe- 

cially for HARDWARE AGE. In offering this 
plain and easily made type to the beginner no 
little thought was given to the simplicity of each 
single stroke. In design it is very much on the 
order of the knock out poster type. It being all 
for speed and effect, very little attention being 
paid to detail. The cards are all half-sheets, or 
14 x 22 in., and were lettered in from ten to 
fifteen minutes each. The “Fall” paint card con- 
suming the most time. This on account of the 
pen scroll work and shade outline, which really 
finishes off the card and makes it doubly 
attractive. 

The arrows denote the direction in which each 
stroke should be taken, and the numbers in what 
rotation. The fine lines drawn through the let- 
ters with a little black dot on each end denotes 
the place where the brush stroke stops. Take 
for instance the letter “O” which is completed 
in just four single strokes; one at the right, 
one at the left and one at top and bottom. The 
letter “‘S”’ which is by far the most difficult of all 


letters is made in four simple strokes. All the 
strokes composing these letters being of equal 
width there being no difficult light or shaded lines 
to make, no complete or semi-circles to make. It 


is simply a matter of selecting a red. sable let- 


tering brush the width you wish to make the 
single strokes. 

If the beginner will study the different strokes 
at the bottom of alphabet plate he will observe 
how simply these letters are made, not one fancy 
or unnecessary stroke used. 

This alphabet is purposely intended for those 
who do not care to learn the more difficult 
Orthodox types, such as Full Roman, Round 
Egyptian, Script, Old English, Tuscan Block, 
French Gothic, etc. If the cards herewith were 
lettered in Full Roman letters they would take 
at least twice the amount of time indicated on 
cards. 

The U. S. Army vocational schools have been 
very successful in teaching disabled soldiers sign 
painting and show card writing. One of the rea- 
sons why so many of the boys have taken up 
show card writing is on account of the great 
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dernand fogggmen who have the ability- to write 
legible show cards. It takes less time, and cost 
less money to learn this trade than any other 
which is equally as profitable. Many a hardware 
salesman received that increase in his salary by 
taking up show card writing and sticking at it 
until his efforts were crowned with success, as 
they surely will be for those who follow these 
simple instructions and are willing to devote a 
few hours during the week to practise. 

In practising it is not necessary to be con- 
tinually making all of the twenty-six letters of 
the alphabet over and over, if the beginner will 
only concentrate on six letters: A, E, I, O, U and 
S, wherein are contained all the necessary strokes 
used in the formation of the other twenty let- 
ters of the alphabet. The angle strokes used in 
making the letter A. are the reverse of those 
used in making the letters V, W and M. The 
strokes used in making letter E, are the same as 
those used in making letters F, L, B, P and R. 
The letter I, is the main stroke eomposing all the 
straight up and down letters. The letter H, is 
practically two I’s, with a cross-bar in the cen- 
ter. The letter N, is also the same with a slant- 
ing stroke in the center.’ The letter O, is the 
ground work for all the circular letters. 

The beginner should never attempt any kind of 
lettering without first ruling top and bottom 
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guide lines the width of letters desired. On a 
white card use a hard lead pencil, on a dark 
colored surface use common white crayon which 
may be afterward brushed off. 

The space between letters and words has as 
much to do with the appearance of the show card 
as the lay-out and lettering. Do not attempt to 
crowd too many letters in a given space, it is 
always best to make a rough preliminary layout 
with lead pencil or chalk, this will help to cor- 
rect any errors in spacing before the brush is 
applied. For space between letters allow the 
width of the brush stroke, or the thickness of the 
letter “I” (except the slanting letters V, W, X 
and Y. These four letters should almost touch at 
the top on account of their open space below 
which makes them appear much farther apart). 

The width of any letter (excepting “I’’) may 
be used between words as a guide for spacing. 
While lettering is a matter of training the hand, 
correct spacing is a matter of ‘training the eye. 

The necessary brushes and material needed by 
the beginner are few, but they should be of the 
best to insure satisfactory and speedy results. 
The lettering brushes used by expert show card 
writers and commercial artists are known as red 
sable “riggers,” which range ‘ in size from No. 4 
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With the aid of the Alphabet prepared for Harpware Acr by Mr. Jowitt. the student shou'’d make rapid 
progress in the mastery of Single Stroke Poster Block Lettering. 
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Indianapolis 


One of Our Most Remarkable Cities 


By Saunders Norvell 


HE Indianapolis Chamber of Commerce dared 

me to come out there and talk to 500 retail mer- 

chants on the subject of distribution. I took the 
dare and went. It was Buyer’s Week in Indianapolis. 
The weather was hot—99 degrees in the shade and by 
moonlight. The chairman of the meeting set a good 
example by peeling off his coat and vest. Every he- 
man present shed all superfluous clothing. I spoke in 
my shirt sleeves. 

My talk seemed to take pretty well with the retail 
dealers present. They were very generous with their 
applause. However, the newspapers, some of the 
town-boosting Mr. Babbitts, real estate salesmen and 
bond and stock sellers, did not like my talk. One of 
the newspapers the following day stated that I spoke 
on present conditions “satirically.” In the heat of the 
evening, I said some very tactless things. I now make 
my apologies. 

[I am afraid I am growing old. I am quite sure I 
am old-fashioned. Possibly I am not in touch with the 
modern spirit. I was trained in a school of business 
which taught that the road to wealth was industry and 
frugality. That road in these days to me seems to be 
out of commission. The swift-running, expensive 
automobiles bought on the installment plan do not run 
over that road. They are all taking a detour over 
other roads. 

A $2,000,000 Athletic Club 


A prominent manufacturer of Indianapolis took me 
to luncheon at their magnificent new Athletic Club. It 
is a marvelous club building. It is beautifully fur- 
nished. There is nothing better in the way of a club 
in New York, London or Paris—nothing quite as good 
in either London or Paris. There is a wonderful 
swimming pool, every known athletic equipment, lux- 
urious bedrooms, drawing rooms and dining rooms 
equal to those in any palace. 

Naturally I admired everything and then I whistled. 
My companion inquired—“Why the whistle?” “What 
did this cost?” I asked. “Two million dollars,” he 
answered. “Well,” I replied—‘“ 6 per cent on $2,000,- 
000 is $120,000. That is $10,000 per month overhead 
just to carry the investment. Can this city sup- 
port such a club?” My friend smiled and remarked— 
“Well, here is the club. It is running and there is a 
very large membership, not only here, but all over 
the state.” Then I was tactless. I said—“J would 
not care to have the job of running this club at a 
profit. 

I noticed a curious thing—at least, it seemed so to 
me—and I mentioned it in my tactless speech. The 
owners and proprietors of the business houses whom 
I met seemed to be wearing rather old and seedy 
clothes, while the sales manager, salesmen and heads 
of departments were dressed in new clothes of the 
latest style. “Why, you see’”—answered my friend— 


“no matter what happens; no matter how prices are 
cut on account of competition; no matter how high 
the overhead; no matter whether the business makes 
a profit or not, these gentlemen, except the proprietors, 
are all drawing their salaries with surprising regu- 
larity. If dividends are passed; if the capital invested 
in the business does not pay a return, they should 


worry !” 
National Advertising 


I also tactlessly referred to national advertising. I 
told of a number of cases of leading manufacturers 
who used the retailer and the jobber to build up their 
business and who, having thus accumulated a surplus, 
went into national advertising. Then, after they had 
established a consumer demand, they completely 
ignored the profit of the retailer and the jobber. I 
stated case after case of nationally advertised prod- 
ucts where neither the jobber nor the retailer made 
enough profit to cover the cost of selling the goods— 
not to mention other expenses. 

This talk was not popular with the daily papers. 
The newspapers of the country do not realize that 
for national advertising to be permanent; to be a 
regular producer for everybody, including the papers, 
national advertisers must make it their business to 
see that both the jobber and the retailer receive a fair 
and reasonable compensation in the way of profit for 
their service in distributing the goods. Jf the news- 
papers themselves were wise, they would take up this 
subject with the national advertisers. 


The Shift in Family Incomes 


Another topic I talked about was family incomes— 
the shifting of incomes by reason of the fact that all 
the girls in well-to-do families are going to work. The 
old aristocratic families clinging to the ancient idea 
that nobody should work but father are going to seed. 
The ancestral home is not painted. Weeds are grow- 
ing on the ancestral lawn. The head of the old aristo- 
cratic family, with the increased cost of living, is 
having a harder and harder time making both ends 
meet. It was all right to have large, non-producing 
families in the days when servants and food were 
cheap, but non-producers in these days of the high 
cost of living must derive a large income from some 
source to keep going. So I talked about our new 
money aristocracy composed of the family where 
everybody worked. To me, this shifting of incomes is 
an interesting thing to study. I incidentally referred 
to the manner in which the large earning family were 
spending their money. I cited reports of the sales of 
certain items, these figures having been obtained from 
the Treasury Department in Washington—for in- 
stance—$100,000,000 per annum for chewing gum. 
When I talked about the increased sale of cigarettes, 
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mainly on account of the demand from women, I knew 
I was getting into deep water! 


Enjoy Today; Pay in the Future? 

I also chatted about the commercial morality of 
naanufacturers and retailers pushing sales on the in- 
stallment plan. How can the moron mind full of life 
and youth, full of the joy of living, resist having 
things to enjoy now when the dealer is so willing to 
take a note? “Eat, drink and be merry, for tomorrow 
we die.” Which is the wiser, the merchant who holds 
the note or his customer who has enjoyed the dinner? 
It all depends upon our standards. In the old days, to 
owe money that you could not pay was a disgrace. It 
was a sin. However, today the morality of the buyer 
seems to be: “The Lord will provide!” 

Taking it by and large, my talk was a failure. 
People today do not wish to hear this old industry and 
frugality stuff! 

The N. R. H. A. 


‘However, what I really wish to write about is my 
visit in Indianapolis to the headquarters of the Na- 
tional Retail Hardware Association. This was a 
delightful experience. The National Retail Hardware 
Association was started in 1901, the same year that 
we established the Norvell-Shapleigh Hardware Com- 
pany. I have watched this association grow up step 
by step. It has been an interesting and most remark- 
able development. Today they have over 22,000 mem- 
bers and I have not the slightest doubt that they are 
the strongest and best trade organization in this 
country. They have attractive, bright, cheerful offices 
on a top floor of one of the new buildings in Indian- 
apolis. ; 

I was greeted by the Secretary-Treasurer of the 
organization, Herbert P. Sheets; my old friends, 
Samuel R. Milles and the Editor of THE HARDWARE 
RETAILER, Rivers Peterson. -Next, I was_ intro- 
duced to their various heads of departments. Each 
department seemed to be conducted in the most sys- 
tematic and modern manner. 





How to Arrange Your Store 


Mr. Miles is in charge of the Department of Store 
Arrangement. They have samples of modern shelving. 
They have full information in catalogs and price- 
lists from all of the well known store equipment manu- 
facturers in the country. Any merchant going into 
the hardware business or desiring to rearrange his 
store, can receive invaluable suggestions from this 
department. Be it understood, however, that this 
department does not sell anything. They simply act 
in an advisory capacity. They give the hardware 
merchant the benefit of the information they have 
gathered on store arrangement. 


How to Keep Your Books 


There is another department devoted to statistics 
and accounting. Here a hardware dealer can be in- 
structed on the simple and best system of accounting 
for his business—a system which, if carried out faith- 
fully and accurately, will tell him exactly where he 
stands. With this system it will not be necessary for 


him to “guess” whether he is making money or not. 
This accounting system is shown in all of its details— 
books, forms, cards, etc. Nothing, though, is for sale. 
They are not trying to sell any special kind of books. 
The service is entirely free to any member of the 
National Retail Hardware Association. This is cer- 
tainly practical work in the right direction. 


Gastronomy and Gossip 


Mr. Sheets and the staff of THE HARDWARE RE- 
TAILER gave me a very pleasant dinner in a private 
dining room at the Columbia Club. After we had 
done full justice to a number of courses, we sat around 
the table, sipped our coffee, smoked our cigars and 
chatted until almost midnight. 

We discussed many problems that confront the 
manufacturer, the wholesaler and the retailer of hard- 
ware. I was not surprised to find these gentlemen 
thoroughly posted on all of the problems of distribu- 
tion in the hardware business. They not only know 
what they are talking and writing about, but they 
have the exact figures. Time after time, they referred 
to these statistics. With the painstaking work they 
are doing in gathering data, these gentlemen are 
taking the guess out of the retail hardware business. 
If there are any manufacturers and jobbers who think 
that the leaders of the retail hardware trade of this 
country are not fully posted on every move that is 
being made in distributing goods, they are certainly 
fooling themselves. I could write a more interesting 
article if I could touch upon the matters discussed at 
this meeting, but of course that can not be done for 
we dined, as the saying goes, under the rose. 


One Hour a Month—Then Pass Around! 


I can, however, express my own surprise that some 
of the manufacturers and jobbers of hardware in this 
country are not paying much closer attention to the 
work that is being done by the National Retail Hard- 
war Association. Naturally the matter in their publica- 
tion is confined almost entirely to the interests and prob- 
lems of the retail dealer. Purposely the editors of 
this paper have narrowed their activities to the retail 
field. 

Upon my return from Indianapolis, I happened to 
speak rather enthusiastically to a certain manufac- 
turer in New York about what I saw at the head- 
quarters of the National Retail Hardware Association 
in Indianapolis. ‘“Well’—said this manufacturer— 
“what’s on foot? What plans have you to work out 
something with the retail hardware dealers?” I had 
to smile. Somebody is always looking for ulterior 
motives. My answer to this gentleman was—‘“Noth- 
ing doing. My visit to the National Retail Hardware 
Association was only a petting party—matrimony not 
contemplated!” 


Facts and Figures That Talk Out Loud 


How many manufacturers and jobbers have care- 
fully studied the pamphlet gotten out by the National 
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Salesmen or Clerks? 


By A. G. Heinmiller, Merchandise Manager, Phillip Gross 
Hardware & Supply Co., Milwaukee 


HENEVER I write anything of this kind 

I am reminded of an article which appeared 

some years ago in a magazine entitled 
“Why My Employees Are Loyal” by the presi- 
dent of a Taxicab Co. Almost the same day that 
this article appeared, all of his taxi drivers went 
out on a strike. 

Four or five months later an article appeared 
in the same publication entitled “Efficiency in the 
Spruce Division,” and with the appearance of 
that article Congress appointed a committee to 
investigate the graft in the Spruce Division. And 
so after an article of this kind I just hold my 
breath for a few weeks wondering what is going 
to happen. 

However I want to tell you briefly some of the 
things, that I have done and possibly you can do 
the same thing with good results. I will try to 
make my suggestions fit stores of all sizes. 


Persenal Conferences 


My first 16 years in the hardware business were 
spent in the Builders’ Hardware Department. As 
the department grew I needed assistants to handle 
some of the work and knew that there was only 
one way to get them and that was to train them. 
I told the young man that got out my orders that 
I would spend one-half hour with him every 
morning in the sample room to answer questions 
on some item or two that he ran across the day 
before. He usually had something to ask about 
a door check, or certain type of lock, etc., and if 
he didn’t have an item in mind I always had one 
ready for him.- Needless to say, the instructor 
must know something about the goods. I’m not 
saying, but simply wondering whether at times 
the employer knows the things he wants his clerks 
to know. Later on I spent evenings with him 
showing him how to read plans, schedule hard- 
ware, figure estimates, etc. 


Group Meetings 


As the department grew the best plan seemed 
to be to have these meetings evenings, at which 
time all those in that department would go out to 
dinner together (occasionally at the firm’s ex- 
pense), and then come to the store and take up 
certain items in a way similar to the little per- 
sonal conferences previously mentioned. 


Sales Meetings 


Later on when I became sales manager we 
merely enlarged the plan again and invited every- 
one to meet with us every other week from 7 to 
9 p. m. This we called a semi-monthly Sales 
Meeting. The first half hour we usually dis- 





*From an address delivered at the “Hardware School” of the 


Wisconsin Retail Hardware Association. 





cussed some of the things that came up in the 
store and needed straightening out. This was fol- 
lowed by an inspirational talk by some good local 
speaker for 30 minutes, or we would invite a 
factory representative or a jobbers’ specialty man 
to give us a talk on their line, or some item in 
their line. It is true that some of the items dis- 
cussed did not interest all the salespeople, but we 
wanted them to see how well these salesmen knew 
their stuff and then they would realize why these 
men were salesmen and not merely clerks. 


Practical Demonstrations 


The next hour was spent in a real selling test. 
Each salesperson’s name was placed on a ticket 
and placed in a box. Then two names were drawn 
out. The first person was to be the customer and 
the second the salesman. We then went to the 
department where this salesman worked during 
the day, and everyone gathered around while the 
customer came in to make a purchase. The whole 
sale was gone through, even to writing up the 
cash or charge slip and wrapping the goods. 

Then, each one was given an opportunity to 
offer criticism of the sale. Of course it takes 
broadminded folks to put on a stunt of this kind, 
but anyone who is not broadminded enough for 
that will always be a clerk and never a salesman. 
Frequently as many as four or five such demon- 
strations were put on in one evening. The per- 
son’s name drawn for the customer was always 
put back into the box to give him the oppor- 
tunity of being drawn later as salesman. I con- 
sider this one of the best training schools and we 
have now adopted that plan at our meetings in 
Milwaukee. I do not approve of the plan that 
some use, to take a single item and place it on 
the table before the assemblage and ask some one 
to sell that item. The conditions surrounding 
such a demonstration are not normal and the 
demonstration is worthless. 


Department Managers’ Meetings 


The next is our weekly department managers’ 
meetings which we hold on Tuesday each week 
at 8:40 a. m. This is a short session lasting 
about one-half to three-quarters of an hour. All 
announcements for the week are made. The sales 
manager outlines future plans and receives the 
opinions of those present. New rules and regula- 
tions are discussed and explained in detail so that 
if any of the employees are not clear when new 
rules are put into effect the department manager 
can give them the details. This meeting is similar 
to that of the board of directors in larger insti- 
tutions but is not attended by our directors. In 
Seattle we invited the heads of all departments, 
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shipping rooms, receiving clerk, etc., but at pres- 
ent we have only the heads of the sales depart- 


ments. 
Questionnaire 


We frequently issued a questionnaire, each one 
containing about 15 to 20 questions about various 
items in the line, what departments certain items 
were carried in, etc. Each salesperson was re- 
quired to answer these questions, sign their name 
and turn them in. We did not care how they got 
the answers, the main thing was that they got 
them. You see, the idea was not, primarily, to 
find out how much or how little the clerks knew, 
but rather to make them learn some of the things 
they probably did not know. 

These questions ran something like this: 


1. How many pounds in a stone of wire? 


2. Does the weight of a hammer include the 
handle? 


3. What is meant by nine point saw? 


4: Do we carry sheet lead and if so in what 
department? 


5. Is iron pipe measured outside or inside? 
etc., etc. 


Bulletin Board 


Near the time clock we placed a Bulletin Board 
on which we posted rules and regulations, items 
of interest and very frequently a comic or two. 
The average person will not pass up a comic; 
they will invariably stop to read the other items. 
Of course, all these clippings must be short. No 
one will stop to read a long article on a bulletin 
board. Give the board a‘name. We called ours 
the Daily Bulletin. 


House Organ 


From this we later developed a little weekly 
house organ. This was just a single type-written 
and mimeographed sheet containing the news of 
the store and clippings of interest from maga- 
zines, a few jokes, some of them stale and some 
older than that, and other items of interest about 
the store or some of the employees. In Milwau- 
kee we call ours the Pee Gee News. Pee Gee 
being our trademark, standing for Philip Gross. 
We use a legal size sheet with a printed heading 
and the balance is mimeographed in two columns, 
as this is easier to read than if it extended clear 
across the sheet. 


Sales Books 


We purchase good books “on selling” and loan 
them to our employees. Make them sign their 
name and the date when they get it, and you will 
be more likely to get it back and you’ll get it 
back sooner. We also keep the bulletins from our 
Association in a cover and pass these out to be 
read by everyone. 


Trade Journals 


We pay one-half or more of the subscription 
price of any trade journal that our employees 
want and send it to their homes. Many of the 


publishers make special rates for a group and 
we pay one-half of this special rate and in some 
cases more than one-half. But we do not believe 
in giving them free, because it makes it too cheap 
and they won’t read them. We believe that trade 
journals are one of the best means for training 
salespeople and making them enthusiastic about 
their jobs. 

Some years ago the manager of our automo- 
bile department was on the sick list and the week 
he was recuperating we took him a lot of trade 
journals to read. When he came back he had so 
much pep and enthusiasm that we naturally in- 
quired the cause or “How do you get that way,” 
as the boys would say. “Well,” he said “to tell 
you the truth, I have read more trade journals 
in the past week than I read in the five years that 
I have been here.” That was a terrible confes- 
sion to have to make, but I’ll bet that there are 
many others in the same boat and the best thing 
that could happen to them is that they might be 


sick for a week. 
Cash Prizes 


We are so sold on the value of reading these 
magazines that we are about to start a contest 
and offer cash prizes each week for the person 
submitting the best article of say 200 words on 
some question about the HARDWARE AGE for that 
week or, about any of the other papers that come 
once amonth. These questions will vary, possibly 
something like this: 

1. What story in this week’s issue interests 
you the most and why? 

2. What advertisement is the most outstand- 
ing and why? 

3. Does it contain any new ideas? What are 
they? and what do you think of them? ete. 


Ad Copy Contest 


Some time ago we conducted similar contests 
in connection with our advertisements offering a 
dollar for each Ad to the person turning in a 
copy of the Ad, with a correct list of the depart- 
ments in which the goods are carried, a list of 
all errors, whether typographical, misstatements 
or wrong prices, and then a short suggestion on 
how the appearance of the Ad could be improved. 
It is not necessary for me to tell you that our 
whole purpose was to get our salespeople to read 
our Ad thoroughly. I think that’ nothing is quite 
so bad as when a customer inquires about some- 
thing that was advertised and the clerk stands 
there like a “boob” not knowing what the cus- 
tomer is talking about. 


Mistakes 


We make it a point to tell our salespeople of 
any mistakes that they make. Speaking to a 
group never gets across because the guilty one 
never knows that you are talking about him. Then 
I have found that new employees very frequently 
make mistakes when they are sure that they are 
doing the thing right. I know it takes less time 
to correct those mistakes yourself, but if you 
do, you will probably continue to do it as long 
as that person is with you. 

(Continued on page 107) 
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Coolidge Outlines Legislative Program 
For Coming Congress 


Will Concentrate Recommendations on Few but Important Topics 
—Will Insist on Prompt Passage of Tax Reduction Bill 


By W. L. Crounse 


WASHINGTON, Sept. 21, 1925 


December President Coolidge has spent his vacation to such 


\ LTHOUGH Congress will not convene until the first Monday in 


good purpose that the Administration’s program so far as 


major legislative items are concerned is practically completed. 


It 


promises to keep Congress busy until the torrid weather of a Wash- 
ington June drives it from the Capitol. 

The President has not worked out his program single handed. 
All summer Congressional leaders have journeyed to Swampscott 
and from them Mr. Coolidge has received much information and 
more or less advice that he is taking into account in planning his 


message to the House and Senate next December. 


The President’s 


vacation has been “no loafing spell,” as they phrase it in Swampscott. 


Big Items in President’s List 


The big items in the recommenda- 
tions of the White House to Congress 
may be briefly summarized as follows: 

Prompt passage of a bill reducing 
taxes by $350,000,000 cr more with a 
cut in the maximum surtax to 20 per 
cent and a reduction in the normal tax 
to 4 or 5 per cent. 

Reduction in the estate or inheritance 
taxes with notice that the President 
believes the Federal Government at an 
early date should abandon this field of 
revenue production entirely to the 
States. 

The enactment of a carefully consid- 
ered law making it distinctly advan- 
tageous to the railroads to consolidate 
into several large units coupled with a 
provision making consolidation compul- 
sory after seven years. 

The passage of additional legislation 
in the interest of the farmer further 
developing the Administration’s pro- 
gram for cooperative marketing but 
containing no price fixing provisions. 

The enactment of a carefully bal- 
anced permanent law revising postal 
rates and readjusting postal pay. 

Action by the Senate on the World 
Court protocol, modified by carefully 
devised reservations relieving’ the 
United States of any responsibility for 
the obligations of the League of Na- 
tions, supplemented by the passage 
through both houses of a statute pre- 
scribing the status and more or less 
mandatory effect of the advisory opin- 
ions to be rendered by the court. 


President Against Big Cut in Revenues 


President Coolidge, upon the advice 
Secretary Mellon, has decided that 


of 





| 


‘in considering possible tax reduction 
he will not take into account the ex- 
|tension from 25 to 62 years of the 
period within which the European na- 
tions shall repay their war debts to the 
United States. As stated in one of my 
recent letters, there is a movement in 
Congress to reduce sinking fund pay- 





ments contributed through taxation by 
our own people to the level of foreign 
contributions, which would mean that 
Congress would be justified this coming 
winter in reducing taxes $600,000,000 
instead of $350,000,000 as proposed by 
the President. 

Secretary Mellon does not deem it 
wise to modify his sinking fund plans 
at this time and if any arrangement is 
recommended by him to put the Ameri- 
can taxpayer on an equality with our 
European debtors in the matter of 
making payments for sinking fund re- 
quirements it will not be until after the 
American debt commission has reached 
a final understanding with all of the 
twenty nations which are indebted to 














Uncle Sam on account of war loans. 
Status of Negotiations 


Funding agreements already have 
been negotiated with six of the powers, 
two others are in immediate prospect, 
three additional are under way, while 
exchanges with the other governments 
owing money to the United States on 
account of the war indicate that they 
are about to fall in line with the ex- 
ample set by Great Britain, France, 
Italy and Belgium. 

Despite the recent favorable trend of 
negotiations looking to adjustment 
Government officials admit that the 








problem is far from a solution. Com- 
plications may retard an accord with 
France, as that Government is expected 
to demand terms as favorable as those 
extended to Belgium, including remis- 
sion of part of the principal and in- 
terest on the pre-armistice debt, and a 
moratorium on France’s obligation in 
its entirety. ‘ 

The situation as respects France may 
be involved with the tentative French 
arrangement with Great Britain. The 
suggestion has been made that the head 
of the French Commission may submit 
terms contingent upon the proposed 
debt agreement discussed by spokes- 
men for France and Great Britain in 
the recent London conference. 


President Against Three-Cornered 
Agreement 
































President Coolidge will not consent 
to any three-cornered agreements on 
the subjects of debts. He will insist 
that the negotiations with France shall 
be conducted without regard _ to 
France’s obligations to other powers. 

If the Government’s plans can be 

carried out debt agreements will be 
signed with France and Italy this fall, 
thus bringing into accord, with Great 
Britain and Belgium, all the big debtor 
nations of Europe. Consummation of 
funding agreements with Italy and 
France, officials here believe, would go 
a long way toward a solution of the 
debt problem. The four nations named 
owe the United States in excess of 
$11,000,000,000. 
Other debtor nations, it is argued, 
would not long defer effecting settle- 
ments with-this Government if France 
and Italy should sign agreements in 
conformity with the policy of Great 
Britain and Belgium. In fact, a ten- 
dency in that direction by minor pow- 
ers has been observable in recent 
months. 


Non-Administration Topics Coming Up 


But the Administration’s program 
respecting legislation will not include 
all the subjects that will receive con- 
sideration next winter. A number of 
important problems of great signifi- 
cance to the business men of the coun- 
try will be urged by powerful interests 
and must be reckoned with in connec- 
tion with the work of the coming ses- 





sion. 
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One of these leading topics is price- 
protection legislation. The House 
Committee on Interstate and Foreign 
Commerce has jurisdiction of this su- 
ject and will be called upon to grant 
hearings thereon as soon as possible 
after Congress convenes. 

The friends of this measure have 
done an enormous amount of work dur- 
ing the recess to put themselves in 
position to offer to the Congressional 
leaders a concrete proposition in the 
form of a well balanced bill upon which 
all interests which favor legislation of 
this type are in complete accord. Noth- 
ing of the kind has before been at- 
tempted. 

In the last Congress four separate 
bills were pending and the friends of 
the principle of price protection were 
divided into almost as many camps, 
each contingent working for its own 
measure and voicing more or less criti- 
cism of all the other measures. Under 
these circumstances Congressmen and 
Senators, even if favorably disposed 
toward this class of legislation, found 
themselves more or less perplexed and 
confused by the attitude of the pro- 
moters of the several bills, with the 
usual result that nothing was accom- 
plished. 


National Chamber to Help 


The Chamber of Commerce of the 
United States, in spite of a nine year 
old referendum directing its officers to 
do everything in their power to secure 
the passage of a price-protection law, 
found itself unable to decide upon the 
form the measure should take and 
made no attempt to urge the- subject 
upon the attention of Congress. 

During the Congressional recess, 
however, the National Chamber has 
cleared the track for positive and vig- 
orous action. Through the appoint- 
ment of a special committee, which has 
held numerous conferences with the di- 
rectors of the American Fair Trade 
League, a concise, carefully framed bill 
has been drawn which has already been 
indorsed by all the agencies heretofore 
engaged in urging this important 
movement. 

The next step in developing this pro- 
gram will be to secure the acceptance 
of the new measure by all the Con- 
gressmen who heretofore have pre- 
sented bills of their own dealing with 
the subject. While this is a most im- 
portant step it is not thought to pre- 
sent any very serious difficulties. 

All the price-protection bills pending 
in the last Congress have for their 
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basic principle the proposition that 
manufacturers or producers of trade- 
marked or otherwise identified mer- 
chandise shall be permitted to fix the 
resale prices at which their products 
may be sold. This is the only essen- 
tial feature of the four bills heretofore 
pending. 


All Oppose Government Supervision 


The provision of the Kelly-Stevens 
bill permitting the Federal Trade Com- 
mission to supervise the fixing of re- 
sale prices to some extent is_opposed by 
nearly all the friends of price protec- 
tion and has been vigorously antago- 
nized by Secretary Hoover. It is un- 
derstood that Mr Kelly is quite pre- 
pared to eliminate this feature and 
would have done so two years ago but 
for reasons which have no bearing on 
the broad principle underlying this leg- 
islation. 

The Merritt, Wyant and Williams 
bills are quite similar. The Williams 
bill will be without a sponsor owing to 
the recent death of its author. 

Under these circumstances’ there 
should be no difficulty in bringing 
about the substitution of the new bill 
for the four measures heretofore pend- 
ing. If this agreement is reached in 
advance of the convening of Congress 
there will be no excuse for the failure 
of the House committee having charge 
of the subject to take it up promptly 
for extended hearings and an early 
report. 


No “Honest Paint” Legislation Likely 


The threat of the so-called progres- 
sive bloc of the Senate to force through 
Congress a drastic so-called honest 
paint measure is not likely to cause 
anxiety during the coming session. The 
balance of power held by the bloc in 
the last Congress has been destroyed 
and in neither house will this contin- 
gent be strong enough to enforce its 
decrees. In the Senate two of the bloc 
leaders, including the author of the 
most radical paint bill thus far pre- 
sented, have passed away and no one 
is left who is regarded as a special 
champion of this movement. 

A pure paint law drafted on conserv- 
ative lines would stand an _ excellent 
chance of passage in the new Congress, 
but measures calling for formula dis- 
closure embodying severe restrictions 
upon the use of ingredients frequently 
employed by reptuable manufacturers, 
and drastic administrative provisions 
are not looked upon with favor by the 
leaders of either House or Senate. The 
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passing of the rule of radicalism in 
Congress is certainly « cause for con- 
gratulations to the entire business com- 
munity. 


Farmers Oppose Rate Increases 


Railroad legislation in the coming 
Congress and legislation in the interest 
of the farmers as well are likely to be 
influenced more or less by the outcome 
of the campaign which opened before 
the Interstate Commerce Commission 
on the 8th instant with a demand on 
the part of the railroads of the country 
to obtain a raise in freight rates. In- 
cidentally manufacturers and mer- 
chants in all lines have a deep interest 
in this movement, the average small 
merchant finding himself in alignment 
with the farmers. 

At recent conferences in Des Moines 
and at Kansas City twenty-four dif- 
ferent farmer societies effected a com- 
bination for the fight, which will be 
carried on jointly. Among the leaders 
will be Fred S. Jackson, formerly at- 
torney-general of Kansas. 

The railroads are relying on pro- 
visions of .the Esch-Cummins law, al- 
lowing them the right to a return of 5 
per cent on their investment and per- 
mitting a raise in freight rates to make 
this possible. On the other hand, 
farmers are supporters of the Hoch- 
Smith resolution sanctioning special 
favors in the matter of rates on farm 
commodities, while still a third faction 
supports the idea of dividing ur the 
excess profits of the larger and stronger 
roads among the smaller lines by ad- 
justing the rates on joint hauls. 


Readjustment, Not Raised Rates, 
Needed 


“A larger rate such xs the roads ask 
for will do no good,” says Mr. Jackson, 
spokesman for the farmer organiza- 
tion. “It will simply increase the re- 
turns of the larger lines. What should 
be done is to adjust the division of the 
charges,, allowing the small lines a 
larger percentage of the freight rates 
on the joint hauls.” 

The impression is gaining strength 
in Congress that what the railroads 
need is not a flat increase but a read- 
justment so that the less prosperous 
lines will be able to earn their statu- 
tory minimum under the present law. 
The big trunk lines, it is thought, do 
not need any help. 

The situation is somewhat like the 
postal pay problem. Readjustment 
rather than a flat increase is believed 
to be the proper remedy. 








The Retailer’s Place in the Scheme of Things 


'MHE Chamber of Commerce of the United States recently furnished some interesting statistics bearing 

upon the importance and dignity of retailing. They show that the largest per capita bill of the 
country—$97.58 annually for food—is paid to retailers; that $60,000,000 a day is spent in American 
retail stores; that the sum total of retail business reached $21,947,638,000 last year; and the man or 
men who are not and cannot be proud of being connected with such a business are certainly lacking in 


imagination. 
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Hardware Council Holds First 
Official Meeting 


Working Plan Adopted. Discusses Small Order Problem, Re- 
turned Gocds, Installment Selling and Distribution Costs 


C. W. Asbury elected chairman; Herbert P. Sheets, Secretary 


HE HARDWARE COUNCIL held its first official meeting at. 
: the Hotel Roosevelt, New 


Sept. 16-17. 


York, Wednesday and Thursday, 


A!) of the members were present with the excep- 


tion of Chas. H. Irciand, Greensboro, N. C. 


Those present were: 

C. W. Asbury, Enterprise Mfg. Co. 
of Pa., Philadelphia, Pa. 

J. E. Stone, Stanley Works, New 
Britain, Conn. 

Fayette R. Plumb, Fayette R. Plumb, 
Inc., Philadelphia, Pa. 


N. A. Gladding, E. C. Atkins & Co., 


Inc., Indianapolis, Ind. 

C. J. Prentiss, Van Camp Hardware 
& Lron Co., Indianapolis, Ind. 

F. I. Hall, Supplee-Biddle Hardware 
Co., Philadelphia, Pa. 

Mark Lyons, McGowin-Lyons Hard- 
ware & Supply Co., Mobile, Ala. 

R. J. Atkinson, Brooklyn, N. Y. 

H. R. Beatty, Clinton, II. 





C. W. Asbury 


R. O. Noojin, Attalla, Ala. 

T. James Fernley, secretary-treas- 
urer National Hardware Association 
of the United States. 


George A. Fernley, assistant secre- | 








| 

chairman and H. P. Sheets temporary 
secretary. The first business to come 
before the meeting was the adoption of 
a working plan for the Council, which 
reads as follows: 


HARDWARE COUNCIL 


| Purpose 


The purpose of the Hardware Coun- 
cil is to provide an effective and prac- 
tical means by which the_ three 
branches of the hardware trade may 
cooperate to study the problems of 
|the industry; to discover facts; to 
draw conclusions and publish reports 
‘and recommendations; to _ establish 
more scientific operating methods in 
the trade; to eliminate waste; to en- 
_deavor to correct and eliminate unethi- 











‘eal practices and policies; to educate | 


all branches of the trade in higher 
business standards and the more effi- 
cient conduct of their business; and to 
in other ways work for the progress 
of the hardware industry and the pub- 
lic interest. 


Membership ' 


The Hardware Council shall consist 
of twelve members; four manufactur- 


ers to be appointed by the American | 


Hardware Manufacturers Association; 


four wholesalers, two to be appointed | 
National Hardware Associa- | 
tion of the United States and two by | 


by the 


the Southern Hardware Jobbers’ As- 
sociation, and four retailers to be ap- 
pointed by the National Retail Hard- 
'ware Association. Each of these rep- 
|resentatives shall serve until his suc- 


cessor is named. The secretaries of | 


| the associations named shall be ex- 
|officio members of the Council. 


Officers 


tary-treasurer, National Hardware As- | 


sociation of the United States. 

John Donnan, secretary, Southern 
Hardware Jobbers Association. 

Fred D. Mitchell, secretary, American 
Hardware Manufacturers Association. 

Herbert P. Sheets, secretary, National 
Retail Hardware Association. 

C. W. Asbury was elected temporary 


| The officers of the Council shall be 
_a chairman, a vice-chairman and a sec- 
_retary-treasurer, each to be chosen for 
'a period of one year by a majority 
vote of those present at the electing 
'meeting. These three shall constitute 
/an executive committee to study and 


_plan Council activities and to perform 


such other services as may be dele- 


| gated by the Council. Special committees 


_may be appointed as the Council may 
'deem wise. | 


Voting 


Each of the three groups represented 
in the Council shall have four votes, 
but the representatives of a group 
shall not be required to vote as a unit. 
Decisions of the Council will be deter- 
_mined by a majority vote of the repre- 
sentatives in attendance. 


Expenses 


It is expected that each of the asso- 
ciations in interest shall bear the ex- 
penses of its representatives in the 
Council, and the general expenses 
which may be incurred in connection 
'with Council work shall be paid one- 
third by the American Hardware 
|'Manufacturers Association, one-third 
by the National Retail Hardware As- 








Herbert P. Sheets 


sociation and one-sixth each by the 
National Hardware Association of the 
United States and the Southern Hard- 
ware Jobbers’ Association. 


Meetings 


The Council ‘shall meet the third 
Thursday in January and the third 
Wednesday in September each year, 
and special meetings, at the call of 
the chairman, may be held as the work 





of the Council may require. 
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Following the adoption of the plan, 
the regular election of officers was 
held, resulting in the unanimous se- 
lection of C. W. Asbury, permanent 
chairman; C. J. Prentiss, vice-chair- 
man, and Herbert P. Sheets, permanent 
secretary of the Council. 


Small Order Problem Gets Attention 


The Council then began a considera- 
tion of the various questions confront- 
ing the trade, the first to be considered 
being the “Small Order Problem.” 


A discussion brought out the fact 
that this problem is to be found in the 
business of both wholesaler and re- 
tailer, and presents many angles. 


A committee was appointed, consist- 
ing of C. J. Prentiss, N. A. Gladding 
and H. P. Sheets, to gather facts re- 
flecting exact conditions concerning 
small orders as they affect the vario- 
ous factors in the hardware industry. 
This committee is to submit a report 
for the approval of the Council as soon 
as possible. 

The matter of returned goods was 
also taken up, and it was the consen- 
sus of opinion that there has been a 
very marked improvement in this evil. 
A further study of the problem was 
referred to the committee investigat- 
ing “The Small Order” problem. 
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Will Get Facts in Installment Selling 


The next question before the Council 
was that of installment selling, which 
came in for considerable discussion, 
resulting in the adoption of the fol- 
lowing resolution: 


“That Whereas, a study of the in- | 
stallment plan of selling reveals that | 


in many cases it increases the cost of 
distribution by requiring a financial 
system and a rate of interest that 
seems out of proportion to the service 
rendered, thus producing a_ decided 
economic waste; and that 

“Whereas, This plan of distribution 
seems to be largely on the increase and 
this increase tends so largely to mort- 
gage the future earning power of the 
factors adopting it that in time it will 
prove a most serious economic prob- 
lem; that it is hereby 

“Resolved, That this Hardware Coun- 
cil here assembled, consisting of hard- 
ware manufacturers, wholesalers and 
retailers, take such action to obtain 
data and facts regarding this situa- 
tion that will enable it to render a re- 
port to its members concerning the ad- 
visability of continuing or abandoning 
this style of merchandising.” 


Council Will Study Distribution Costs 


Much of the remaining time of the 
meetings was given over to the prob- 





E. B. Latham Staff Meets 
Dr. Kolster, Radio Inventor 


Considerable enthusiasm was. ex- 
pressed by the entire sales staff of E. 
B. Latham & Co., Kolster distributors 
in the metropolitan district, following 
a meeting with Dr. Frederick A. Kol- 
ster, at the Arkwright Club on the eve- 
ning of Aug. 21. 

L. E. Latham, secretary and sales 
manager of E. B. Latham & Co., pre- 
sided and introduced Dr. Kolster, who 
spoke briefly upon the developments 
in radio from its inception some 
twenty-three years ago to the present 
time and outlined, at the request of his 
audience, the principles of the new 


split-circuit which bears his name and | 


of which ke is the inventor. 
Following Dr. Kolster’s address, H. 
H. Southgate, assistant sales manager 


for Kolster Radio, outlined briefly the - 


policies of his company-and plans for 
the coming season. 


Cal 


Technical Glass Co., Issues 


New Catalog No. 5 


A catalog has just been issued 
by the Technical Glass Co., Inc., 2050 
East Forty-eighth Street, Los Angeles, 
Cal., which should prove a handy refer- 
ence and a valuable addition to every 
hardware dealer’s catalog library. 

The Technical Glass Co., Inc., new 
catalog No. 5, illustrating every item 
they manufacture in glass door knobs, 
glass drawer knobs and the Tegco 
glass drawer pulls are shown in ful! 
size. 











on 
They are made of heavy tinplate, with 
a diameter of 13 in. and a height of 

















Hardware dealers will find the cata- 
log convenient in selecting their pur- 
chases from the jobbers. 





Cream City Cake and Pastry 
Covers 


The Geuder, Paeschke & Frey Co., 
Milwaukee, Wis., is now manufactur- 
ing cake and pastry covers. 

They are marketed in sets of 
twelve, consisting of combinations of 
assorted colors, with three different 
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ecorations on top and side and with 


id 
gold rims. 


Each cover has a fancy glass knob 
the top to facilitate handling. 


4% in. 

The assortment of 12 covers comes 
packed in a corrugated container, with 
an approximate shipping weight of 19 
lb. 
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lem of “General Distribution Costs.” 
A committee was appointed to gather 
data showing the increase in distribu- 
tion costs over those prevailing prior 





to the war. The investigation is to 
cover costs of manufacturing, whole- 
|saling and retailing, and will also take 
up the matter of service as a factor in 
| costs. Service will be considered both 
from the standpoint of dealer demand 
and that of consumer demand. The 
idea behind this investigation is to es- 
tablish the actual increase in distribu- 
tion costs for careful study, to be fol- 
lowed by such recommendations as 
seem advisable. 

Other general problems came up for 
short discussions, among which was 
that of chain store competition. An 
effort is to be made by the Council to 
ascertain if the chain store has any 
advantages over the individual retail 
store, and, if so, what those advantages 
are. 

The Council adjourned at the close 
of the Thursday afternoon session, and 
will reconvene in regular session on 
the third Thursday of January next. 

In the opinion of those present, real 
progress was shown at the meetings, 
and the Hardware Council bids fair to 
| become a very important factor in the 
‘betterment of conditions throughout 


| the hardware trade. 





Arkansas Firm Requests Cat- 
alogs on Hardware, Sport 


Goods, etc. 


The Doner-Huckins Co., 513 Garrison 
Avenue, Fort Smith, Ark., requests 
catalogs and other data on hardware 
and sporting goods. Such material 
should be addressed to Otto Doner, sec- 
retary and treasurer, who for the past 
eight years has been connected with the 
A. Doner Hardware Co., Francis, Okla., 
and the Sasawka Hardware Co., Inc., 
Sasawka, Okla., with which firms the 
| Doner-Huckins Co. is ‘associated. The 
‘last named firm is successor to the 
Clark Hardware Co., of Fort Smith, 
| Ark. 





New Toy Catalog Issued by 
| Supplee-Biddle 


| The Supplee-Biddle Hardware Co., 
Philadelphia, Pa., has issued its toy 
|catalog for 1925. This well illustrated 
‘booklet also features other seasonal 
lines such as crockery, electrical goods, 
| jewel chests and glass tumblers. The 
toy catalog contains confidential deal- 
| ers’ prices. 

The company has also issued the 
_September-October 1925 issue of its 
| Live Wire Specials and Price Service. 
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; _ . |Hilo Varnish Co. Honors 
Save the Surface Campaign Discon ga Pease 


tinues Active Promotion of Par- | Schwalb 
; , Everitt J. Cole, Chief Chemist; Wil- 
tial Payment Paint Plan 








liam T. Handley, Superintendent of 
Color Department, and William L. 
Schwalb, Factory Superintendent and 
Purchasing Agent, were today elected 
to the Board of Directors of Hilo Var- 
nish Corporation in recognition of their 
loyal and faithful service. 

Everitt J. Cole came to Hilo in June, 
1912, directly upon graduation from 
the Brooklyn Polytechnic Institute. In 
addition to his work at Hilo, he has 
been active with the Plant Managers’ 
Association, at present being  vice- 


Will Hereafter Be Handled by Individual Paint Manufacturers 
T a meeting held at the Hotel Roosevelt, New York City, Sept. 
A the executive committee of the Save the Surface Cam- 
paign unanimously adopted a sub-committee report, which ) i 
states that “further promotion of the Partial Payment Paint Plan oor gage § of the ro a psaminy 
should be left to the individual members of the industry and that mittee a coe: Wk aa aon. 
the Save the Surface Campaign will discontinue its promotion as | can Society of Testing Materials. _ 
a special feature, making reference to it in the future only as one | William T. Handley has been with 


' ' ; ' Hilo since June, 1910, as superintendent 
of several methods available for increasing the industry’s volume.” | of the Color Department ae has con- 








The sub-committee was that in charge of securing co-operation 


of financial institutions. 


E. V. Peters was chairman. 


At the close 


of his detailed report Mr. Peters summarized the situation as 


follows: 


“Your Sub-Committee submits the fol- 
lowing summary: 


“(a) It has worked out a feasible, 
practical and uniform plan by which 
the public may purchase paint and 
painting with the same ease with which 
they can purchase other commodities. 

“(b) That such plan is without finan- 
cial responsibility to any marketing 
agency of the industry. 

“(c) That it has been presented to 
and made available for those in the 
industry that desire to use it. 

“(d) That the working out and pre- 
senting of this uniform plan has pre- 
vented confusion which otherwise 
might have resulted from the many 
probable and different plans of finance 
companies. 

“In view of the foregoing your sub- 
committee recommends that: 

“1. Having made a uniform instal- 
ment plan available to the industry, 
its future promotion should be left to 
individual members of the industry, the 
Save the Surface Campaign to discon- 
tinue its promotion as a special feature, 
making reference to it in the future 
only as one of several methods avail- 
able for increasing the industry’s vol- 
ume, 

“2. The Save the Surface Campaign 
will continue advising with the mem- 
bers of the industry individually and 
with finance companies, so that it may, 
so far as possible, guide the future 
developments of this method of financ- 
ing to the best ultimate interest of the 
whole industry. To this end it shall 
submit to the trade for information 
purposes only, all such revisions and 
improvements in instalment payment 
plans as may be approved by the Ex- 
ecutive Committee, but it will not use 














any such developments as a basis for 
general premotion. 

“3. That the Save the Surface Cam- 
paign shall continue to receive monthly 
reports from the finance companies, 
showing the number and volume of 
business transacted, said information 


to be available to anyone who may re- 


quest it. 


“4. That a copy of this report be 
submitted to all branches of the in- 
dustry as representing the position of 
the Save the Surface Campaign.” 


Dr. H. A. Gardner and G. B. Hackel 
presented a report on the opinions of 
leading scientists, both within the 
paint and varnish industry and outside, 
which showed that the article by the 
Forest Products Laboratory, recently 
printed in Printers Ink, was not justi- 


| fied. They were instructed to prepare | 
the information and release when ready | 
to the trade papers, as well as to print © 


same in booklet form. 

Persons present at the meeting were: 
Ernest T. Trigg, chairman; R. J. At- 
chison director National Retail Hard- 
ware Association; E. V. Peters, presi- 
dent National Paint, Oil and Varnish 
Association; D. A. Kohr, president 
Paint Manufacturers Association of 
United States; Herbert P. Sheets, sec- 
retary National Retail Hardware Asso- 
ciation; Carl H. Dabelstein, secretary 
International Association of Master 
House Painters and Decorators; Norris 
B. Gregg, chairman Educational Bu- 
reau; Henry L. Calman, Charles R. 
Cook, C. M. Lemperly, S. R. Matlack, 
C. J. Schumann, L. H. Schroeder, L. P. 
Moore, H. A. Gardner, G. B. Heckel, 
George V. Horgan, C. W. Ashworth, F. 
J. Ross, L. W. Batten, Jr., W. J. Pitt, 
G. T. K. Norton, Arthur M. East. 

















tributed a good share to the tremend- 
ous increase of that part of Hilo’s 
business. 

William L. Schwalb came to Hilo in 
October, 1911, and worked up from of- 
fice boy, through various departments, 
to his present activity in charge of fac-. 
tory personnel, production, shipping 
and raw material purchases. 


B. B. Neal Is Dead; | 
Well Known in East 


Bernard Barclay Neal, president of 
the Commonwealth Hardware Co., New 
York City, hardware jobbers, died 
Sept. 15, at the age of 59. He 
was well known in the eastern hard- 





B. B. Neal 


ware markets, and was the founder of 
the following hardware concerns: Neal 
& Brinker, Neal & Scott, and the B. B. 
Neal Hardware Co., all of New York. 
Mr. Neal is survived by a wife and a 
daughter. He was buried in Pompton 
Plains Cemetery, New Jersey. Mr. 
Neal was in the hardware business for 
35 years. 
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OF THE TRADE 





Winchester Announces the 
Winners of Baseball Win- 
dow Display Contest 


‘Hundreds of Winchester dealers sub- 
mitted photographs in the 1925 Win- 
chester baseball window display con- 
test and after due deliberation the 
judges have announced the winners. 

The Gartner Hardware Company of 
Wyandotte, Mich., with an attractive 
sales getting display, with each item 
oad priced, was awarded first prize, 


Second place was taken by the Indi- 
anola Hardware Company of Indian- 
ola, Ia. The prize was $25. This win- 
dow showed a miniature baseball game 
by the clubs of “the old woman who 
lived in a shoe.” 

Third place went to the Dresslar 
Hardware Company of Los Angeles, 
Calif. The background of the Dress- 
lar window was a real board fence with 
a gate cut in the center. A painted 
drop showing a baseball field could be 
seen through the gate. The players 
were cut from cardboard and set out 
from the drop making a realistic effect. 
This prize was $15. 

The other prize winners were: 4— 
Cantrall and Wolever, Fredonia, Kans.; 
McGowan, West’ Branch, 
Mich.; 6—Emigh Winchell Hardware 
Co., Sacramento, Cal.; 7—Steel Hard- 
ware Co., Wichita, Kans.; 8—H. R. 
Ritter, Grinnell, Ia.; 9—H. M. Sanders 
Co., Boston, Mass.; 10—Wikson Hard- 
ware Company, Boulder, Colo.; 11— 
Turner Hardware and Implement Co., 
a Calif.; 12—F. C. Birk, Canton, 

oO. 


o-— 


Holiday Sales Help Prepared 
by Davis-Smith Co. 


The Davis-Smith Co., 186 Lincoln 
Street, Boston, Mass., has a special 
service for hardware dealers who plan 
to progressively seek greater volume 
during the holiday marchandise season. 
“Worthwhile Gifts” is the title of an 
attractive illustrated Christmas Hard- 
ware Gift Book which has already been 
prepared by the company. This book 
features the many hardware items suit- 
able for gift purposes, and is designed 
to be used with the dealer’s imprint. 





Wiebusch & Hilger Represent 
Peerless Level and Tool Co. 


Announcement has just been made 
by the Peerless Level & Tool Co., of 
Sterling, Ill., of the appointment of 
Wiebusch & Hilger, Ltd., 110 Lafayette 
St., New York, as its exclusive sales 
representatives for the entire United 
States and Canada. The tool company 


emphasizes the fact that there is no 
change contemplated in its sales policy 
except that all former sales connections 
are cancelled. The change is effective 
immediately. 


a 

















Manhattan and Bronx Outing 
Featured by General Good 


Time at Keansburg 


N 


EARLY 200 hardware dealers and salesmen boarded the good 
ship ‘‘Mobjack” at Battery Pier, New York City, on Sept. 
15. They were headed for the annual outing and field day 


of the Hardware and Supply Dealers Association of Manhattan 


and Bronx. 


Following the meal a baseball game 
was staged between the dealers and 
salesmen. The latter was victorious 
with a score of 22 to 7. Alex Matthews 
was the umpire. “Honus” Haring 
pitched for the salesmen and was 
backed up by Gusweiler and Se Nay. 
George Kohlmeier was the dealers’ 
pitcher and Adolph Bruhns was catcher 
of this team. The game was full of 
pep and errors, but very much enjoyed 
by the rooters. 

The committee, which did _ itself 
proud, consisted of Chairman C. A. 





—_— 


S. Horace Disston Addresses 
Purchasing Agents’ 
Association 


S. Horace Disston, vice-president in 
charge of sales, of Henry Disston & 
Sons, Inc., Philadelphia, addressed the 
Purchasing Agents’ Association of 
Pittsburgh at its regular meeting and 
dinner Sept. 15, and exhibited a three- 
reel motion picture showing how Diss- 
ton saws, tools and files are made. 

The film showed the various opera- 
tions from the pouring of the special 
steels used in the manufacture of Diss- 
ton saws and files to the polishing and 
inspecting of the finished products, 
and concluded with a passing in review 
on the screen of the hundreds of dif- 
ferent tools made by Disston, ranging 
from the smallest jewelers’ files and 
delicate surgical saws to the huge 
bands and dises of steel used to slice 
the redwoods of the Pacific Coast. 


Sennert Now Sales Manager 
for Standard Mfg. Crayon Co. 


A. C. Sennert has been appointed 
sales manager of the Standard Crayon 
Mfg. Co., Danvers, Mass., manufac- 
turer of wax and chalk crayons. Mr. 
Sennert has been associated with the 
company for several years, having 
been resident manager of the Boston 
office, and in charge of the New Eng- 
land district. The company is repre- 
sented in every State in the United 





Breakfast was served shortly after the arrival at 
Belvidere Park, Keansburg, N. J. 


Bruhns, also president Metropolitan 
Hardware Association; Joseph Ringler, 
Ed. Fergueson, vice-president of the 
Manhattan and Bronx Association; 
Secretary C. H. Tilson and Treasurer 
Arthur Schimmel. At the breakfast 
and dinner President William Patter- 
son presided. The return trip was made 
in safety and with much fun, in spite 
of the stormy weather. There were 
various field events, such as a shoe 
race, fat man’s race and a hundred- 


yard dash. 


——— ee - 


States, Canada, South America, Centra! 
America and other foreign parts. 

The company has made extensive 
factory additions which are nearing 
completion. The new facilities will 
double the production capacity and 
will enable the company to give even 
better service. C. J. Comey is general 
manager of the factory and IF, Blanch- 
ard is the works superintendent. 


Sebring Mfg. Co. Formed: 
Will Acquire Three Plants 


Through refinancing, the Sebring 
Mfg. Co., Sebring, Ohio, has been in- 
corporated to acquire the business and 
property of the French China Co., the 
Saxon China Co. and the Strong Mfg. 
Co., which will, it is said, make the 
Sebring Mfg. Co. one of the largest 
producers of china in the United States. 
The principal product of the company is 
porcelain dinner ware, and a complete 
line of kitchen ware. The company is 
headed by O. H. Sebring. 


Kraus Manages Detroit Office 
for Bantam Ball Bearing Co. 


J. Harold Kraus, Jr., is now in charge 
of the Detroit office of the Bantam 
Ball Bearing Co., Bantam, Conn. This 
office is located at 3780 Chicago Boule- 
vard. The telephone number is Euclid 
1463. Mr. Kraus has had many years 
experience in the ball bearing field, 
and will handle the entire Michigan 
and Toledo territory. 
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Trapshooters Appealto Congress for | 
Elimination of Pending Excise Tax 
on Sporting Arms and Ammunition 


iD 


tion. 


ARLY in December Congress will consider a tax bill which 
now includes an excise tax on sporting arms and ammunl- 
Believing it will be better to strive for the elimination 


of this clause while the bill is still in the hands of the Ways and 
Means Committee the first annual convention of the Amateur 
Trapshooting Association held recently at Dayton, Ohio, unani- 
mously adopted a resolution to appeal to this Congress Committee 


for such elimination. 
The resolution follows: 


“We, the Amateur Trapshooting As- 
sociation, representing several thou- 
sand gun clubs with memberships of 
fully 20,000 and more, as well as many 
more thousands of men and women who 
hunt game in the field, respectfully pe- 
tition your committee to remove from 
the tax bill to be presented to the 69th 
session of Congress, the excise tax on 
sporting arms and ammunition. 

“In presenting this resolution we are 
voicing the sentiment of this great 
number of persons who are now reluc- 
tantly meeting the demands that this 
tax imposes. A still greater number 
of men and women, approximately six 
million, who are not organized, hunt- 
ers from rural districts, are restricted 
in this great outdoor sport because of 
their financial inability to pay the 
added cost of this tax. 

“We believe that every legitimate 
effort should be made to encourage the 
younger generation of our nation to 
become proficient in the use of sporting 
arms, and if there is one recreation 
that should receive the support of our 
government and be relieved of taxation, 
that recreation is shooting. 

“While we deplore the business of 
war and go on record in opposing its 
aggression, yet we point with pride 
that in every way in which our beloved 
country has engaged, our citizen sol- 
diers have successfully defended its 
invasion and its principles. History 
shows this could not have been done 
had not our boys from the fields, the 
shops, the towns and cities been marks- 
men. 

“We believe that every American 
man and woman should know how to 
shoot in order to meet any emergency 
in the defense of his country. 

“At this time the equipment of no 
other sport is taxed by law. We be- 
“lieve that this excise Jaw is unfair to 
the men and women who find enjoy- 
ment in this class of sport. 
discourages them in their desire for 
recreation and relaxation in the great | 
outdoors, but it is also unfair and in- | 
consistent of the government to ex- 
pect manufacturers of munitions to 
have their facilities availab'e for use 
of the government in an emergency, 





It not only | 
realize that an excise tax on sporting 


at the same time making it difficult to 
operate these facilities profitably and 


retain their organizations intact in the 
pursuit of legitimate business during 
times of peace. 

“We trust that your committee will 
accept our viewpoint and bring relief 
to your petitioners from further pay- 
ment of this tax.” 

This association also offers a list of 
members of the Ways and Means Com- 
mittee and the States they represent. 
This list and a suggestion for action 
follows: 

“1, William R. Green, chairman, 
Iowa; 2, Willis C. Hawley, Ore.; 3, Al- 
len T. Treadway, Mass.; 4, James A. 
Frear, Wis.; 5, John Q. Tilson, Conn.; 
6, Isaac Bacharach, N. J.; 7, Lindley 
H. Hadley, Wash.; 8, Charles B. Tim- 
berlake, Colo.; 9, Henry W. Watson, 
Penna.; 10, Ogden L. Mills, N. Y.; 11, 
James C. McLaughlin, Mich.; 12, Chas. 
C. Kearns, Ohio; 13, Carl R. Chindbolm, 
Ill.; 14, Frank Crowther, N., Y.; 15, 

; 16, John N. Garner, Tex.; 
17, James W. Collier, Miss.; 18, William 
A. Oldfield, Ark.; 19, Charles R. Crisp, 
Ga.; 20, John F. Carew, me Bes Se 
Whitmell P. Martin, La.; 22, Peter F. 
Tague, Mass.; 23, "Henry T. Rainey, 
Ill.; 24, Cordell Hull, Tenn.; 25, C. C 
Dickinson, Mo.; 26, John J. Casey, 
Penna. 

“Successors will be elected to suc- 
ceed Peter F. Tague of Massachusetts 
and John J. Casey of Pennsylvania at 
the next session of Congress. I be- 
lieve also that one Republican is to be 














Oe 


chosen by this committee. The first 
14 names are those of Republicans. 
The others are Democrats. This is the 
committee that has to do with the ar- 
rangement of the next revenue bill. 
These are the men who must be in- 
terested in making any changes in the 
old bill and revamping or remaking a 
new one.” 
Hardware dea'ters will, of course, 
arms and ammunition is likely to effect 
restrictions on the sale of these items 


and for that reason every hardware 


dealer should be interested in the 
movement to eliminate this clause from 
the bill. 





‘Hamp Williams Auto Build- 
ing Destroyed by Fire 


The building of the Hamp Williams 
Auto Co., Hot Springs, Ark., was de- 
stroyed by fire Sept. 5. Newspapers 
estimated the loss as being between 
$150,000 and $200,000, which figures in- 
clude not only the building but also the 
many Ford and Lincoln cars on display 
and in storage. Hamp Williams, presi- 
dent of this company, is better known 
to the hardware trade as president of 
the Hamp Williams Hardware Co., and 
as a former N.R.H.A. president. 

Twelve years ago Mr. Williams suf- 
fered a fire loss of his hardware busi- 
ness. Work is already under.way for 
the reconstruction of the Hamp Wil- 
liams Auto Co. building. 


Edwards & Chamberlin Par- 
ticipate in Kalamazoo 


Dollar Day Sale 


When the merchants of Kalamazoo, 
Mich., held a Dollar Day sale on Sept. 
3, the Edwards & Chamberlin Hard- 
ware Co. of that city was one of the 
most active participants in the event. 
J. Charles Ross, N. R.H. A. director, is 
president of this concern. The com- 
pany used large advertising space in 
local newspapers, and featured many 
items which sold for one dollar. The 
sale was very successful. 


E. A. Stevens Dead; 
Son Carries on Business 


E. A. Stevens, Newton Falls, Ohio, 
manufacturer of Stevens line and sur- 
face levels, died recently. The busi- 
ness is being carried on by his son, 
and is now operated as E. A. Stevens & 
Son. 


Langford in Charge of Sales 
for Glasgow-Allison Co. 


C. E. Langford has joined the Glas- 
gow-Allison Co., Charlotte, N. C., and 
will be in charge of the sales depart- 
ment. He formerly held a similar posi- 
tion with the American Hardware & 
Equipment Co. of the same city, and 
has had rather a wide experience in 
the hardware field in both Carolinas. 
He received his early training with 
the Barker-Jennings Hardware Co., 
Lynchburg, Va., and has been connected 
with the Watkins-Cottrell Co. and the 





Spartan Hardware Co., Spartanburg, 
S. C. 
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Grebe Synchrophase 


A. H. Grebe and Company announce 
several important additional features 
in the Synchrophase for 1926. The 
main items comprise wavelength range 
extension circuits which are said to give 
a complete tuning range of from 550 
meters to 150 meters, and a tone color- 
ing circuit or “colortone” for altering 











the character of the received speech or | 
music. The wavelength range has been | 
divided so that the dial scale is first | 
utilized on the range of 240 to 550 | 
meters and then, through the action of | 





an automatic switch, the same dial 
is made to function on the lower range 
down to 150 meters. The double range 
scheme provides for the usual even 
spacing of stations found on the Syn- 
chrophase by virtue of the “S. L. F.” 
straight line frequency condensers; the 





same ease of tuning and selectivity is 
found also on the lower range. Until 
recently, manufacturers have given 


little thought to making their receivers | 


tune properly below 275 meters, but 
>? 


now with the class of “B 


wavelengths 


entirely exhausted and with many class | 


“B” stations operating on class “A”. 


wavelengths, it is imperative’ that. 
a good receiving set shall function ef- 
ficiently on the lower wavelengths. 


Furthermore, with the inevitable exten- 


sion of the broadcasting range below | 


200 meters the Synchrophase is pre- 
pared for the future. 

The tone color circuit, or, “color- 
tone” was devised to suit the individual 





‘ 


preference of tone reproduction and 
bring out the best qualities of the loud 
speaker. There are many loud speak- 
ers which give excellent reproduction 





of speech but which fall short when it 
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Impertant New Features in | comes to reproducing orchestral music. 


Other speakers which produce music | 
in a pleasing manner are incapable | 


of reproducing clearly understandable 
speech. With the “color-tone” a com- 


plete range of tone characteristics is | 


made available. 
cut reproduction so necessary for under- 


From the crisp, clear-_ 


standable speech to the deep mellow 


quality most desirable when listening 
to orchestras and instrumental music, 
but, no matter what the _ individual 
preference may be, the “color-tone” is 
there to comply with that preference. 

Flexible unit control is arranged to 
permit all three dials to be operated 
together or any of them separately, at 
will. 

An indirect scheme which illumines 
the master dial from underneath the 
dial escutcheon makes the set easy 
to tune, even if it is located in a dark 
corner of the room, and at the same 
time gives visual indication that the set 
is in operation. A fuse lamp for the 
protection of the set and B batteries 
against the ill effects of defective 
vacuum tubes completes the list of im- 
provements incorporated in the 
Synchrophase. 

The Grebe plant is at Richmond Hill, 
N. Y., the executive sales offices are 
located at 109 West Fifty-seventh 
Street, New York City. 





1926 | 





Improved “Dreadnaughts” | 


Blow Torches 


The P. Wall Manufacturing Supply 


Co., 3126 Preble Avenue, N. S., Pitts- | 


burgh, Pa., is now marketing the im- 
proved 41 and 42 blow torch. 
a gasoline torch while No. 


4? is 


is 


No. 41 | 


| 


kerosene. They are built with a flared | 
base which is to absorb shocks and | 
| 
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make for greater stability. The burner 
is designed to give a broader flame and 
is equipped with a wind shield. It is 
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All other features are the same as 
in all Dreadnaughts made by this con- 
cern. It is claimed all may be used 
at any angle or in inverted positions. 
It is said to be built for long life, 
and economical operation and upkeep. 
The tank finish is bronze lacquer. 

The capacity for each is one quart 
and the weight per dozen in carton is 
62 lbs. 





Improvements in Estwing 
Util-Ax 


Estwing Manufacturing Co., Rock- 
ford, Ill., announce improvements in 
the Util-Ax. The head has been made 
broader, deeper and thinner- with a 
view to conforming to the “‘unbreak- 
able” hatchet. The maple handle has 
also been made longer and the whole 
handle more curved and graceful. The 
claw has also been improved as shown 





illustration. 
The claw and head handle are forged 
in one piece of special tool steel and 


in the 





tempered. The length is 14 in. and 
the weight 28 oz. 
Improved Western .410 


Gage Guns and Super-X 
Load 
Western Cartridge Co., East Alton, 
Ill., has recently made improvements 


in the .410 gage shot gun and load. 
This concern considers it likely that 


| the .410 will take its place among the 


sporting arms of the country. It is 
light, i and if used properly 


is said to be safe. 
The Super-X load contains * of an 
' ounce of shot, as compared with the 


a 


made from extra heavy seamless steel | 
tubing with % Ib. iron casting around | 


the burner coil which is said to retain 
heat for generating and operating pur- 
poses. A strong, easily replaced clean- 
ing needle is imbedded in the valve 
stem which, it is claimed, automatically 
cleans the burner orifice every time the 
valve is opened and closed. The needle 
is removable and can be changed with- 
out special tools and without renewing 
the valve stem and wheel. 





3/10 ounce formerly, and is supplied in 
numbers 4, 5, 6, 7%, 8, 9 and 10 chilled 
shot. It offers a heavier shot charge, 
higher velocity, 50 to 75 feet per sec- 
ond it is claimed, and makes from 5% 


ee 
matdoce. 
26, = oF 











oe 


to 10% better pattern and shorter shot 
string. 

The paper, battery cup and general 
construction of this shell are said to 
be identical in quality with those used 
in the larger gauges of Super-X loads. 
It is claimed the little gun will kill 
any small game at ranges up to 30 
yards. 
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Hardware Jobbers’ Reports 
Are Very Encouraging 
Rural Dealers Are Busy 


a 


ARDWARE jobbers in the important centers report 
current sales comparing favorably with business 
for the same period one year ago. 

port a slight increase in volume. 


Some firms re- 
Retailers, however, state 


that their sales for the current period show a loss when 
compared with volume handled the same time in 1924. 
This condition is not considered serious, but is believed 
to be temporary and due largely to unseasonal weather in 
many parts of the country. Employment has been good and 


agricultural conditions are very favorable. 


Retail stocks 


are light, and basic factors suggest a favorable and profit- 
able fall for hardware retailers, even though improvement 
may be slow manifesting itself in some sections. 

West of Pittsburgh rural dealers have been quite busy, 
and are expected to show improvement for the month. City 
dealers have not been so fortunate. 

Collections are fairly good in most cities, and the credit 
situation at large is considered satisfactory. 


Optimistic Reports Are Heard | 
from Chicago Market Factors | 


Business in hardware lines in the | 
Chicago district may be characterized | 
as “good.” There is a steady although | 
gradual increase in orders placed and | 
prices are firm to strong. The demand | 
for summer merchandise, naturally, is | 
falling off rapidly but fall and spring | 
goods are showing a very satisfactory | 
volume and a general feeling of opti- | 
mism pervades the trade. | 


Warm Weather Hinders Sales | 
of Fall Goods in Cincinnati | 


Warm weather during the first half | 
of September retarded the sale of fall | 
merchandise by Cincinnati jobbers. 
The retail trade has been rather slow 
in covering its requirements on season- 
al items. Orders are beginning to flow 
in, however, on such commodities as 
roller skates, scooters, oil heaters, ice 
skates, sléds and _ weatherstripping. 
The volume of business done by local 
jobbers has maintained a slight lead 
over the corresponding period a year 
ago, although the gain is so small that 
it is practically negligible. Its chief 
value lies in indicating that sales are 
holding up well despite the handicap 
imposed by the weather. 





Prices have undergone but few 
change. Roofing material has _ ad- 
vanced somewhat, but no decreases 


have been recorded in this market. 





Quotations recently established on fall 





seasonal items are showing strength. 
A normal call for staple goods is be- 
ing evidenced by the retail trade. 
Hardware retailers in this territory 
state that their sales are running about 
10 to 15 per cent behind the correspond- 
ing period in 1924. Collections are 
fairly good. 


Substantial August Gains 
Made by Mail Order Houses 


August sales of Montgomery Ward 
& Co. are reported at $11,801,892 
which shows an increase of 14.22 per 
cent over the volume of $10,332,693 for 
August, 1924. This is the third con- 
secutive month for which this company 
has shown an increase in sales over 
the corresponding month of the year 
before. The company’s total sales for 
the first eight months of 1925 are $105,- 
070,429, as compared with $94,711,733 
for the same period of 1924, which rep- 
resents an increase of 10.94 per cent 
for the initial eight months of this 
year. 

An increase of 25.8 per cent in sales 
for the month of August, as compared 
with the corresponding month of 1924 
has been announced by Sears, Roebuck 
& Co. Sales for August reported as 
$16,946,972 as compared with $13,476,- 
326 for August, 1924. Sales during the 
first eight months for this company are 
placed at $152,262,838, which shows an 
increase of 15.5 per cent over the $131,- 
810,544 for the corresponding period of 
a year ago. 





Galvanized Pails Higher in 
| Boston Market 


Galvanized pails, wash tubs and 
tarred felt paper are higher in the Bos- 
_ton jobbing hardware market, while 
corn poppers and sheet zinc are 
cheaper. Otherwise no price changes 
worthy of special mention are reported. 
The comparative stability of prices, in 
the opinion of a large number of retail 
dealers, is one of the biggest features 
in the hardware situation today. They 
also say-the buying public looks with 
much favor on the steadiness of values. 


| 
| 
| 





Good Factory Shipments Re- 
ported by N. Y. Hardware 
Jobbers 


Factory shipments to New York are 
fairly satisfactory at the present time, 
report jobbers in this city. There has 
been some complaint on the deliveries 
of bolts and scoops, but otherwise 
orders are coming through quickly to 
wholesale warehouses. Mechanics’ tools 
of all kinds are in active demand. 
Builders’ hardware is selling actively, 
and there is a fair movement of fall 
hardware. There are no important 
price changes announced in this mar- 
ket. Strictly winter goods are being 
ordered as futures, but not in very 
large quantities. Prices on _ spring 
hardware have been announced for 
many lines. Up to the present, how- 
ever, lawn mowers are the only spring 
item which has been ordered to any 
extent. Collections are only fair. 





Business Progress and Stabil- 
ity Seen by J. Harry Tregoe 


Business conditions continue to show 
progress and further stability, al- 
though there is need for due caution, 
reports J. Harry Tregoe, executive 
manager of the National Association 
of Credit Men in his August review of 
trade conditions. In part the report 
reads: 

“Conditions generally are encourag- 
ing just now. Wholesale prices have 
shown a little decline in August. Con- 
struction volume still holds at a rec- 
ord peak. Our basic industries are 
operating at a higher production rate 
than a year ago. Retail trade is mov- 
ing in very fair midsummer volume. 
The buying power of the country is a 
little larger than a year ago. Buying 
continues in a large measure from hand 
to mouth. Stocks of merchandise will 
not run above normal, yet everything 
points to a satisfactory business and 
this despite the negative indications 
now in sight, as the coal situation, the 
dispute of the bricklayers and the plas- 
terers, and a tendency to hectic real es- 
tate speculation in some sections. 

“Outlook: 91 per cent anticipated a 
smaller number of failures; and 94 per 
cent anticipated further improvement. 








in sales and collections.” 
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Consistent Demand in Boston Market— 


Radio Most Active of Fall Lines 


(Boston office of HARDWARE AGE) 


EATHER conditions the past week were against retail 


business much of the time. 


Its slowing up is reflected in 


the wholesale market, for shelf hardware jobbers report 


sales are no more than holding their own. 


Large retail dealers in 


general have covered their requirements for winter goods, but the 
rank and file of the trade has not and shows little inclination to do 


so this month, at least. 


immediate retail requirements and to a nibbling at fall goods. 
character of retail buying, in other words, has not changed. 
highly conservative except in a few classes of merchandise. 
Collections have slowed up. 


goods are extremely active. 


ALUMINUM WARE.—Some interest 
in aluminum ware is shown by the re- 
tail trade. The average stock carried 
by retail dealers is small, however. 


We quote from Boston jobbers’ 
stocks: 

Aluminum Ware.—Preserving Ket- 
tle, 8-qt., $1.29 each net; double lip 
sauce pan, 2'%-qt., 68c.; deep stew 
pan, 3-qt., 68c.; tea kettle, 6%-qt., 
$3.04; bread pan, 44c. 


AXES.—Possibly as a result of the coal 
strike and the probability of more wood 
being used for fdel this year than in 
1924, slightly more business is passing 
in axes. Quite a number of the retail 
trade, however, are covered. 


We from Boston jobbers’ 
stocks: 

Axes.— Without handles, 
$24.50 per doz. net, double 
flint edge with handle, 


quote 


single bit, 
bit, $19.50; 
single bit, 
sin- 


$18.75. Chip Slinger, unhandled, 

gle bit, $15.10. Flint Edge, with han- 

dle, boys’ No. 2, $12.50; house, 24 

b., $12.25. Jimdandy, with handle, 

No. 2, $17; house, 244-lb., $10.75. 
BOTTLES.—Jobbers report a_ slight 


advance in the price of some styles and 
sizes of the Universal line of bottles. 
The change is so slight jobbers have 
not yet revised their lists. 

BREAD MAKERS.—From now on the 
public demand for bread makers should 
increase and continue good throughout 
the winter months. For that reason 
jobbers are urging retailers to get in 
under cover. 


We quote from Boston jobbers’ 
stocks: 

Bread Makers.—Landers, Frary & 
Clark line, No. 2, $30 per doz. list; 
No. 4, $36: No. 8, $48: No. 44, $33. 
Discounts 25 — 10 per cent. 

Part for No 2 4 
SN Likths dn dt 6 Geo oid os $1.35 $1.65 $2.9 25 
BE) «600s endeouno eee 45 .60 .65 
De wceewosedbews 40 90 1.00 
RE <sdseeteesees 40 .00 .60 
De cssesnenes .40 0 60 
Ce éekmeneetases 40 .60 75 

Prices are for each list. Discount 


25 per cent. 
CARPET BEATERS.—A slight _in- 
crease in the call for carpet beaters 
is reported by Boston jobbers. Retail- 
ers are ordering in small amounts, 


however. 
We quote from Boston jobbers’ 
stocks: 
Carpet Beaters.—-No. 11, tin, $2 per 
doz. net; No. 12, $1.50. 


CARTS AND WAGONS.—One of the 
brightest spots in the shelf hardware 


























Current business therefore is confined to 


The 
It is 
Radio 


market is found in carts and wagons. 
There is a steady absorption of such 
merchandise, day in and day out, and 
weekly turnovers are gratifying. 

We jobbers’ 


stocks: 
Kiddie Kars.—Special, 


quote from’ Boston 


two in car- 


ton, No. 101, $2.25 each list: No. 102, 
$3; No. 108, $3.75; No. 104, $4.50; No. 
105, $5. 

Kiddie Koasters.—One to carton, 
No. 605, $10.50 each list; No. 606, 
$11.75. 

Kiddie Karts. ro ge oe — 201, $3 
each list; No. 202, $4; No. 203, $5; 
No. 204, $6: No. 205, $7. 

Pedal Kars.—Two in carton, No. 
124, "7 each list; No. 125, $5.25: 
No. 154, $5.75: No. Lo), $6.75. 

Kiddie Skooters.- ~Two in carton, 
No. SO1l, $4 each; No, 802, $5; No. 
SO2B, $6. 


CHURNS.—Country people have _ be- 
gun or are about to begin making but- 
ter in larger quantities. The market | 
for large and small churns therefore 


evinces more life. Business could be 
better, nevertheless. 
We quote from Boston jobbers’ 


stocks: 


Churns.—Glass, 2-qt., $14 per doz. 
net; 3-qt., $17.75; 4-qt., $23. Jars for 
churns, 2-qt., $5.15 per doz. net; 
3-qt., $7.25; 4-qt., $8.50. 

Metal Hand Churns.—One-gal., $2.30 
each; 2-gal., $2.75; 3-gal., $3.50; 
4-gal., $4.25; 6-gal., $5.25. 


CORN POPPERS.—With fall close at 
hand, retailers should look to their 
stocks of corn poppers. Jobbers’ stocks 
are well assorted, yet not large. Prices 
on poppers have been reduced slightly, 
which helps. 


We quote from Boston jobbers’ 
stocks: 

Corn Poppers. — Standard makes, 
1!,-qt., $2.75 per doz. net; 2-qt., $3 
and $3. 38; 4-qt., $7. 


DOORS.—Although not really active, 
the demand for combination screen and 
storm doors is on the mend. 


jobber reports larger sales the past | 


week than for any previous similar 
period this year. 


We quote from Boston jobbers’ 
stocks: 

Doors. — Combination screen and 
storm, 2 ft. 6 in. x 6 ft. 6 in., $7.09 
each net; 2 ft. 8S in. x 6 ft. 8 in., $7.64; 

2 + bos in. _X 6 ft. 10 in., $8.04; 3 ft. 
wie , $8.55 
ees PIPE CLEANERS.—A mod- 


erate--volume of drain pipe cleaner 
business is passing. Retail dealers | 
should impress upon customers the need 











One local | 
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of cleaning out drains before cold 
weather sets in. 

We quote from Boston jobbers’ 
stocks: 

Drain Pipe Cleaner. Meconomy 
Plumber cleaner, in 1 Ib. net cans, 
in lots of 3 doz., $2.75 per doz.; in 
lots of 6 doz., $2.70 per doz.; and in 


lots, $2.60 per doz. 

in 2 lb. net weight cans, in 
doz., $4.90 per doz.:; in lots 
$4.85 per doz.: and in lots 
$4.75 per doz. 

and porcelain cleaner, 


12 doz. 
Same, 
lots of 2 
of 6 doz., 
of 12 doz., 
Hercules tile 


in 1 lb. net weight cans, $2 per doz. 
in lots of 2 doz. 

Hercules boiler liquid, in 1 qt. can, 
$3 each; in % doz. lots, $2.50 each; 
in 1 doz. lots, $2.25 each. 

Same, in ™% gal. cans, $5 each: '4 
doz. lots, $4.75 each; and in gal. cans, 


$9 each. 

DRYERS.—City folks are beginning to 
call for clothes dryers, as is attested by 
an increase in retail buying. Prices on 
this class of merchandise have not 
changed for some time and jobbers do 
not expect they will the remainder of 
1925, at least. 


We quote from Boston jobbers’ 
stocks: 
Clothes Dryers. — Four-line, $5.50 


each net; five-line, $6. 
EGG CARRIERS.—Fresh hennery egg 
prices are advancing rapidly. They 
will continue to advance until Dec. 15, 
unless all signs fail. Farmers should 
drum up a good egg business among 
some of the summer folks they met this 
year. In that event egg carriers will 
| be needed. 
We 
stocks: 
Egg Carriers. 


quote from Boston jobbers’ 


New model = egz 


crates, metal capacity, 1's doz., SSC. 
each net; 2-doz., $1.05: 3-doz., $1.23: 
{-doz., $1.40; 6-doz., $1.75. Regal 
capacity 15 egges, l4c. each net; 30 
eggs, .26¢.; 50 eggs, 47 100) =eges, 
S4c. Cases with fillers, capacity 15 
doz., $1.95 each. Poultry shipping 
crates, $1.68 each. 
FRUIT PICKERS.—Just enough be- 


lated fruit pickers’ buying is going on 
to keep jobbing interest keenly alive. 
It looks as though jobbing stocks will 
clean up well. 


We quote from Boston jobbers’ 
stocks: 

Fruit Pickers.—Peerless, No. 299, 
without wire-wound socket, $5.50 per 


doz, net; Perfect, No. 327, $5. 50. 
GALVANIZED WARE. — There has 
been a slight upward adjustment in 
jobbing quotations on large galvanized 
pails and wash tubs. 


We quote from Boston jobbers’ 
stocks: 

Pails.—Galvanized, 12-qt., $5.10 per 
doz. net; 14-qt., 40 Ib. to the dozen, 
$5.67; I4-qt., 50 tbh. to the dozen, 
$7.31. 

Tubs.—Wash, No. 200, $15.44 per 
(loz. net: No. 300, $17.25. 

Ash Cans. No. O1SO, $2.25 each 
net; No. 190, $4; No. 171, $3.50: No. 
181, $3.88. 

Sifters.—No. 19, $3.68: Favorite. $6: 
Rapid, $8.40; Success, with cover, 
$7.25; Triumph Rotary, in crates of 
two, $2.33 each. 


HANGERS.—A good market for hang- 
ers exists, thanks to the continued 
activity in home construction. Jobbers 
are making prompt deliveries. 








We quote from Boston jobbers’ 
Stocks: 

Hangers.— Timber or joist, No. 300, 
for 2 x t-in. timber, ISc. each, net: 
No 1. for 2 x S-in, timber, 20c. 
each, net; No, 502, for 2 x 10-in. tim- 
ber, USe each, net; No. 403, for 2 x 
I2-in. timber, 56c¢. each, net: No. 213, 
for 3 NX S-in. timber, 23c. each, net 
No. 214, for 3 x 10-in. timber, 31 
each, net: No, 315, for 3 x 12-in. tim 
Der, ttt each, net; No. 319, for 4 x 
S-in. timber, 36c. each, net: No. 320, 
fe $x If-in. timber, dhe. each, net: 
No. 321 for 4 x IJ2-in, timber, 64c. 


each, me 
HOCKEY STICKS.—Some of those re- 
tail dealers who heretofore have not 
bought their holiday supply of hockey 
sticks are doing so now, but business is 
by no means active. 


We (plierte Pram bboston jobbers’ 
tanks 

Hockey Sticks. Bovs , white, $5.40 
OZ. tet; bovs special, $5.50; Ama- 

i? SN. 2! (Championship, $11.50; 
pecial, $1: 

Pucks.--Stundard makes, $2 a doz 
lief 

Polo Sticks. No. HI, %5e. a doz. 
et: mx G. $1.30: Ao. C, $38.78 


LAMPS.—An active demand for gaso- 
line lamps exists. Jobbers’ sales this 
year are running far ahead of those for 
1924. 


Vi trom looston jobbers 
hocks: 

Lamps.—Giasoline, opal shade, $6.25 
each net; tan tinted shade, $7; green 
tinted shade, $7: half frosted globe, 
‘6.50: Flemish brass fringe, $9: an- 
tique gold, $9.25; bracket lamp, $6.75; 
[o- Luxe, $14 


POULTRY SUPPLIES.——Interest in 


poultry supplies centers largely in in- 


cubators and brooders, although all 
kinds of hen house accessories are sell- 
ing. 
We om Loston jobbers 
stocks 
Incubators and Brooders.--Standard 
mnakes, from store, 30 per cent dis- 
count from factory, f.o.b. Spring 
field, Ohio, in car lots, 35 and o pet 
eent discount in less than car lots 
> per cent discount 
PYREX WARE.—Jobbing§ sales _ of 
pyrex ware are on the mend. Whole- 
sale houses are confident 1925 will be 
a satisfactory vear for this class of 


merchandise, not only for them, but for 
the retail dealer. 


Wi (plicete trom boston jobbers: 
Shee ks 

Casseroles. — \Vithout handles, 
round, S-o7z bs each net: l-at., $1: 
bi.,-qt., $l.i¢v; 2-qt., bl.ad Round 
shallow, ] -«jt ; s1; 1',-qt., $1.14 
liound istor cover, 1-qt $1 11. 
qqt., $Sl.1i J- at She val, 1-qt 
$1; Li.-qt $1.17; 2-qt., $1.33. Oval 
shallow, l-qt.. $1; 1'4-qt., $1.17; 2-qt 
$1.32 With handles, l-qt., $1.17; l'.- 

Baking Dishes. — Round, double 
ompartment, $1 each net; with cover, 
$1.78. 

Pudding Dish.—Round, '.-qt., 46 
each net; 1-qt., 57¢.; 144-qt., 67c.; 
2-qt., Si Square, 114-qt., 88c. Oval, 
shallow, 10-0z.,  50c IN 14-02 1 
Round, shallow 1-«qt ae 11, -qt., 
Tre (oblong. O76 


’ % wry? 
SHEET 
i 6 4hu 


| jobbing trade. 
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Bread Pans.—Oblong. small, lic. 


each net; medium, 60c.; large, $1. 


Cake Dishes.—Round, shallow, 50c. 
each net. 

Ramekins.——Wide rim, 4-o0z., 13c. 
each net; French pattern, 40-0z., 13c.; 
H-0Z7. lie, 


ROASTERS.—Some_ improvement in 
the volume of bookings for roasters is 
noted by jobbing houses. Much of the 
business booked now will not be shipped 
out until October and early November. 


We quote from Boston jobbers’ 
stocks: 

Roasters. Savory, small family 
size, single or in lots of three doz., 
$8.40 per doz. net: medium family 
size, small lots, $15 per doz.:; large 
lots, $14.40: No. 11, one coat of blue 
enamel, small lots, $21.25: large lots, 


$1, small lots, $27.50; large 


S20. 4a: AO. 
i 


lots, $2 No, 45, three coats of gray 
enamel, small lots, $54.35: large lots. 


$7353.00 


ROOFING MATERIAL.—Manufactur- 
ers of tarred felt paper have notified 
jobbers of an advance in prices. Job- 
‘bers have not made a change in their 
quotations as yet, but presumably will 
shortly. 

We 
stocks: 
Sheathing Paper. 
net: Neponset black 
in 250-ft. rolls, $1.39 per roll net; in 
500-ft. rolls, $2.78: tarred felt, Jap, 
73.50 a ton: double thread duck, 
magnolia, 12-0z., 29-in., 45c. per yd. 


ZINC.—Sheet 
elined 25c. per 100 lb. 


quote from Loston jobbers’ 


$65 a ton 
building paper, 


Jap. 


Sic. 


de- 


fol- 


zine has 
New prices 
low: 

boston jobbers’ 


We from 


stocks: 


Sheet Zinc. -In 500-Ib. cas $ 
OO Ibo: im 2AO-Llo. «@; $1 
in 100-lIb. casks, S19; in smaller 
£13 40 
SHOVELS.—The average retail dealer 
slow in covering his snow shovel 
needs. Jobbers say quite a little busi- 
ess was placed with them some months 
ago, and that some of the retail trade 
carried over stocks last season, but 
that many shovels will have to be 
moved before snow flies. 


(ulate 
12.50 
beer? ) 


ys 42: 
lots, 


IS 


Wis (iuote from heoston jobbers’ 
stocks: 

Snow Shovels. Wooden, boys’, 
Without tip, $2 ver doz. net: with tip, 
$4; No. 6715, with tip, $4.80; single 


steel tip, $7.30; double steel tips $8.60; 


3 4 


malleable steel tip, $9.70; Crescent, 
$10.20: Pathfinder, $10.20. 

Steel Shovels.—JHlubbard, long han- 
dle, $5 per doz. net; steel D-handle, 
$6; split wood T)-handle, $6: Ames. 
long handle, $9.15: malleable’ steel 
Do-handle, $10.15 New Eclipse, gal- 
vanized, No. 29, $11.65; Menzies, 


spring steel, S20,50 
SLEDS.—Orders for sleds are coming 


in slowly, say jobbers. Conditions .gov- 


erning the market are the same as 
those noted under snow shovels. 
SNOW SHOES.—Orders' for = snow 


‘shoes likewise are disappointing to the 


It is felt that the carry- 
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over in retail stocks last year was of 


| 


| 


minor importance and that snow shoe- 
ing will be more popular than ever this 


winter. That is why jobbers are anxious 
for retailers to get in under cover. 


/SWEEPERS.—A healthy 


We quote from’ Boston jobbers’ 
stocks: 

Snow Shoes.—Men’'s, No. 50, 12 x 
46 in., $7.45 a pair net; 13 x 48 in., 
$7.45. Ladies’, 11 x 42 in., without 


slippers, $6.62. 

Slippers.—No. 1 men’s, $1.18 a pair 
net; No. 1 ladies’, $1.18. 
market for 
carpet sweepers exists. Retail stocks 


small, consequently reorders are 


| are 
necessary all the time. 

We quote from Boston jobbers’ 
stocks: 

Sweepers.—(Carpet, Grand Rapids, 
ball-bearing, japanned, $44 per doz. 
net; nickeled, 48; Standard, ja- 
panned, $36; Universal, japanned, $42; 
nickeled, $46; American Queen, $54; 
Parlor Queen, $56. ; 

Toy Sweepers.—Little Daisy. $24 
per gross; Little Queen, $41; Little 


teeta 


j 


Jewell, $119. 
‘“HERMOMETERS.—Anticipated wants 
of thermometers is on a fairly liberal 
scale. Retailers are conservative in 
purchases, but are securing good’ ‘as- 
sortments. , wa 

We 
stocks: 

Thermometers. -— Cheap tin case, 
spirit, 7-in., $1.20 per doz. net; 18-in., 
$1.38: mercury, 10-in., $2. Standard 
heavy tin case, S8-in., $13.50; 10-in., 
$15.25. Copper case, No. 5154E, 8-in., 
$6: 10-in., $8. Woodback, 6-in., $$; 

S-in., $10; 10-in., $11. Candy, No. 

5908, $16. Bath, No. 5592S, $14.50. 


TOASTERS.—Quite a run on the Rog- 


quote from soston jobbers’ 


ers Quality Toaster is reported by the 





jobbing trade here. It jobs out at $1.80 
each net. Higher priced goods are get- 
ting a good share of the passing trade, 
however. 
WEATHER STRIP.—Of the many 
kinds of merchandise jobbers are offer- 
ing now for winter resale, weather 
strip is by far the most active. Retail- 
ers evidently were virtually cleaned out 
of such material last season. At least 
the size of business placed so far would 
suggest so. 
We 
stocks: 
Weather Strip.—In bundles, Bosley, 
felt, 65 per cent discount; Excelsior, 
felt edge, 65 per cent discount; Flexi- 
ble felt, 20 per cent discount. 


WOODWORK .—Because_ of 


quote from Boston jobbers’ 


the in- 


crease in the cost of production as a 
resuit of a decreasing demand, manu- 


facturers of woodwork have advanced 
prices about 10 per cent, and jobbing 


quotations have been revised accord- 
ingly. 
We quote from Boston jobbers’ 


| 


stocks: 


W oodwork.—Rims, 35 per cent dis- 


count; shafts, bars and whiffletrees. 
25 per cent discount; bows and run- 
ners, 40 per cent discount. 








Get Out of the Cow Paths! 


ISITORS to New York freauently remark how illogically the streets in the lower part of the 


city are laid out—they begin and end nowhere in particular. 
The cows coming home from pasture left irregular trails and the early New Yorkers 


paths. 


followed in the footsteps of the cows—because it was easier to walk there than elsewhere. 
Many a business man brought up in the old-fashioned ways of his father may attribute 


of business. 


Originally these streets were cow 


This is true 


his failure to the fact that he refused to get out of the cow-paths of tradition.—Llew S. Soule. 
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Here’s how you’ll sell more Viko 


You know that people buy Viko Aluminum — lots 
of it—for gifts at Christmas and other times all 
through the year. 


And you can be mighty sure that they will buy 
more Viko—lots more—when they see it displayed 
in beautiful gift boxes. 


So—we know you'll want this Viko Gift Deal; for each 
article in it is individually packed in a carton richly 
lithographed in nine colors, so handsome and attrac- 
tive that it could be used for the finest sterling silver. 


This deal consists of just one each of eighteen differ- 
ent items, the best-selling gift articles in the entire 
Viko line. 

See Your Profit 


Deal retails for . . . . $25.50 
Deal costs you. . .. . 16.69 
Your margin ... . $ 881 


(35% on selling price) 


Note: In extreme western and southwestern 
states, deal costs $18.69, retails for $29.40, 
margin $10.71 — 36% on selling price. 


Each deal comes packed in one carton, shipping 


weight about 2414 pounds. An attractive window 
poster is enclosed with each deal. 





National advertising during November and Decem- 
ber in publications with a combined circulation of 
2,742,784 copies, will feature Viko for gifts and the 
Viko gift boxes. 


Order now. Don’t miss the business which this 
advertising, coupled with attractive display in your 
store, is bound to create. You can’t make a mistake. 
For full particulars — . 


Ask your jobber 


Aluminum Goods Manufacturing Company 
General Offices: Manitowoc, Wis., U.S.A. 
Makers of Everything in Aluminum 
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Business Active in Northwest Markets— 
Wholesalers Anticipate Active Fall Demand 


EPORTS from much of the territory tributary to the Twin 
Cities in the Northwest indicate a very flourishing business 


in all lines. 


For instance, in the furniture line, local fac- 


tories and jobbers are unable to keep up with their orders, and | 
dealers, through having no stocks on hand of any moment, find | 


themselves unable to meet the unexpected increase in the demand. 
In the hardware lines, jobbers are finding that their trade, aside 
from the larger trade centers, has been steadily improving all during 


the summer. 


This is an unusual condition, for there is usually a 


lull in business during July and August in the country. Prospects 


for the fall are excellent. 


One jobber has been going ahead of 


last year’s figures steadily since in the spring, and this is an indica- 


tion of the general condition in the trade. 


As has been stated sev- 


eral times in the past, business in the larger centers does not show 


this increase. 


Many indications are that business in the larger 


cities is not ahead of last year, not only in the hardware line, but 


in other lines of trade. 


Collections are very good in the country, where the first effects 


of the large crop of this vear has been felt. 


They are running only 


fair in the larger cities, on a par with other business conditions. 
The results of the crops do not reach the larger centers for from 


three to six months after the crops are marketed. 


General con- 


ditions over the Northwest, however, are very much improved, 
and those who have trade reaching to all parts of this district are 
very optimistic over the prospects. 

With this condition general, prices are holding firm, and mer- 
chandise is moving out steadily to the retail merchants. 


AXES.—Stocks are well filled and 
sales are normal for this time of the 


Prices have not changed. 


year. 

We quote from jobbers’ stocks, 
tf. o. lb. Twin Cities: Single bit base 
weight axes at $14.50 and double bit 
base weight axes at $19.50 per dozen, 


het 


BOLTS.—Demand fair, with stocks 
well assorted. Prices show no changes. 


IS 


\W quote from jobbers’ stocks, 
f.o.b. Twin Cities: arge and small 
carriage bolts at 45 per cent, large 
and small machine bolts at 50 pet 
cent, stove bolts at 75 per cent and 
lag screws at 55 per cent from lists. 


BRADS.—Brads are still selling well, 


as building operations are going ahead 
at a good rate. Stocks are well filled 
and prices unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Wire brads in 
25-Ib. boxes at 70-10 per cent from 
list. 


BUILDERS’ HARDWARE.—There 
an excellent market for finish hardware, 
building operations are _ being 
vigorously to accomplish as 


as 


pushed 


is | 


much as possible before the end of the | 


warm weather. Home building, not 
only in the larger centers, but all 
through the country districts, is being 
followed up energetically. The most 
noticeable thing in this line is the 
suburban homes and those on the farms, 
for much of the work is in those 
classes. 
sive to the medium classes of finishing 
hardware. 


| 


Demand is for the less expen- | 


| 
| 
i 
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with stocks well assorted. 
have met with very good sales during 
the building season. 


EAVES TROUGH, CONDUCTOR PIPE 
AND ELBOWS. 
to the building operations there has 





_ been and still is a good demand for this 


class of goods. Stocks are ample for 
the call, and prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Slip joint, single 
bead 29-ga. 5-in. eaves trough at 
$5.50 per 100 ft., 29-ga. conductor 
pipe, 3-in., $5.15 per 100 ft., and 3-in. 
conductor elbows at $1.73 per dozen. 
































Being closely allied | 


GLASS AND PUTTY.—Sales are be- 
ginning to improve in the retail trade, 
with full stocks from which to draw. 
Wholesale trade is still very good for 
new construction work. Prices have not 
changed. 
We 
f.o.b. 
single 


jobbers’ stocks, 
Min. prices, 
83 per cent; 

per cent; and, 

in 50-lb. drums 


from 
Cities: 
strength glass, 

double strength, 8&5 

strictly pure putty 

at $4.85 cwt., net. 
HAMMERS AND HATCHETS.—De- 
mand is good, with stocks well as- 
sorted. Building operations have cre- 
ated a market for small tools in the 
carpenter lines over this territory. 
Prices have not changed. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Maydole, No. 
11% ecarpenter’s hammers at $12.60; 
Plumb No. HFs1, $10.50; Plumb No. 

2 broad hatchets, $14.45; No. 2 shing- 

ling, $11.20, and No. 2 claw, $12.50 

per dozen, net. 
HOSE.—tThere is a noticeable falling 
off in the demand for garden hose in 
the past two weeks. This is due to 
two factors—the first real rain for 
nearly two months and the approach of 
autumn. Stocks have been reduced in 
the retail stores and jobbing houses 
alike. Prices are steady and strong, 
with an indication, through the condi- 
tion of the rubber market, of higher 
prices for the coming year. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Good Luck, %-in., 
6-ply hose, 10%c.; Bull Dog, %-in., 
7-ply, 14c.; Leader, %%-in., 5-ply, 
%l44c.; moulded black, %-in., 12%c. 
per foot, net. 


quote 
Twin 


_NAILS.—Call for nails still continues 


steady and good. Building operations 
are still heavy, and nails are moving 
out freely. Stocks are ample for the 


demand, and prices steady. 


FIELD FENCE.—Sales are improving | 


slightly, with stocks well filled. Prices 
show no changes. 
We quote from jobbers’ stocks, 


26-in. L type field 
100 rods, net. 


f.o.b. Twin Cities: 
fence at $22.68 per 


FILES.—Demand is steady and good, | 


Saw files 


Prices have not 


changed. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade files 


at 50 per cent, and second grade files 
at 60 per cent from list. 


GALVANIZED WARE.—Demand con- 
tinues to be very good in these lines. 
There has been a fair demand for as- 
sortments, and for the less expensive 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard wire 
nails at $3.25 keg, base, and cement 


coated wire nails at $2.40 keg, base. 
OIL STOVES, OVENS AND WATER 
HEATERS.—WSales are holding up well, 
with stocks ample for the demand. The 
market in this line is gradually broad- 
ening and call increasing. Prices show 
no changes. 


Oil Cook Stoves 





| PERFECTION— 


| 
| 
| 
| 


lines, to offset the mail order house of- | 


fers. Stocks are well filled and prices 
unchanged. 

We 

f.o.b. 


from jobbers’ stocks, 
Standard No. 1 
galvanized T2080; IO. & 
$8.00; No. 3, $9.20; heavy tubs, No. 
1, $12.30; No. 2, $13.50; No. 3, $14.70; 
standard 10-qt. pails, $2.65: 12-qt., 
$3.00; 14-qt., $3.35; stock pails, 16-qt., 
$5.00, and 18-qt., $5.50 per dozen, net. 


quote 
Twin Cities: 


tubs at 





oh. Sar a ,. wo cucestneesees $17.50 
POG, BO OS MUNI: oc cccccceccesceces 22.50 
NO. 74 4. DUPMOCTS...cccccccsccccss BAe 
BUG, FO DB WUT cccccccvesseees 39.50 


Perfection dealer's discount, 30 and 
5 per cent on lots of 10 or more; on 
less than 10, 30 per cent. 
PURITAN (improved Model)— 


Se Ff ere $17.50 
De, Ge BS BUPMOTE. cccccccccecevcs Bee 
Dem, G6 4 BUPMOTO. cc cvccccccccece Mee 
Puritan discounts same as Perfec- 
tion. 
NESCO— 
a ee i ee, nace evesee we $9.50 
See See oe EI wc ccccoceceteoes 17.35 
OE ER 22.00 
en. .ccceeseowtasd 28.00 
a re Cn cord wees 39.50 
No. 1102 high shelf only........ 5.25 
No. 1103 high shelf only........ 6.50 
No. 1104 high shelf only........ 8.00 
No. 1105 high shelf only........ 9.75 
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Malleable D’s 


Overcomes the old faulty ones 
that are always loose and can- 
not be tightened; have 3-inch 
strap ferrule. Adjustable to 
any size handle. No shoulders 
to trim down or dressing to do. 
Though the wood shrinks it 
can always be kept tight, being 
securely fastened by two rivets, 
and can be removed without 
burning or boring. Come in 
wood grip or all malleable. 
Ideal for shovels, spading and 
manure fork handles, handled 
ice shaves, etc. 


Stair-Rail Brackets 





Made of malleable iron. 
The 3-inch base assures a 
good bearing on the wall, 
and the bracket is securely 
held by % x 4inch ex- 
pansion bolt. The head of 
the lag screw 1s finished to 
match bracket. The pro- 
jection is 3 inches. Finished 
in black enamel regular, or 
in bronze or antique copper 
or brass plated. In ordering 
specify whether polished or 
unpolished finish is desired. 


Fence Stretchers 

















7: 


= 
a b> 
On base 
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Made of malleable iron. Pawls 
have hardened roller bearings 
and are operated by crank 
shaft. The lever handle can 
be operated continuously in 
one direction, or backward and 
forward. Can be _ operated 
from either side of fence. 
Finished in red enamel. Packed 
one set in box with 8 feet BB 
Proof Tested Steel Chain, with 
grab hook. Wooden clamps 
and bolts furnished with each 
stretcher; bolts fitted with tail 
nuts making wrenches un- 
necessary. 


ichards-Wilcox Mf 
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Door Checks 


All interior parts of steel drop 
forgings; absolutely liquid 
tight; extra long spindle bear- 
ings; simple spring adjustment; 
dismantled without need of 
special tools; unnecessary to 
remove check from door to re- 
place spring; only true reversi- 
ble check. Furnished regularly 
in gold bronze; silver bronze 
or ivory black, if desired. 





Builders’ Brackets 


Provided with hook and tail 
screw for fastening bracket in 
studding, assuring positive 
safety. Sway space prevents 
swinging motion when bracket 
isinuse. Thestrongest bracket 
made and most easily applied. 
These brackets cost no hore 
than wood brackets and will 
last a lifetime. Made entirely 
of steel, in two sizes, 3 and 4 
feet long. Galvanized finish. 








FOLDED 


Door Dogs 


For garage, barn, shop and 
warehouse swing doors. Can 
be applied by anyone in 5 
minutes and will last a life- 
time. Holds door firmly open 
so that neither wind nor jarring 
can budge it. To close door, 
lift pin with foot and drop in 
slot, and door swings shut. 
Each pair is reversible. Sim- 
plest and best door holder on 
the market. 





Rapid Acting Vises 


A two-piece cam-operated nut 
of phosphor bronze allows in- 
stant adjustment at any point. 
One-quarter turn of the handle 
disengages jaws and permits of 
sliding back or forward full 
length of guide rod. Engages 
and locks screw firmly by slight 
reverse turn of handle. Align- 
ment is perfect — surfaces 
ground and finished—best of 
materials throughout—no parts 
to break or wear. Will last a 
lifetime. 





0. 








“A Haneer for any Door that Slides.’ 


AURORA, ILLINOIS, U.S.A. 


New York Boston Philadelphia Cleveland Cincinnati Indianapolis St.Louis 
Chicago Minneapolis Kansas City Los Angeles San Francisco Omaha Seattle 


Montreal - RICHARDS-WILCOX CANADIAN CO.,LTD., LONDON,ONT. - Winnipeg 


New Orleans 
Detroit 


(957) 
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Nesco dealer's discount, 30 and 5 
per cent. 
Ovens 
PERFECTION— 
No. 211 1 burner plain door $2.50 
No. 211G 1 burner glass door... 2.70 
No. 121G 1 burner glass door... 4.90 
No. 122G 2 burners glass door.. 6.00 
TU Dt teu ceudkwne oneenaieee ee 6.15 
Dealer’s discount, on 10 or more, 
30 and 5 per cent; less than,10, 30 
per cent. 
PURITAN— 
No. 42G 2 burners glass door... $5.25 
Dealer's discount, 10 or more, 30 
and 5 per cent; less than 10, 30 per 
eent,. 
NESCO— 
No. 05 1 burner solid door..... $2.10 
No. » 1 burner glass door 2.25 
No. 010 1 burner solid door..... 1.15 
No. 101 burner glass door... 1.40 
No. 020 2 burners solid door.. 9.15 
NO 20 2 burners glass door. 9.40 
No. 030 2 burners solid door. 5.40 
Ne 30 2 burners glass door. a.40) 
lbealer’s discount, 30 and 5 per 
cent 
Water Heaters 
MOCROCD. ssceser ee ee $45.00 
Perfection No. 412........cecce«- 10.00 
Perfection No. 421..... eu 80.00 
Nesco discount, 30 and o per cent; 
Perfection discount, 30 and 5 per 
cent in lots of 10 or more; less than 
oO, 30 per cent. 
Wicks, Etc. 
Rockweave wicks, 25c. each 
Perfection and Puritan, $4 per doz 
and $48 per eross. 
Discounts same as on oil cook 
stoves, ovens and heaters. 


PAINTS AND WHITE LEAD.—There 
has been and still is an excellent mar- 
ket for paints. This section of the 
country is still far behind the average 
rate for repainting, and there has been 
many hundreds of new buildings erected 
during the year. A trip out through 
the country will show any dealer in 
paints the tremendous potential mar- 
ket in this direction. Stocks are well 
assorted and prices steady. 


We quote from 
f.o.b. Twin Cities: Best grade house 
paints at $2.80 per gallon in 1-gallon 
cans, and white lead in 100-lb. Kegs 
at $13.83 per ewt., net. 


PAPER.—Demand is still very good, 


jobbers’ stocks, 


country. 
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ing done. Stocks are ample for the 
call, and prices unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Red rosin build- 
ing paper in 20, 25 and 306-lb. rolls 
at $3.25 cwt., net. 


POULTRY NETTING.—A factor in the | 


sale of netting this year has been the 
number of people who are embarking in 
the poultry business in this part of the 
Sales have been very good 


and prices steady. 


| 


| 


jobbers’ stocks, 
f.o.b. Twin Cities: Hexagon poultry 
netting at 50-10 per cent from lists. 


PYREX OVENWARE.—Fall demand 


We quote from 





September 24, 1925 


round head blued, 77%-10 per cent: 
round head brass, 75-10 per cent; flat 
head brass, 77%-10 per cent. 





SOLDER.—Call has been good, with 
stocks well filled. Prices have not 
changed. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Warranted half 


| the call. 


in this line is beginning to be in evi- | 


dence. Stocks in both retail and job- 
bing branches are weil filled for th 
holiday trade, which is anticipated will 


be very good. Prices have not changed. 


‘SASH CORD 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: No. 197 casseroles 
at $1.17; No. 202 pie plates, 50c.; No. 
210 pie plates, 67c.: No. 212 bread 
pans, 60c.; No. 231 utility pans, 67c.;: 
No. 12 tea pots, $1.67; No. 24, $2.00; 
No. 36; $2.33 each, net. 


AND WEIGHTS.—De- 


mand continues to be very good, with 


SCREWS. 


in step with the amount of building be- | 


Timken-Detroit Axle  <Ae- 
quires Manufacturing and 
Sales Rights to the Ar- 
row Oil Burner 


The Timken-Detroit Axle Co., De- 
troit, Mich., announces that it has re- 
cently signed a contract with the 
Socony Burner Corp., a subsidiary of 
the Standard Oil Co. of New York, by 
which it gets the exclusive manufac- 
turing and sales rights for the Arrow 
Oil Burner in all of the continental 
United States except New York State 
and New England States. The latter 
trritory is covered directly by the 
Socony Burner Corp. 

The Arrow Oil Burner is a domestic 
heating unit designed for use with 
steam, hot water, vapor or hot air fur- 
naces, and is said to be adaptable to 
fit any type of residence from the 
smallest bungalow to the largest apart- 
ment house. It is said to be completely 
automatic in operation, needing only 
the setting of a thermostat to keep a 
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ample stocks on hand. Prices show no 
changes. 

We 
f.o.b. 
cord, 
east iron 
net. 

SCREEN DOORS AND WINDOWS.— 
Sales show a tendency to decrease with 
the end of the insect season approach- 
ing. Dealers are grading stocks down 
and prices are unchanged. 

We from 
f.o.b. Twin Cities: 
‘doors, 2-8 x 6-8, 
doors, 2-8 xX §-S, 
window § screens, 
$7.40 doz. and wood frame 
adjustable, 24-in., $6.00 doz. 

Sales are steady and fair, 
with stocks well filled. Prices have not 
changed. 

We 
f.o.b. 
wood 
head 


jobbers’ stocks, 
Cities: Best grade sash 
Ib.; second grade, 45c.: 
weights at $2.10 cwt., 


quote from 
Twin 
784 ie 
sash 


stocks, 
screen 
fancy 
metal 
24-in., 
screns, 
net. 


jobbers’ 

Common 
$1.82 each; 
$2.16 each: 
adjustable, 


quote 





jobbers’ stocks, 
Twin Cities: Flat head bright 
screws, 80-10 per cent; flat 
japanned, 72%-10 per cent; 


quote from 


provement for fence wire. 


and half solder at 39%c., and strictly 
half and half solder, 38%c. lb. net. 


STEEL SHEETS.—Building operations 
have made a good demand for sheets. 
Stocks are well assorted and ample for 
Prices have not changed. 


We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Black steel sheets 
at $4.25 ewt., base, 


and galvanized 
steel sheets at $5.35 cwt., base. 


TIN PLATE.—tThis stock also has been 
affected favorably by the building ope- 
rations. Stocks are heavy enough for 
the demand and prices steady. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Furnace coke, 
ICL, 20 x 28 tin at $14.25 box, and 
IC, 20 x 28, 8-lb. coating roofing tin 
at $14.60 box, net. 

WHEELBARROWS.—Sales continue to 
be very good, with the demand coming 
from contractors and home owners 
alike. Stocks are ample for the call, 
with prices unchanged. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Fully bolted bar- 
rel type tray whelbarrows at $36.50 
doz.; No. 2 tubular barrows at $7.35 
each, and No. 1 garden barrows at 
$6.25 each, net. 

WIRE.—Sales are showing some im- 
Stocks are 


heavy for the fall demand, with prices 


showing no changes. 





house at a constantly uniform tempera- 
ture throughout the winter. 

Under the contract between the two 
companies all of the knowledge gained 
by the Socony people is placed at the 
disposal of the Timken company, and 
the Arrow Oil Burner as built by Tim- 
ken will be exactly the same as the 
machine built by the Socony Burner 
Corp. in its Brooklyn factory. 

The Timken-Detroit Axle Co. will 
form a subsidiary company, to be called 
the Timken-Detroit Company, with an 
authorized capital of $1,000,000, which 
will market the device under the name 
of the “Timken Arrow Oil Burner.” 
Manufacture of the machines will soon 
be started in the axle company’s plant 
at Fort and Clark Streets, and in the 
meantime immediate orders will be 
filled with burners from _ Socony’s 
Brooklyn plant. For the next few 
months the sale of the burners will be 
confined to Detroit and vicinity and all 
installations will be made under super- 
vision of engineers from the Socony 
factory. A training school for installa- 
tion engineers and service men will be 
established at the Detroit factory, and 
as rapidly as men can be trained the 


from jobbers’ stocks, 
f.o.b. Twin Cities: Painted cattle 
wire, 80-rod spools, $3.01; galvanized 
cattle wire, 80-rod spools, $3.21; gal- 
vanized hog wire, 80-rod spools, $3.22; 
galvanized hog wire, 80-rod spools, 
$3.43 per spool. Annealed black wire, 
No. 9, $3.25 ecwt., and annealed gal- 
vanized wire, $3.70 ecwt., net. 


The next market letter will show a 
change in items in keeping with the 
fall stocks and demand. Items of in- 
terest for fall and holiday trade will be 
featured, with current quotations. 


We quote 


distribution of the Timken Arrow Oil 
Burner will be pushed in other local- 
ities. 


Unique Solder Dipper 
Placed on Market 


Paul W. Koch & Company, 19 South 
Wells Street, Chicago, has announced 
a new addition to their “Jiffy” line of 
electrical specialties and tools. This 
new item is the “Jiffy” Solder Dipper 
to be used in soldering pig-tail joints 
and in tinning cable ends and is said 
to eliminate the constant use of a blow 
torch. 

The dipper consists of a heat retain- 
ing swinging cup cast from grey iron 
and attached to an enamel finished 
handle in such a way as to stay up- 
right regardless of the position in 
which the handle is carried. It is 
stated by the manufacturers, that due 
to its heat retaining characteristics, 
the dipper will solder from 50 to 75 
joints with one heat and that it may 
be reheated in about two minutes over 
any kind of heat. 
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Rope Selling Suggestions 









































HARDWARE SERIES SUGGESTION No. 3 4 

in your — Y) 

Paint va 
aS J 

Department . 4 


Say 





Wherever a possible appeal to the ele- 2% 
ment of safety exists, the dealer should play oo i 
up any goods which will tangibly aid in this — oT ! 
appeal. A wonderful opportunity to suggest — og Saaen. 


dependable rope presents itself in the paint 


~ 
y } [ 
: fl 


e 
mi 
t 
<— SS SS EE ET ES 


department. 


f 


t 


1h 


Standing on a scaffold, supported by 
uncertain rope, or by rope of an unknown — 
brand is too much to ask of any man. It will 





| 
hy 
up 





certainly result in a poor paint job, an acci- L. 
dent, or both. tf 








A Columbian Dealer Sign in your paint department will show the painter 
or contractor that you sell guaranteed Columbian Rope, and you can tell him that 
the Tape-Marker is positive assurance of reserve strength. 
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Columbian Rope Company 
352-80 Genesee Street s 


Auburn, ‘‘The Cordage City’’ N. Y. 











Branches: New York Chicago’ Boston New Orleans 
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HARDWARE AGE 





September 24, 1925 


Gradual but Steady Improvement in Chicago 


Prices Unchanged and Firm 


(Chicago office of HARDWARE AGE) 


RACTICALLY all reports continue to indicate a gradual but 


steady improvement of business. 


There is no sign of undue 


inflation and while there seems to be some tendency to buy 
a little farther ahead and in slightly larger quantities than for 
some time past, there is a continued disposition to carry relatively 
light stocks which results in a large volume of replacement orders. 

The demand for fall merchandise has increased materially with 
the arrival of the first fall rains and the approach of cold weather. 
Buying for spring requirements of such items as lawn mowers and 
garden hose is satisfactory and steady. 

Prices on virtually all commodities in the hardware line are firm 
to strong although the only actual change to be recorded this week 
was a very slight drop in eaves trough. 

The building boom shows no signs of letting up in spite of the 
coming of autumn and consequently materials and builders hard- 


ware are moving as freely as ever. 
steel is recorded and there is a tendency on the part of the mills | 


Heavier buying of iron and 


in the Chicago area to increase production slightly. 


AUTOMOBILE ACCESSORIES.— | 
There is a good steady demand and. 


prices are unchanged. 
We quote 
f.o.b. Chicago: 
Spark Plugs.—Splitdorf, each; 
regular, 58c. each; Champion X, 45c. 
each; Champion Blue Box line, 53c. 


from jobbers’ stocks, 


50c. 


each: <A, Titan, 5c. each: lots of 
100, S56c¢. <A. C. Special Ford, 44c. 
each. 

Spot Lights. Anderson, No. 3280, 
$6H.50. 

Horns.—A. A. Electric (Ford), $4 
eacl 


Jacks.—National Standard No. 21, 
$1.20 each. 

Pumps. — Rose, 1%-in. cylinder, 
$1.55. 
Chains.—Non-skid, dozen pair lots, 
334 per cent discount, 50 pair lots, 40 
per cent discount. 

Tires and Tubes.—30 x 3% oversize 
cord tires, $12.55 each: regular cord, 
$8.60 each; gray inner tubes, 30 x Sle, 
$1.50 each; red inner tubes, 30 x 3%, 
2.25 each. 


AXES.—The fall demand is a little 
slow in starting, but is beginning to 
make itself felt. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality single 
bitted unhandled axes, 3 to 4 Ib., $14 
doz. base: double bitted, $19 doz. 
base; good quality black unhandled 
axes, same weight, single bitted, $13 
doz. base: single bitted handled axes, 
$15.50 to $24 per doz., according to 


quality and grade of handle; special 


unguaranteed handled aces, $12 per 
doz. base. 
BOLTS AND NUTS.—tThere is 


good normal demand and prices are 

firm. 
We 
f.o.b. 


stocks, 
cut 


from jobbers’ 
Carriage  boits, 
thread, 50 per cent discount; small 
carriage bolts, rolled thread, o0-10 
per cent discount; machine bolts, cut 
thread, 50-10 per cent discount; 
small machine bolts rolled’ thread, 
50-10-5 per cent discount; all stove 
bolts, 75-5 per cent discount; lag 


screws, 60 per cent discount. 


BUILDERS’ HARDWARE. — 


quote 
Chicago: 


Prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 2% x 3% steel butts, 
case lots, old copper and dull brass 


a | 


Sales | 
are reported as “better than ever.” | 


finish, $2.76 per doz. pair: 4 x 4 steel 
butts, old copper and dull brass fin- 
ish, $3.84 per doz. pair; heavy steel 
bevel inside sets, case lots $6.75 per 
doz.: steel bit-keyed front door sets, 
$1.75 per set; wrought brass _ bit- 
kyed front door sets, $3.25 per set: 
cylinder front door sets, $7.50 per set 
CHAIN. 
same as ruling all year. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: %-in. proof coil chains, 
$8.50 per 100 Ib.; Tenso, Bull Dog 
and Brown coil chains, 50-10 per cent 
discount; No. 00-41% electric welded 
cow ties, $2.75 per doz. 
COPPER RIVETS AND BURRS.— 
There is a good active demand and 
prices are firm. 
We 
f.o.b. 
burrs, 
EAVES TROUGH AND CONDUCTOR 
PIPE.—Sales are good and prices a 
little easier. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Single bead lap joint 
gutter, 5-in., $4.30 per 100 ft.: corru- 
gater conductor pipe, 3-in., $4.75 per 
100 ft.; plain ridge roll, 114-in., $4 per 

100 ft.: corrugated conductor elbows, 
3-in., $1.36 doz. 


ELECTRICAL AND RADIO MER- 
CHANDISE.—Business is very good 





stocks, 
and 


from jobbers’ 
Copper rivets 
discount. 


quote 
Chicago: 
45 per cent 


_and prices are unchanged. 


We quote from jobbers’ stocks, 


f.o.b. Chicago: 


Electrical Merchandise. — No. 14 
ruober-covered wire, $8 per 1000 ft.; 
in 1000-ft. lots, $7.75; No. 18 lamp 
cord, $13.64 per 1000 ft.; in 1000-ft. 
lets, $13; %-in. brush brass key 
s@kets, 8c. each; two-way plugs, 
45c. each; in lots of 10, 40c. each; 
one-piece attachment plugs, l3c. 
each; two-piece attachment plugs, 
12e. each; dry cells, boxes of 50, 
304%c. each; less than case lots, 
34c. each. 

Radio Supplies.—Radio B batteries, 
No. 766, $1.40 each; No. 767, $2.62 
each. 

Battery Chargers.—Apco line, in 
lots of less than 10, $13.50 each, net. 

Tubes. — Cunningham, and R. C. 
A., $2.50 list. Discount 25 per cent. 

Loud Speakers.-—Western Electric, 
No. 522W, $9.50 list. Discount 30 


per cent. 


Reading matter continued on page 94 





Sales are moderate, at prices | 


FIELD FENCE.—tThere is a_ good 
steady demand. Prices are firm. 

We quote from jobbers’ _ stocks, 
f.o.b. Chicago: 726-6-12%, $29.02 per 
100 rods; 1848-6-14%, $44.08 per 100 
rods. 

FILES.—There is a good normal vol- 
ume of business. No change in prices. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: America files, 60-10 
per cent off list; Nicholson files, 50 
per cent off list; Black Diamond files, 

40-10-5 per cent off list. 
FRUIT PRESSES AND CIDER 
MILLS.—The demand is very good, 


especially on fruit presses. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Juicy fruit presses, 
3-qt., $3.60 each; 6-qt., $4.40 each; 


12-qt., $6.25 each. Enterprise, Junior, 
$10 each; Medium, $13 each; Senior, 
$17.40 each; Extra Large $28 each. 


Cider Mills.—Junior, 21.75 each; 
Medium, 25.50 each: Senior, $38 


each; Self Feed, $16 each. 
GALVANIZED WARE.—Manufactur- 


ers have now all conformed to the 


} 





newer price level; but, with one excep- 
tion, the jobbers have made no change. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Standard galvanized 
after made tubs, No. 1, $6.10; No. 2, 
$6.85; No. <; $8; 10-qt. galvanized 
after made pails, $2.15; 12-qt., $2.55; 
14-qt., 2.65; 5-gal. galvanized oil 
cans, galvanized breast, $7.50 doz.; 


14-bu. galvanized after made baskets, 
$4.75; 1-bu. galvanized baskets, $6.75 
doz.; %-bu. galvanized baskets, $8.75 
doz. 


GARDEN HOSE AND LAWN SPRIN- 
KLERS.— Spring orders are being 
placed in very fair volume, although it 
is still early for a large amount of busi- 
ness. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Garden hose good 
quality, molded hose, %-in. 11%c. per 
ft.; %-in., 14c. per ft.; 5-ply, good 
quality, wrapped, %-in., 9c. per ft.; 
%,-in., lle. per ft. Lawn sprinklers, 
tain King, $28 doz.; original foun- 
tain sprinklers, $8 doz.; tainbow, 
38-in. high, $24 doz. 


GLASS AND PUTTY.—Sales are 
showing a steady increase as cold 
weather approaches. Prices are un- 
changed. 
We 
f.o.b. 





from jobbers’ stocks, 
Single strength A, 
25-in. bracket, 88 per cent discount; 
single strength, A, 34 to 40-in. 
bracket, 86 per cent discount; single 
strength <A, all other brackets, 85 
per cent discount; double strength 
A, all sizes, 8&6 per cent discount; 
double strength B, 87 per cent dis- 
count. Putty, pure grades, $3.75 per 
100 lb.; commercial, $3.40 per 100 Ib. 
HATCHETS.—The demand is satisfac- 
tory and prices are firm. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality hatch- 
ets, No. 2 shingling, $11.20 doz.; first 
quality hatchets, No. 2 broad, $14.45 
doz.; medium quality hatchets, No. 
2 shingling, $7.25 doz.; medium qual- 
ity hatchets, No. 2 broad, $10.50 doz. 

HANDLED HAMMERS.—tThere is a 


good normal demand at steady prices. 


quote 
Chicago: 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Vaughan-Bushnell, 
16-oz. nail hammers, $10.50 doz.; 
Maydole, $12.60 doz.; other makes, 


16-0z. machinist hammers, $7.85 doz.; 
Competitive grade, 16-o0z. nail ham- 
mers, $4.50 to $6 doz. 
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[t pushes 
Griswold Skillets 
off the counters and onto stoves! 


We gave the Griswold Cast Aluminum Covers. Griswold’s 
Iron 8-inch Skillet a Cover of are the only skillets made that 
the same high-quality cast iron have their own covers! Remem- 
—announced it, offered’ it, ber the Covers fit snugly and are 
waited. It made a whale of a hit! self-basting. 





The trade commenced clamoring nan ' 
ia cect: asia allie aeeeeies in a Time to think wisely about 

as ( 5K “OvVeETS —— , . 
eer meal at ahi ual G we 1d Skillet Griswold Waffle [rons too. Any 
rvade-mark ¢ ~ 4 ~— ( SW ( SK > S. ; “ 
oe ——s is style and size, and always the 


Reg. U. ie Pat. Off. Th . . yA Y 
ey couldn't wait. Nor could é' , 
, same even-thickness of iron for 


we. You can now get Griswold 
ee nip peel “e C eal perfectly cooked waffles. See 
ast Ire overs t ISWO ser 
Pace I Skil] : “ oe 7 your jobber. Ask to see the new 
‘ S O & ~ yy *S ‘ < — . ‘ x a 8 y . : 
0 ‘ The -C sien _ wep kites Griswold Electric Waffle Baker. 
; se Cov sk 
. sista © SASS Bulletins and prices on request. 
right off the counters. The 
Cover rounds up——is self-basting 
; THE GRI LD MFG. ' 
—builds the skillet into an abso- on oat _ CO 
lute wall of heat that makes food es 
cooking inside it tea times more _.Ma¥cts of Extra Finished Cooking \ten- 
SP - wt sils in Cast Iron and Aluminum, Waffle Irons, 
delicious. Order Griswold Cast food Choppers, Reversible Stove and lur- 


lron Skillets and Cast Iron Skil- "°° Pipe Dampers, Fruit Presses, Mail 
sci: . f,oxes, Bolo and other Portable Bake Ovens, 


aed let Covers. Also Griswold Cast Gas Hot Plates and Electric Waffle Bakers. 
cover over |: . + . ‘ 
ee Sn chiller | Aluminum Skillets and Cast THE LINE THAT’S FINE AT COOKING TIME 


— 


GRISWOLD 
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AN ‘Ss AG ‘TIILTIUR., _ These are list prices. Dealer's dis- 
HANDLES, AGRICULTL RAL. There counts are noted after each group. 
is a fine volume of business being 

Oil Cook Stoves 





placed. 
We quote from jobbers’ stocks, | PERFECTION 
f.o.b. Chicago. a ee ee $17.50 
Hay Fork Handles.—Straight, No. 7 3 Durmers............+. 22.50 
«chucked and bored, best grade, }l, - No. se — ees 28.50 
ft.. $4.50 doz.: 5-ft.. $5.50 doz.: XX, No. 75 5 burners...........--- 39.50 
114-ft.. $4 doz.: 5-ft.. $4.80 doz.: X. | Perfection dealer’s discount, 30 and 
41,-ft., $2.40 doz.: 5-ft., $2.80 doz. 5 per cent on lots of 10 or more; on 
Hay Fork Handles.—Rent, chucked less than 10, 30 per cent. 
and bhored, best grade with strap, aaa iad 
ferrule and cap, 1o-ft., 7.50 fom: PURITAN (Improved Model) 
o-ft.. $8.50 doz.; XX bent, with a 2S el, eee $17.50 
strap, ferrule and cap, 4-ft., $5.50 Ee 22.50 
doz.: 4%-ft., $5.75 doz.; XX bent, No. 44 4 DGRMOFS... 2... csccee 28.50 
4'.-ft.. $4.50 doz.: 5-ft., $5.50 doz.; Puritan discounts same as Perfec- 
X bent, 4%%-ft., $3 doz.; 5-ft., $3.40 | tion. 
doz. —— 
Manure Fork Handles.—Lent, best NESCO— 
grade, 4-ft., $4.75 doz.; 4%-ft., $5.10 | — SC $9.50 
doz.; XX bent, 4-ft., $4.15 doz.; 4%- Dee, Bee B WRGES. «0 ccc vccess 17.35 
ft.. $4.40 doz.; X bent, 4-ft., $2.60 a we oo Se, Vc ck buadvewe 22.00 
doz.; 4%-ft., $2.95 doz. — eer 28.00 
Garden Hoe Handiles.—XX, 4%.-ft., Mo. 316 § DWUPMORB..cccscccccss 39.50 
$3.45 doz.; XK, 4%-ft., $2.40 doz. No. 1102 high shelf only....... 5.25 
Garden Rake WHandles.—XX, 5'%- | No. 1103 high shelf only....... 6.50 
ft.. $5.25 doz.; X, 5%-ft., $3.25 doz. No. 1104 high shelf only....... 8.00 
Shovel Handies.—Regular pattern, | No. 1105 high shelf only....... 9.4 
XX, 4%-ft., $5.90 doz.; X, 1, -ft., Nesco dealer’s discount, 30 and 09 
$3.90 doz.; D handle, best grade, per cent. 
$7.95 doz.; X grade, $6 doz. a 
Spade Handiles.—D handles, best 
grade, $7.75 doz.; X grade, $6 doz. Ovens 
HANDLES, TOOL.—The demand is | PERFECTION— | — 
> ante . a 5 No. 211 1 burner plain door. ..32.o 
very satisfactory and prices strong. | Mo. 211G 1 burner glass door... 2.70 
We quote from jobbers’ stocks, No. 121G 1 burner glass door... 4.90 
f.o.b. Chicago. No. 122G 2 burners glass door.. 6.00 
' Sokory i al eid ok eee wee el 6.15 
Axe Handles.—No. 1 Hickory $4 “ 


D@aler’s discount, on 10 or more, 30 


doz.: No. 2, $3 doz.: second growth pa 
‘ 5 and 5 per cent; less than 10, 30 per 


hickory, $5 doz.; finest selected sec- 


ond growth hickory, $6 doz. cent. 
Hatchet and Hammer Handles.— PURITAN— 
No. 1, 90c. doz.; finest second growth . or ¢ = oc 
hickory. $1.50 doz No. 42G 2 burners glass door... .$5.25 
cami 7 Dealer’s discount, 10 or more, 30 
HINGES.—There is a very good de- | and 5 per cent; less than 10, 50 per 
. ” ' cent. 
mand and prices are firm. | _ 
We quote from jobbers’ stocks, NESCO— 
f.o.b. Chicago: Heavy strap hinges, No. 05 1 burner solid door.....$2.10 
in bundles, 4-in., $1.03; 5-in., $1.42: No. > 1 burner glass door..... 2.25 
6-in., $1.60; S-in., $2.70; 10-in., $4.30 ) No. 010 1 burner solid door..... 4-1» 
per doz. pair; extra heavy T hinges, No. 10 burner glass door.... 10) 


in bundles, 4-in., $1.56; 5-in., $1.66: No. 020 ; 
H-in., $2.08; 8-in., $3.56; 10-in., $5.10 


per doz. pair. 


. £0 
No. 030 ¢ 
No. 30 burners glass door.... 


ICE CREAM FREEZERS.—tThere is | Dealer's discount, 30 and 5 
not much demand, as the season is | cent. 
practically over. 

We quote from jobbers’ stocks, 


burners glass door.... 
burners solid door.... 


4: 

« . 
a 
~ 


tONmoNi eS 


)» 
3 
| 
. 4. 
burners solid door.... ».15 
, 
5 
9 
] 


Water Heaters 


f.o.b. Chicago: White Mountain, 1 ae Oe _... . $45.00 
qt., $4.85 list, 2-qt., $5.65 list; 3-qt., Perfection No. 412.......... -.. 40.00 
$6.75 list; 4-qt., $8.25 list; 6-qt., $10.45 Perfection No. 421............-- 80.00 
list; S-qt., $13.50 list; 10-qt., $18 list: Nesco discount, 30 and 5 per cent; 


l2-qt., $21.55 list; 15-qt., $25.60 list; 
20-qt.. $33.20 list; 25-qt., $42.60 list; 
Arctic. 1l-qt., $4 list; 2-qt., $4.60 list; 
s-qt., $5.55 list; 4-qt., $6.80 list; 6-qt., 
$8.60 list: X-qt., $11.10 list. All the Wicks, Etc. 
above less 50 per cent discount. 


Perfection discount, 30 and 5 per cent 
in lots of 10 or more; less than 10, 30 
per cent. , 


Rockweave wicks, 25c. each. 





LAWN MOWERS.—tThe orders for Perfection and Puritan, $4 per doz. 
: i . and $48 per gross. 
spring shipment continue to show a Discount same as on oil cook 
good volume. Prices firm. | stoves, ovens and heaters. 
; «4 quote from jobbers’ stocks, PAINTS AND OILS.—tTurpentine and 
Lob (*hicayro > ° ° . 
, | see ‘es do the unusual thin 
Lawn Mowers.—l6-in. ball bearing, linseed oil price wel & 
5-knife, 11-in. wheels, $12.35 each; this week by remaining unchanged. 
l6-in. ball bearing 4-knife, 10%%-in. We quote from jobbers’ stocks, 
VW he eis, $10 each; 16-in. plain bear- f oO b Chicago: . 
ing, 4-Kknile, 10"2-in. wheels, | $8.65 Linseed Oil.—Raw, barrel lots, $1.12 
each, 16-in. ball bearings, 4-knife, | per gal.; 5-barrel lots, $1.09 per gal. 
— witeels. egg ag ie ET Linseed Oil.—Boiled, barrel lots, 
earing -Knite, J-in. Ww ie’eis, (00 5 ’ ry - S-barr | lots 1.12 er 
each; 16-in. ball bearing, 4-knife, a por om.; — $ ' 
S-in. wheels, $8 each; 16-in. plain _— ine.—Rarr ots 1.21 per 
bearing, 2-knife, S-in. Wheels, $5.85 AD sg nenen sarrel lots, $1.2 I 
each Denatured Alcohol.—Barrel te 
7 , Se §3c. per gal.; steel drum, extra, 36 
NAILS.—Sales are reported as good, | returnable. 





White Lead.—10-Ib. kegs, $15.25; 


but still with considerable room for im- 50-Ib. kegs, $7.73: 25-Ib. kegs, $3.90: 





provement. 12%-lb. kegs, $2. 
; ; ; ; (41,4. y s thite 

Wi quote from jobbers’ stocks, ae a “ad ie 2 ~~ — 
fob. Chicago: Common wire nails, ae * h Vv neti ‘Red moll barrels, 
$3.15 per Keg base: cement coated, 53.5010 $6 75 per 100 “b l t Ss, 
T oO a 2a ‘tT : ‘ ~s . oo te ° ' 

220 4 eT ke co base. Phe , xtra for Dry Paste.—Barrel lots 7T%ec,. per Ib. 
galvanized nails is now $2 for 1l-in. ’ - 

: onwey 9 OF ; ~ . ar | , + ‘ 
and longer, $2.29 for shorter than | PYREX WARE.—Sales are good ang 


l-in 
- — ; steadily increasing. Prices are un- 
OIL STOVES.—There is a decided let- | changed 
up in orders noticeable as the season | hig 

We quote from jobbers stocks, 
draws to a close. f.o.b. Chicago: 








September 24, 1925 





Bread Pans.—No. 212, $7.20 doz.; 
No. 214, $12 doz. 

Casseroles.— Round, No. 167, $12 
doz.; No. 168, $14 doz.; No. 182, $12 
doz.; No. 184, $14 doz. 

Casseroles.—Oval, No. 193, $12 doz.; 
No. 197, $14 doz. 

Pie Piates.—No. 202, $6 doz.; No. 
203, $7.20 doz.; No. 209, $7.20 doz. 

Tea Pots.—2-cup, $20 doz.; 4-cup, 
$24 doz.; 6-cup, $28 doz. 

Utility Pans.—No. 231, $8 doz.; No. 
232, $14 doz. 


ROLLER SKATES.—The demand is 
gradually picking up. No change in 
prices. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Union roller skates 
for boys, $1.40 per pair; for girls, 
$1.50 per pair. Chicago roller skates 
for boys, $1.30 per pair; for girls, 
$1.40 per pair. 


ROOFING AND PAPER.—The demand 
is the best of the year. Prices are 
strong. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Best grade slate sur- 
faced prepared roofing, $2.30 per 
square; best grade talc surfaced, $2.65 
per square; medium tale surfaced, 
$2 per square; light talc surfaced, 
$1.20 per square; red rosin sheath- 
ing, $57 per ton. 


ROPE.—Demand continues at a fair 
rate for this season. The manila mar- 
ket is very strong, but no recent change 
has occurred in rope prices. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 1 Manila Stand- 
ard brands, 24%c. to 26%c. per Ib.; 
No. 2 Manila, 23%c. per Ib.; No. 1 
Sisal, 17%c. per Ilb.; No. 2 Sisal 
164%c. per Ib. 


SASH CORD.—Recent advance in cot- 
ton removes any likelihood of lower 
prices on cord for some time at least. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 7 standard brands, 
$8.55 per doz. hanks, No. 8, $10 per 
doz. hanks. 


SASH PULLEYS.—Prices are firm and 
demand good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common sash _ pul- 
leys, 50c. doz.; barrels, 54c. doz.; 
Common Sense, 2-in., 60c. doz.; bar- 
rels, 54c. doz.; No. 105, 52c. doz.; 
barrels, 48c. doz. 


SCREWS.—Business continues to show 
a very satisfactory volume. Prices 
firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Flat head, bright 
screws, 82-10 per cent new list: 
round head blued, 80-10 per cent new 
list; flat head brass, 76-20 per cent 
new list; round head brass, 74-10-10 
per cent new list; japanned, 74-10-10 
per cent new list. 


SOLDER AND BABBITT METAL.— 
Prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Warranted 50-50 
solder, $40 per 100 Ib., medium, 45- 
55 solder, $38 per 100 Ib.; tinners’ 
40-60 solder, $37 per 100 Ib.; high 
speed babbitt metal, $20 per 100 Ib.; 
standard No. 4 babbitt metal, $13 
per 100 Ib. 


STEEL SHEETS.—The market is gain- 
ing strength and the demand is quite 
active. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: 28-gage galvanized 
sheets, $5 per 100 Ib.; 28-gage black 
sheets, $4 per 100 Ib. 

STOVE PIPE, COAL HODS, ETC.— 
Prices are firm and there is a steadily 
increasing seasonable demand. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: jest full gage pipe, 
30 gage, 12c.; 28 gage, 13c.; 26 gage, 
lit%ec. per joint. Corrugated elbows, 
20 gage, $1.20: 28 gage, $1.50 doz. 
Galvanized coal hods, 17-in., $5 doz. 
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the actual React 


“BIGGER PROFIT MARGIN’ — 


In August, 1924 we shipped a record- 








breaking number of sets— 


This August we actually shipped 
more than four times as many! 
° ° ° 
Our dealers tell us that the reasons 
for their buying enthusiasm are: 


“THE NEW VALUES”’— 
(A new six-tube licensed Neutro- 
dyne at $110; a new five-tube Latour 
Receiver at $75.00; and two other 
quick-selling new models at higher 
prices.) 


(Greater discounts than ever before.) 


‘REAL DEALER PROTECTION’ — 
(An iron-bound contract direct with 
the manufacturer through the dis- 
tributor.) 


© ° ° 
It is important that you should get 
the details of the Freed-Eisemann pro- 
position! 
Write to the Freed-Eisemann exclusive 
territorial jobber, or write to us and one 
of our executives will reply personally. 


om e, (TM. ns 
a n Aud Crrporalte W 


MANHATTAN BRIDGE PLAZA, BROOKLYN, N. Y. 


FREED~-EISEMANN 


MAS TERY 


IN RADIO 
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Factory Shipments Satisfactory 


Tools Are Very Active 
in New York Area 


URRENT business 


in the metropolitan 


wholesale 


hardware market compares favorably with conditions 
of the same period last vear, but is not quite up to 


the expectation of the local retail trade. 
ms are moving in fair volume. 


chandise and staple ite 


Strictly fall mer- 


Factory shipments are considered satisfactory in prac- 
tically all hardware lines, though there has been some com- 
plaint on deliveries of bolts and scoops. 

Tools have been real active in this section, due, it is said, 
to very favorable employment conditions in mechanical 


lines. 


City dealers find business somewhat irregular. 


Though prices on many spring lines have been announced, 
jobbers say that lawn mowers are about the only items on 
future orders for spring delivery. 


Metropolitan Sales Are Good 


on Household Brushes 


Household brushes are in fairly 


tive demand throughout the New York 


territory. In the suburbs dealers 
port a very active interest in 


used for house cleaning. 


to be satisfactory. 


JOBBERS’ QUOTATIONS TO RE 
TAILERS, F.0.B. NEW YORK 

A discount of 3314 per cent on the 
following household and personal use 
brushes, which are quoted here at 
list prices. 


pear 


Nail brushes, S5c. each; split 
duster, $1.25: cloth brush and skirt 
brush, $1 60: dust mop, $1.90; bath 
brush, medium, $1.95: large, $2.30; 
refrigerator brush, 30c.; pe reolator 
brush, 15¢c.: vegetable brush, ac. > 
dish mop, 35c.; pan greaser, 200. 
dustpan and ~brush, $1; radiator 
brush, 55c.: bottle brush, 35c. 


Early Sled Orders Good. 


Report New York Jobbers 


Jobbers in the New York market re- 


brushes 
Prices are 
not expected to change and stocks ap- | 


finish, 
bronze 


bronze 
blade, 


6 in. blade, 
and with 7 in. 


Same with 
9c. each, 
finish, 80c. each. 
Ladies’ garden 
steel bl: — solid shank, 
He eac 
Me adieiip hoes, 


forged 
handle, 


hoes, 5 in. 
4 ft. 


forged steel blade, 
1% gage, polished and bronzed, socket 
shank, 4% ft. handle, $1.12 each. 
Nursery hoes, forged steel blade, 
polished and bronzed, solid shank, 
4% ft. ash handle, 7 in. blade, Sec. 
each. , 
Onion hoe, square top, polished, 
forged steel blade, 7 x 1% in. bronze 
finish, 4% ft. handle, 80c. each. 
Garden hoes are packed 12 in a 
bundle. 
Warren 
Schuffle 


95¢. each. 
each. 


hoes, 
QVo 


type 
type hoes, 


| N. Y. Demand Is Fair 


for Stove Pipe Dampers 


Fair interest is reported for stove 
pipe dampers which are highly season- 
able at this time. 


factory, and prices are unchanged. 


port a good early demand on sleds at. 


prices shown. 


These are net offerings, 


as announced by jobbers in this ter- | 


ritory. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. NEW YORK: 

Flexible Flyers, No. 1, $2.50; No. 
2? $3.17: No. 3, $4: No. 4, $4.33; No. 5, 
$5.83 Junior Racer, $3.50: Racer, 
$4.33. 

Fire Fly sled, No. 9, $1.14: No. 19, 
$1.37: No. 11, $1.71; No. 12, $1.94, and 
Racer, $2 


Garden Tool Prices 


As Quoted in New Work 


Believing that there is 
1926 prices on garden tools, 


interest 


by New York hardware jobbers. 
prices show some revision, but it 
said these changes are not serious. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. NEW YORK: 
Garden Hoes 


solid 
each. 


steel blade, 
4Xc. 


7 in. 
ash handle, 


Black finish, 
shank, 4% ft. 





we again 
print the schedule of quotations made 
These 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. NEW YORK: 


Stove pipe 
$1.35 per doz.; 5™% in. 
6 in., $1.60 per doz. : é 
doz., ‘and 8 in., $2.60 per doz. 
prices are NET 


dampers, 414 and 5 in., 
$1.50 per doz.; 
in., $2.25 per 
These 


Active Sales Are Reported 


i 
| 


| 


this time. 





i 
' 
i 


on Furnace Scoops in N. Y. 


A good active demand for furnace 


for 1926 | scoops is reported in the New York 


wholesale hardware market. Business 
already obtained on this tiem is said 
to exceed the usual volume on hand at 
No price changes are ex- 
pected tnis season. So far stocks have 
been adequate for local needs. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. NEW YORK: 
Furnace scoops, No. 2, hollow back, 


black steel blade, malleable ‘ID’ han- 
dle, $5.04 per doz.; long handles, $4.80 


per doz.; furnace scoops, No. 2, riv- 
eted back, heavy black steel blade 
and wood “D"” handle, 84c. each; 
long handle, 84c. each. 


Stocks appear satis- | 








} 
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Weatherstrip Now Active 
in the Metropolitan Area 


New York jobbers report consider- 
able activity in all kinds of weather- 
strip. Retail sales are beginning, and 
it is thought likely that this will be 
one of the most active fall items in 
this territory. Prices are firm, and 
stocks appear satisfactory. 

JOBBERS’ QUOTATIONS ng RE- 

TAILERS, F.O.B. NEW YOR 


Wirt’s weatherstrip, pac ay 500 ft. 
to the reel, maroon, $27.50 per reel; 
White, $35 per reel. 

Nero weatherstrip, in 
Maroon, $21 per reel or 
100 ft. 

Metropolitan 
ft. rolls, No. 0 


500 ft. reels: 
$4.20 per 


weatherstrip, in 100 
and No. 1, $1.80 per 
roll; No. 1%, $2.55 per roll, and No. 

$2.90 per roll. No. 4, $3.60 per roll, 
and No. 7, $4.35 per roll. 

Metallic we atherstrip, in 
No. 38, $2.15 per roll; 
* roll, apd No. 40, 


100 = sft. 
rolls: No. 39, 
5 $2.90 per 
100 ft. rolls: 
No. 19, $2.75 


Felt weatherstrip, in 
No. 18, $2.35 per roll; 
per roll, and No. 20, $3. 75 per roll. 

Flexible weatherstrip, in 100 ft. 
rolls: No. &, $1.90 per roll; No, 9, 
$2.30 per roll, and No. 10, $3.05 per 
roll. 


Future Orders Very Good 
on Various Snow Goods 


Jobbers in the metropolitan territory 
report exceptionally good demand on 
snow shovels, sidewalk cleaners, snow 
Such 
orders call for October delivery. Prices 
Stocks 


pushers and other snow goods. 


are not expected to change. 


are very good. 











Reading matter continued on page 98 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. NEW YORK: 

Long handled snow shovels, $4.50 
per doz.: American steel, $9.35 per 
doz.; galvanized steel (2% x 16 in.), 
$11.40 per doz.; Menzie shovels, $10.80 
per doz. 

$12 per 


Snow pushers, 12 x 18 in., 


doz.; 12 x 24, $16.20 per doz. 
Street cleaners, 12 x 31, $33 per doz. 
Sidewalk scrapers, solid shank, 


7 x 44, black finish, $4.20 
sidewalk sc rapers, 7 x 5, 


black finish, $6 per doz. 


steel blade, 
per doz.; 
half polished, 


Heavy Demand Is Reported 
for Wine Presses in N. Y. 


Wine presses have been very active 
New York hardware market, 
particularly with the suburban trade. 
Some jobbers report a particularly ac- 
tive demand calling for prompt ship- 
unchanged and 


in the 


ments. Prices are 
wholesale stocks not very heavy. 
JOBBERS’ QUOTATIONS oe RE- 
TAILERS, F.O.B. NEW Y vor : 
Press, No. 1, $6.70; No. 
2%, $10: No. 3, $12.75, 
$16. 25 each. 
Presses, 


$8.60; No. 


2, el No. 
and No. 4, 


“% No. 2 
, $14, and 


ae 
* No. 


with 
2%, $11.15 


No. 4, $17.30 each. 

Boss crushers, aluminum teeth, $6 
each. 

Double roller, $10. 

Fruit presses, 2 qt., $2.95; 4 qt., 
$4.60; 6 qgt., $6.25; 12 qt., $8.75. 


Saw Bucks Are Quoted at 
$6.25 Per Dozen 


New York hardware jobbers 


dealers. 
no price change 
present time. 











are 
quoting saw bucks at $6.25 per doz. net. 
This is a highly seasonal item, and is 
receiving considerable attention from 
Stocks are satisfactory, and 
is foreseen at the 
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Stove Goods Now Selling; 


Stocks Appear Adequate | 


Stove boards and other miscellaneous 
items which come under the classifi- 
cation of stove goods are now selling 
actively in the New York wholesale 
hardware market. Prices are fairly 
uniform, and others have been well 
assorted. 

JOBBERS’ QUOTATIONS a a RE.- 

TAILERS, F.0.B. NEW YORK 

Stove boards (paper lined), 24 x 24, 
$8.40 per doz.: 26 x 26, $9 per doz.; 

28 x 28, $10.05 per doz.; 30 x 30, $12 

<7 doz. ; 32 x 32, $14.75 per doz.; 

x 35, $17. 40 per doz., and 32 x 42, 
$19 Ri) per doz. 


Christmas Tree Stands Active 


As Future in New York 


New York jobbers report a particu- 


larly active early demand for Christ- | 


mas tree holders. These will be de- 
livered in November in most cases. 
Prices given here are representative, | 
and are not expected to change. 
JOBBERS’ QUOTATIONS TO RE.- 
TAILERS. F.0O.B. NEW YORK 
Christmas tree stands, Gem, $1 per 
dozen; Crown, No. 2, $7.86 per dozen; 
in box lots, $7.50 per dozen; Crown 
No. 3, $13 per dozen, and in box lots, 
$12.50 per dozen 


Cotton Gloves Are Selling: 
Prices Firm; Stocks Good 


The usual September demand for 
cotton gloves is in evidence in the New 
York hardware market. Prices through- 
out the city are fairly even, and stocks 
are considered very good. 

JOBBERS’ QUOTATIONS TO RE. 
TAILERS, F.0O.B. NEW YORK: 

Cotton gloves, 6 oz., canvas. $1.40 
per doz. pair; 9 oz. canvas, $2.4 per 
doz. pair; 8% oz. Jersey, $2.16 per 
doz. pair; 8 oz. with leather palm, 
$3.84 per doz. pair, and & oz. Gaunt- 
let type, $4.20 per doz. pair. 


Dealers Placing Axe Orders; 
October Delivery Specified | 


Jobbers report a fairly good volume 
of early axe orders, which call for de- 
livery in October. The trade does not 
expect a change in price or any stock 
shortage. 

JOBBERS’ QUOTATIONS TO RE- 

TAILERS, F.0O.B. NEW YORK: 

Axes, Long Island pattern, 2% to 

3 Ib., $1.69 each; Connecticut pat- 

tern, 2% to 31, lb., $1.70 each; 3 to 4 

lb., $1. 75 each, and 4 to 5 Ib., $1.81 

each. Columbia attern, 3% to 4% 

Ib., $1.80 each; 4 to 5 Ib., $1.85 each, 

and 5% iIb., $1.95 each. Kentucky 

pattern, 3 to 4 Ib., $1.45 each; 4 to 5 

lb., $1.58 each. 

New England pattern, 3% 3% 

Ilb., $1.75 each, and 3% to 4 4b. "$1.80 

each. Jersey pattern, 3% to 4% lb., 

$1.80 each, and 4 to 5 Ib., $1.85 each. 
House axes, Plumb, $1.04; Jim 

Dandy, 90c., and Red tover, 98&e. 

each. 

Competitive grade axe, Tic. | 








| as highly seasonable at this time, and 
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Moderate Screw Demand 
Reported in New York 


As in the case of other staples, the 





demand for screws is strictly of a fill- 
in nature in most parts of the city. 
Stocks generally are satisfactory, and | 
prices uniform. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. NEW YORK 

Wood screws, iron beteme. flat 
head, 80 per cent; iron blued, round 
head, 77% per cent; brass, flat head, 
77% per cent; brass, round and oval 
head, 75 per cent. 

Hot galvanized, flat head, 65 per 
cent; same, round head, 62% per 
cent. 

Nickel plated, flat head, 70 per 
cent; same, round head, 7 per cent. 

Brass plated, flat head and round 
head, 67% per cent. 

EXTRAS—20 to 20 and 5 per cent. 





Shelf Bracket Demand Fair. 
in New York Market 


Fair sales are reported for shelf 
_brackets in the New York hardware 
' market. This line may be considered | 


it is thought likely that more interest 


will be shown the latter part of sep- | 


tember. Prices are firm and stocks ap- | 
pear to be in good condition. | 
JOBBERS’ QUOTATIONS hg RE- 
TAILERS, F.0O.B. NEW YORK 


Shelf brackets, 3 x 4, 85c, per doz. 
pair; 4 x 5, $1.13 per doz. pair: 6 x 8, 
$1.98 per doz. pair; S x 10, $2.70 per 
doz. pair. Net. 


Rubbish Burner Prices As 
Quoted in N. Y. 


Metropolitan hardware jobbers are 
announcing prices on rubbish burners, 
which will soon be very active in the 
suburban territories. These are used 
considerably for the burning of leaves. 
Prices are fairly even throughout the 
city; stocks are adequate. 

JOBBERS’ QUOTATIONS TO RE- 

TAILERS, F.O.B. NEW o_o 


Rubbish burners, No. 1, $3. 3 each: 
No. 2, $4.35 each; No. 3, $6. each, 
net. 








Fill-In Demand Reported for 
Bolts and Nuts 


The local demand for bolts and nuts 
is reported as being of a fill-in nature. 
Prices are firm and stocks apparently 
very satisfactory. Dealers catering to 
a factory trade report only mild inter- 
est from such sources. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. NEW YORK | 








Boits. — Common carriage nite 
small sizes and large sizes, 20-10 per 
cent. 


Machine bolts, all sizes, 40 and 10 
per cent. 

Lag screws, 50 per cent. 

Stove bolts. 75-10 per cent: both 
flat and round head. 

Sink bolts, 75 to 75 ard 10 per cent. 

Tire bolts, 45 to 50 per cent. 

Step bolts, 33144 per cent. 
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Machine bolt shields, 65 per cent. 

Prices vary in different sections of 
the city. 

Spring cotters, 30 per cent. 

Copper rivets and burrs, 25 per 
cent. 

Round head iron rivets, 55-5 per 
cent; tinners’ rivets, black and tin, 
60 per cent. 

Machine screws, round head and 
flat head, iron 70-10-10 per cent, and 
brass, 70 per cent. 


Oil Heaters Are Active, 
Particularly in Suburbs 


In the suburban districts supplied 
by New York City jobbers, oil heaters 
have been very active in the past ten 
days. There has been a particularly 
good demand on Long Island beyond 
the section supplied with gas. Prices 
have not been changed and distributors 
do not expect any revision in the near 
future. Stocks apparently are satis- 
factory. 

JOBBERS’ QUOTATIONS hn RE- 

TAILERS, F.0O.B. NEW YOR 


sty ye 
oe ae) SS . a 6 oe 60 ee & 66% 0 ee 
No o. 73 3 wc saccriecececs Be 
INO. FO @ WUMIOTO. .. wc cc cccccccee SOO 
No. 76 & burmers............... '. 39.50 


Perfection dealer's discount, 30 and 





» per cent on lots of 10 or more: on 
less than 10, 30 per cent. 

PURITAN (Improved Model)— 
PU@. 42 FZ. DUTMOTS... occ ccccvesccs shee 
INO. BS SB DUPUCTS....-ccccccccere See 
Pee. GO @ BP MONS. «cco ccc'ccsvcess 28.50 

Puritan discounts sume us Lerfec- 

tion 

NESCO— 
De, «Ee BD BBPTIOT.... ccc ccccccee Se 
POD. Bee © WUPMOTS. .. oo ccc cccces 17.35 
ee. Bem BS WUPMOTR. .. ccc. ccccecs 22.50 
No. 214 4 Se eee 28.00 
INO. Bee & DUPMOTE....cccccccccs 39.50 
No. 1102 high shelf only........ 5.25 
No. 1103 high shelf only........ - 6.50 
No. 1104 high shelf only........ 8.00 
No. 1105 high shelf only........ 9.75 

Nesco dealer’s discount, 30 and 5 
per cent in lots of 10 or more, 30 
and 5. 
Ovens 

io +: ioe 2 
No. burner plain door...$2.50. 
No. sc : burner glass door... 2.7 
No. 121G 1 burner glass door... 4.90 
No. 122G 2 burners glass door... 6.00 
SEE > bbe One cng aad eeuke ss cee 6.15 


Dealer's discount, on 10 or more. 
30 and 5 per cent; less than 10, 30 


No. 42G 2 burners glass door....$5.25 
De aler’ s discount, 10 or more, 30 
and 5 per cent; less than 10, 30 per 





cent. 
NESCO— 

No. 05 1 burner solid door......$2.10 

No. 5 1 burner glass door...... 2.25 

No. 0610 1 burner solid door...... 1.15 

No. 101 burner glass door...... 1.40 

No. 020 2 burners solid door..... 5.15 

No. 20 2 burners glass door..... : 5.40 

No. 030 2 burners solid door..... ».40 

No. 30 2 burners glass door..... 5.70 
Dealer’s discount, 30 and 5 per cent. 

Water Heaters 

I cet Cie ee Eee a ieee aie $15.00 

Peewecurem IO. GIB... cccccccvces 40.00 

Perfection No. 421.............. 80.00 


Nesco discount, 50 and 5 per cent; 
Perfection discount, 30 and 5 
cent in lots of 10 or more; less than 
10, 30 per cent. 


Wicks, Etc. 


Perfection and Puritan, $4 per doz. 
and $48 per gross. 

Discounts, same as on oil cook 
stoves, ovens and heaters. 





















A THOUGHT FOR TODAY! 


IF it’s not on your shelves you can't sell 
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Two Million Separators Must Be 
Replaced During the Next Five Years 


T least two million cream separators must be replaced during the next 
five years in order to prevent an enormous loss of butter-fat. This 
gives an idea of the magnitude of this industry. 
At least half of these will be De Laval Separators. This gives an idea 
of the business awaiting De Laval Agents. 
| There never was a better time for selling cream separators, and there never 
was a cream separator so good as the present De Laval. It has the wonderful 
“Floating Bowl,” the greatest cream separator improvement in 25 years. 
The new De Laval will skim cleaner than any other machine in existence; 
it will last far longer; is easier to handle, and runs easier than any other 
machine—especially when milk is going through the bowl. (Comparative 
tests invited.) 


Will You Get Your Share of This De Laval Business? 


OU will if you have the De Laval Agency and then go after the business 
ageressively, with all the De Laval prestige and sales helps at your com- 
mand. And you can have the De Laval Agency if you can convince us of 
your earnest desire to expand this end of your business. We are now con- 
sidering agency applications; send yours in. | 
In addition there is the De Laval Milker business, which is developing 
rapidly and has great sales possibilities for live-wire agents. 





De Laval Leadership is 


based on: The De Laval Separator Co. 


165 Broadway; 600 Jackson Blvd.; 61 Beale St. 
New York Chicago San Francisco 





1. Invention of the original separator. 

2. Every important improvement originated by De 
Laval. Gentlemen: I am interested in securing 

3. 47 years of service—4 million sales. 7 ; : Aye ane 

4 the agency for the sale of (check which): 


. Approximately as many machines in use as all 
other makes combined. 


. More than 1100 prizes and awards. 
. The world’s largest and best equipped factories. 


. Most skilled organization and best centrifugal 
engineers. 





[|] De Laval Cream Separator 
'] De Laval Milker 






NID oO 










8. The greatest factor in the development of dairying is oe Gis oe es en he Oe eee ees 
—now the largest and most profitable branch of 
agriculture. a 
9. Development and perfection of the De Laval nD sain to ab Oe NE ais e:t aecermcenie 
Milker. 
. The most advertising and merchandising helps. I an ted ae tain SEE eee 
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Weather Hampers Fall Trade in Cincmnati— 


Building Program Helps Sale of Builder’s Hdw. 


(Cincinnati office of HARDWARE AGE) 


EMAND for fall merchandise has not been as heavy as job- 
bers had anticipated, due principally to the fact that warm 
weather has postponed the development of fall retail trade. 
The dry, hot spell which prevailed here for an extended period, 
however, proved to be a boon to those firms engaged in building 


activities. 


Sales of builders’ hardware, eaves trough and conductor 


pipe, paint, and roofing materials have reflected the wide scale 


of construction work. 


Orders for such seasonal items as sleds, ice and roller skates, 
oil heaters, scooters and weatherstripping are beginning to come 


in, despite the handicap of the weather. 


Jobbers believe that 


liberal bookings will be recorded on fall goods in the next two 


weeks. 


While retailers are displaying no inclination to stock heavily 


on any item, they are careful to have goods on their shelves when 


their trade calls for them. 


It is of significance that the volume of business done by jobbers 


is running slightly ahead of that 


transacted a year ago. The gain 


is so small that it is almost negligible, but it indicates that sales 


are holding up fairly well. 


Few price changes have occurred. 


A slight advance has been 


made in roofing material, but, aside from this item, quotations 


have maintained a firm position. 


fall goods are showing strength. 


Prices recently established on 


Retailers are evidencing normal interest in staple merchandise. 
Shipments from jobbers’ warehouses have been well distributed 


throughout Cincinnati territory. 


Hardware retailers state that their sales are about 10 to 15 per 


cent below those of last year. 


AUTOMOBILE 
Movement of goods 
good, although the warm weather has 
retarded the sale of fall items, such as 
chains. The demand for tires is hold- 
ing up well and no further advances in 
price have been registered. Total book- 
ings to date this year show a small in- 


crease over the corresponding period in | 


1924. Delivery of tires and tubes is 
better, but is still somewhat delayed. 


Alicohol.—63c. gal. in 50 gal. drums; 
charge of $6 for drum, which money 
will be refunded upon return of the 
drum in good condition. 

Tires.—30 x 3 Beaver fabric, $6.25; 
20 x 3% Beaver cord, $10; 30 x 3% 
Badger cord, $13; 30 x 3% Commer- 
cial cord, $15.50. 


Tubes.— 30 x 3% standard grey 
tubes, $1.90. 

Chains.—McKay tire chains, 1 to 9 
pairs, 30 per cent off list; 10 to 49 


pairs, 35 per cent off list; in lots of 


50 pairs, 40 per cent off list. 30 x 
31, $4.50; 31 x 4, $5.50; 33 x 4, $5.75; 
34 x 4%, $6.75; 30 x 5, $6.75; 33 x 5, 
$7.50. Standard balloon tire chains, 


29 x 440, $5: 29 x 495, $5.50; 30 x 577, 
$7; 32 x 577, $7.50; 35 x 660, $19. 
A fair demand is evidenced by 


AXES. 
the retail trade. Shipments from job- 





bers’ stocks are rather light, but are | 


about normal for this time of the year. 
Prices remain steady and no changes 
are thought to be imminent. 

We quote from Cincinnati jobbers’ 
stocks: Dreadnaught single bit base 
weight $19.65; Dread- 
naught weight un- 
handled axe, 


handle axe, 
single bit base 


$14.55: double bit base 


ACCES SORIES.— | 
has been fairly | 


weight handle axe, $24.75: 
base Weight unhandled axe, $2 


BOLTS AND NUTS. — Prices are 
fluctuating to a considerable extent. 
Differentials between quotations of two 
dealers on the same item often vary 
/as much as 15 per cent. Retailers are 
displaying caution in making pur- 
chases for future delivery. The volume 
of business being done is only fair. 

We quote from Cincinnati jobbers’ 
stocks: Machine bolts, large, 50 and 
10 off; small, 50, 10 and 10 off; car- 
riage bolts, large, 50 off: small, 50 

and 10 off; stove bolts, 75 off; semi- 
finished nuts, ,;-in. and smaller, 75 
off; larger sizes, 65 off. 
BUILDERS’ HARDWARE.—Jobbers 
report increased sales in the past two 
weeks. While the 
not been pronounced, it has been of 
sufficient importance to warrant op- 
_timistic predictions as to fall business. 
|Continued activity of those firms spe- 
| cializing on contract jobs has been on 
| 


double bit 
20. 


an extensive scale. The large number 
of schools, hotels, apartment houses, 
churches and other sizable structures 
has been beneficial to the _ builders’ 
hardware trade. Quotations show no 
signs of changing in the immediate fu- 
ture. 


We quote from Cincinnati jobbers’ 
stocks: 

Hinges.—Heavy, 60, 10 and 10 off; 
light, 60, 10 and 10 off; extra heavy 
T, 60, 10, 10 and 5 off. 


improvement has | 





Hasps.— Common hinges, 70 off; 
safety hasps, 3-in., 95c. single per 
doz.; 4%-in., $1.25; 6-in., $1.75. 

Butts.—Steel, dull brass and an- 
tique copper, case lots, 3% x 3s. 
20c. per pair net; 4 x 4, 28c. In less 
than case lots, 3% x 3%, 22c.; 4 x 4, 


30c. 


EAVES TROUGH AND CONDUCTOR 
PIPE.—Sales have been good, due to 
the widespread building activities and 
to the normal amount of repair work 
that develops each fall. Retailers are 
well stocked to care for their custom- 
ers. Prices are unchanged from pre- 
vious quotations. 


We quote from Cincinnati jobbers’ 
stocks: 2S8-gage, 5-in. eaves trough, 
$5.50 per 100 ft.; 28-gage, 3-in. corru- 
gated conductor pipe, $5.75 per 100 
ft.; 3-in. corrugated conductor el- 
bows, $2.16 per doz.; 29-gage, 3-in. 
corrugated conductor elbows, $1.51 
per doz. 


FILES.—Normal activity is reported in 
this commodity. Prices are steady and 


| dealers are well taken care of as far as 











their immediate needs are concerned. 
Retailers are buying only in small 
quantities to cover requirements for a 
short period. 

We quote from Cincinnati jobbers’ 
stocks: Black diamond files, 40, 10 
and 10 off list; Keystone files, 70, 10 
and 5 off list. 

GALVANIZED WARE.—A few jobbers 
have made changes in their prices, but 
the majority of them are adhering to 
the schedule which has prevailed for a 
number of months. Movement of job- 
bers’ stocks is brisk. Bookings in the 
past two weeks exceed those of the pre- 
vious two weeks. 
We quote from Cincinnati jobbers’ 


stocks: 
Galvanized Pails.—10-qt., $2.25 per 
doz.; 12-qt., $2.45 per doz.; 14-qt., 


$2.75 per doz.; 16-qt., $3.35 per doz.; 

galvanized tubs, No. 1, $6.40 per doz. 
GLASS.—The local market is dull, al- 
though a fair number of sales have 
been made. Retailers are exhibiting 
caution in placing orders for future 
delivery and seem content to cover 
their needs only for the present. Prices 
are firm. 

We quote from Cincinnati jobbers’ 
stocks: Single strength A and B, first 
three brackets, 90 per cent discount; 
double strength A, 88 per cent dis- 
count; double strength B, 89 per cent 
discount. 

HAMMERS AND HATCHETS.—A 
slight pick up in demand is indicated 
by the trend of sales. Orders are con- 
fined to small quantities for quick ship- 
ment. Prices are unchanged. 

We quote from Cincinnati jobbers’ 
stocks: Hatchets, No. 2961, $11.20 
doz.; hammers, No, 81, $10.50 doz.; 
Boy Scout, $11 doz. 

ICE SKATES.—Scattered orders are 
beginning to dribble in for ice skates. 
It is a little early yet for business to 
be placed in large quantities, but job- 
bers declare that their salesmen are re- 
ceiving considerable number of inquiries 
about ice skates. 
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We quote from Cincinnati jobbers’ 
stocks: 

Cheap ice skates, 84c.;  nickel- 
plated, $1.25; nickel-plated hardened 
runner, $2.20; lady’s ice skates, $1.15; 
hockey ice skates, $1.10. 


LAMPS.—tThe retail trade is placing a | 
moderate number of orders for gasoline | 


lamps. With the change from daylight 


saving to standard time due within a | 


few weeks in this territory it is ex- 
pected that accelerated demand will ap- 
pear for lamps. 


We quote from Cincinnati jobbers’ 
stocks: 

Quick Lite gasoline lamps, Col 
+ $7; C324, $7; 


$7.40: €329, $6.25; C318, 
Quick Lite lanterns, 1.327, $5.25; L427, 
$6 


MOPS.— Increased demand is reported 
by jobbers. Shipments are normal for 


early fall season. Prices remain the 
same and are firm. 

We quote trom Cincinnati jobbers’ 
stocks: O’Cedar line with handles, 
No, 3. $14; No. 4, $10; No. 5, $10: 
NO 10, $14. 

NAILS.—The retail trade is eliciting 


a little more interest in the buying of 
nails. Jobbers are holding firmly to 
the price of $2.95 per keg on common 
wire nails and every indication points 
to a continuation of this quotation for 
some time. Retailers are pursuing a 
hand-to-mouth policy in making pur- 
chases. 


We quote from Cincinnati jobbers’ 
stocks: Common wire nails, $2.95 
per keg; cement coated nails, $2.40 
per keg. 


OIL HEATERS.—The approach of 
colder weather has stimulated the de- 
mand for oil heaters. Already retail- 
ers are beginning to send in orders for 
small lots. Jobbers are well stocked 
to meet current business. 


We quote from Cincinnati jobbers’ 
stocks: 


Nesco No. 12, $3.70; No. 14, $4.50; 
No. 15. $1.50: No. 016, $5.35: No. 0190, 
$6.85. 


PAINT.—The weather during the past | 
month has been unusually favorable for | 
outside painting jobs and both retail- | 
ers and jobbers have profited thereby. | 


Building activities have been proceed- 


ing at an exceptionally rapid pace. | 


Prices are firm, with no changes re- | 
~SAWS.—Normal demand is manifested 


corded. 
We quote from Cincinnati jobbers’ 
stocks: Ready mixed house paints, 


Power Drive for Cutting 


and Threading Pipe 


QO. 44 Beaver Power Drive is the | 


name of a new portable electric 
machine recently developed by 
The Borden Company, Warren, Ohio. 
It is intended for regularly cutting and 
threading ™%4 to 2 inch pipe, using any 
type or kind of hand operated die 
stocks or pipe cutters. A Universal 
sliding extension shaft is furnished to 
cut and thread up to 6 inch pipe, in- 
clusive, using geared die stocks or 
cutters. 
The operation is said to be simple. The 
pipe is inserted in the machine and 
rigidly held by a Universal] chuck. The 


| ly in 
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gal.;: linseed oil, single 
per gal.; turpentine in 
2-barrel lots, $1.02 per gal.; white 
and red lead in 500-lb. kegs, 15'4%4c. 
per Ib, less 10 per cent. 


ROLLER SKATES.—Popularity of 
roller skates is being attested to by the 
call for them experienced by retailers. 
The skating season will soon be in full 
swing and jobbers are supplying plen- 
tiful stocks to their customers in an- 
ticipation of good business. 
We quote from Cincinnati jobbers’ 


$2.75 per 
barrels, $1.05 


stocks: 
Nos. 4 and 5, $1.45: No. 6, $1.55. 
ROPE.—Straggling orders are coming 





in from the retail trade. Prices are un- 


changed. 

We quote from Cincinnati jobbers’ 
stocks: fest grade Manila _ rope, 
Ocean brand, 25%4c¢. per Ib.; Plym- 
outh brand, 264 c¢. per Ib.; sisal rope, 


loc. per lb. 
ROOFING MATERIAL.—A small ad- 
vance has been made in the price of 


coating and roofing cement remain the 
same. Good bookings are reported by 
the jobbing trade. 


We quote from Cincinnati jobbers’ 
stocks: 

Roofing Paper.-—- Light standard, 
$1.05: medium standard, $1.30; heavy 
standard, $1.55; light Holdfast, $1.30; 
medium Holdfast, $1.55: heavy Hold- 
fast, $1.80; K red and green slate 
surface, $1.95. 

Roof Coating. — Coal tar, 
in barrel lots, 24c. per gal.; in half 
barrel lots, 27c. per gal.; coal tar, 
crude, in barrel lots, 25c. per gal.; 
in half barrel lots, 28c. per gal. 

Roofing Cement.—In 1-lb. cans, 32 
to the case, 15c. per lb. net; in 3-lb. 
cans, 12 to the case, 13c.; in 5-Ib. 
cans, 12 to the case, l1lec.; in 10-Ib. 
cans, 10c.: in 25-lb. cans, 9c. 


PRESERVING 
in orders are still being received by 
local jobbers, but the bulk of this sea- 
son’s business has been placed. 


refined, 


Prices remain 
steady and unchanged. 


We quote from Cincinnati jobbers’ 
stocks: 

Bottle Capper.- 
padded, $10.80; wood base, $11; 
base plain, $10. 

Strainer Set. — Everedy 
stand, $4; strainer bag, $2; 
bag, $4. 


Everedy steel base 
steel 


strajner 
ilter 


by retailers and shipments, while most- 
small lots, total a substantial 
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| amount. 











their fall needs. 
roofing paper, but quotations of roof | 


EQUIPMENT. — Fill- | 


Job- | 
bers feel that the present season has 
_been a profitable one. 
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Prices have undergone no al- 
teration. 
We quote from Cincinnati jobbers’ 


stocks: Disston D8 line, 20-in., 
$24.40; 22-in., $26.20; 26-in., $29.50; 


Atkins Junior Mechanic, 20-in., $19. 


SCREWS.—Retailers have been plac- 
ing a considerable volume of business. 
Buying is limited principally to suf- 


ficient stock to meet current require- 
_ments of the retail trade. 
_ the same. 


Prices are 


We quote from Cincinnati jobbers’ 
stocks: 

Flat head bright screws, 80, 20 and 
71% off list: flat head blue screws, 80, 
10 and 121% off list; flat head brass 
screws, 80, 10 and 5 off list; round 
head blue screws, 80, 10 and 7% off 
list; round head brass screws, 80 and 
5 O list; round head nickel-plated 
screws, 75 and 10 off list. 


SCOOTERS.—Retailers are beginning 


to order in generous numbers to cover 
Scooters have become 
highly popular in this city and retail- 
ers are counting upon this extraordi- 


nary favor to bring them a big season. 


We quote from Cincinnati jobbers’ 


stocks: 
Gee-Whiz, $2.40; No. 110, $38; No. 
111, $3.20; Scootaway, $2.30. 


SLEDS.—Receipts of small orders for 
sleds by local jobbers is proof that re- 


tailers are beginning to turn their 
| thoughts toward the future sales of this 
| commodity. 


Gradual increased book- 
ings are expected as the fall season 
progresses. 
We quote from Cincinnati jobbers’ 
stocks: 
Steering Sleds. ~No. 96, $11.25; No. 
210, $20.75; No. 100, $14; and No. 200. 
$16.50; Flexible Flyer, 33% per cent 
off list. 
WEATHER STRIPPING.—Demand is 
slowly developing from the retail trade. 
Hot weather has retarded sales, but 
scattered orders are reported by job- 
bers. 


We quote from Cincinnati jobbers’ 


stocks: 
Wood and rubber weather strip- 
ping, No. 1, $14.50 per 1000 ft.; No. 


» > 
1%, $20.50 per 1000 ft.; No. 4, $29 per 
1000 ft.; No. 7, $35 per 1000 ft. 
__ Wood and felt weather stripping, 
No. 71, $17.50 per 1000 ft.; No. 71%, 


$24.50 per 1000 ft.; No. 75, $42 per 
1000 ft. 
All rubber weather stripping, No. 


9, $2.10 per 100 ft.; No. 10, $2.85 per 
100 ft.; No. 11, $3.50 per 100 ft. 


die stock or pipe cutter is placed on 
the pipe as when cutting or threading 
by hand. The handle of the tool rests 
on a sliding bar at the side of the ma- 
chine. When the current is turned on 
the pipe revolves while the tools stand 
still. 

It is claimed to perform a complete 
job of cutting, threading and fitting 
without removing the pipe from the 
machine. It is said to be easily port- 
able, weighing only 230 pounds. It 
is regularly equipped with a % hp. 
Heavy Duty, 110-220 volts, a. c., 60 
cycle, single phase motor and is oper- 
ated from an ordinary light socket. 
Special motor equipment is available 
for localities where standard equipmen 
is not suited. : 
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1 Copper Wash Boilers 
She has vowed to get a new one 


‘*She has a crippled old wash boiler bottom to stand wear of drag- 
—battered, dented, handleless, leaky ging on and off stove— 
and very much abused. 
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Handles that stay on—can’t 


“and a hundred times she has work loose and, maybe, scald 
- looked at it pitifully, and threatened the laundress. 

to get a new qne—a good all- 

copper boiler that will last. The shape stays the same— 























because top of sides is rolled 


Why hasn't she bought it? around heavy steel rod. 


But the question is: why hasn't 
some dealer used the power of 
suggestion on her—why hasn’t 
some one asked her to buy— 
asked her when she came in the — 
store, asked her through adver- Boiling kills the germs—and 
tising? gives sweet clean cloths. 


It’s a boiler for long years of 
hard use—and abuse _ too. 
Sizes: Small, medium, large. 


You don’t have to ask a woman The wrapper tells a story—read- it 
to buy a ROME SOLID 1o your customer, little more is 
COPPER BOILER—just needei to make the sale. 

show it, then explain the 


features: To give you complete information, 
we have published a new catalog— 
Solid Copper sides and wash boilers and entire line de- 


bottom—heaviest on the scribed. Your address please. 


ROME MANUFACTURING COMPANY 


Rome New York 
New York, 342 Madison Ave. Boston, 60 Jndia Street 
Chicago, 1528 Lytton Bldg. Seattle, 302 Pioneer Bldg. 


San Francisco, 610-614 Wells-Fargo Building 
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ROME COPPER and ALUMINUM UTENSILS 
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Freshly ground coffee is better coffee. Good 
coffee, freshly ground in an ARCADE CRYSTAL 
COFFEE MILL is a guaranteee of coffee satis- 
faction. Its merits will convince your customers. 








* 


Good Housek 
>. * institute 


ete » 
SEKEEPING MAS 





No. 4 CRYSTAL No. 3 CRYSTAL 


The Coffee Mill has a place of its own in the up-to-date 
kitchen, and the modern house-wife, being practical, as well 
as discriminating in appearance, desires a mill that will harmo- 
nize with other kitchen furnishings and render the service 
desired. 

Arcade Crystal Coffee Mills are universal favorites, and their 
popularity is justified by appearance and meritorious per- 
formance. Finished in white, blue, or black enamel, with 
grinding burrs adjustable to any degree of fineness. Has 
airtight glass contaner for the coffee beans, and graduated 
glass to measure the ground coffee. A stock of these mills 
means profit for you. 


Try This 
on 
Your 


* ustomers i 


FORD RADIATOR CAP 


Here's a novelty item that’s a sure fire seller. You can cap- 
ture sales from all sources. Give it a try and convince your- 
self. It is a great little convincer. 


A real simulation of the Ford Coupe in cast iron, mounted 
on a regular style Ford Radiator Cap. Coupe is 5 inches 
long, and 3 inches high. Attractively finished in black enamel 
with bright nickel plated wheels. Gold body stripe painted 
around car. 


Write us for catalog—Ask your jobber for prices 


ARCADE MANUFACTURING COMPANY 


Freeport, Ill. 
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Single Stroke Poster Block 
Alphabet 
(Continued from page 71) 
to No. 18. Brushes smaller than No. 4 should 
not be considered as they will not retain their 
shape and very often part in the center when 


writing. For very small lettering it is always best 
to use the lettering pen. 


Something 
NEW 


Ball Bearing 


ROLLER 
SKATES 





Of course the regular prepared show card inks 
are the best, but for those who would prefer to 
mix their own, almost any ordinary dry color, 
in powder form may be reduced to paste suit- 
able for brush use by mixing with a small quan- 
tity of mucilage and a few drops of glycerine, 
then thin with a few drops of water to a con- 
sistency that will work well in the brush. If the 
ink is too thick it will make ragged or irregular 
lines, and if too thin the brush will not retain its 
flat chisel edge. This same ink may be used for 
pen lettering by the addition of sufficient water 
so it will flow freely from the pen point. 

The beginner will find this Poster Block an 
ideal alphabet to practise on, as it is one of the 
most rapid styles of the single stroke variety. It 
may be made any thickness or height so long 
as the strokes forming each letter are of equal 
thickness. These letters will present a more fin- 
ished appearance if either underlined with thin 
black pen stripe or the letters shaded with a 
light gray, or blue tint. 

In copying this alphabet hold the brush the 
same way you would when writing with a pen- 
cil, and be sure to practise the different strokes 
shown at the bottom of plate. 
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Indianapolis 


(Continued from page 73) 


Retail Hardware Association of Indianpaolis, called: 
“THE HARDWARE STORE 
An Intimate Study 
of 

Margin 
Expense 

Profit, 

1925 Edition,” 

price, $1.00: Let me tell you that you could not spend 

a dollar to better advantage than to send for this 

pamphlet. The first article is headed: “WHAT IT 

COST TO SELL HARDWARE IN 1924, COVERING 

1267 STORES IN 43 STATES.” Would you like to 

know the answer? This article starts as follows: 

“Question: What’s the matter with the RETAIL 
HARDWARE BUSINESS? 

Answer: Nothing except those engaged in it are not 
making money. Aside from that it’s a perfectly 
good business. : 
When 1267 retail hardware merchants in 43 states 
sell an average of $61,000 and only get a profit of 
44 cents on each $100.00 sales surely something is 
wrong. That’s exactly what happened in the retail 
hardware business in 1924.” 


Then this pamphlet goes on in a simple and clear 
manner to instruct a retail merchant how to analyze 
his sales, profits and losses. The study of hardware 
stores is divided into groups according to volume of 
sales, and these groups are still further divided into 
states. By a study of this pamphlet, a comparison can 
be made of the comparative success of retail hardware 
stores in the various states of the country. There is 
an analysis of the experience of stores in small, me- 
dium and large towns. There is a study of stock turn 
or turnover. There is a comparison of the results of 
a large number of retail hardware stores in 1923 and 
1924. There is a chart on page 47 of this pamphlet 
comparing the sales of retail hardware stores with 
those of mail order houses and general business. Every 
hardware jobber in the United States should put on his 
glasses and carefully study this chart. If he has any 
brains whatever, a certain question in regard to the 
future of his business will be apparent to him! 


One Half Make Only a Bare Living 


Now, I was discussing some of these facts that I 
gathered on this trip with one of the best-posted men 
in the United States on retail conditions. I expressed 
my surprise that according to the statistics gathered 
by the National Retail Hardware Association, 50 per 
cent, or 1%, of all the retail hardware merchants in 
business were not making any money. “Isn’t this a 
terrible condition?”—I asked. This gentleman smiled 
and replied—‘“‘No. It is not as bad as it appears on 
the surface.” “Why not?’—I inquired. ‘Well’—he 
answered—“it would be pretty bad, except for the fact 
that fully ‘2 of the retail hardware dealers of the 
country never have made any net profit.” “This is an 
astounding statement”—I answered. “Can it be 
true?” “You have been in the hardware business for 
40 years’—he replied. “Just stop and think of the 
number of retail hardware dealers you have known 
who have cleaned up and retired from the hardware 
business with even a reasonable fortune.” I did stop. 
I have been thinking. I have known hundreds—even 
thousands—of retail hardware merchants who have 
barely made a living out of their business. I have 
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Here isa 


Big Seller 














Self-Elevating Truck 


For lifting ash cans 
and other heavy loads 
up steps—with ease 


Show this hand truck to every customer and 
see how easily sales are made. 


The Tasco truck pulls itself up any stairs. No 
lifting, no strength required. Simply raise 
the handle and truck moves up to next step. 
Heavy ash cans are very easily and quickly 
moved. The Tasco truck is sturdily built— 
there is nothing to get out of order. Rubber 
tired, roller bearing wheels fully protect the 
finest floors. For general use around the house 
or yard, farm or factory, the Tasco can be 
used with or without the self-elevating fea- 


ture. 


Winter will soon be here. There is no time 
to waste. Put in a few Tasco trucks. You'll 
tind them big money makers and they will 
move quickly. 


Send post card for prices. 


Taylor-Shantz Co. 
478-486 St. Paul St., Rochester, N. Y. 
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The Responsibility of 
the Retail Salesman 


When you step up to wait on that customer who has 
just come in vou shoulder the responsibility of becoming 
the representative and mouth-piece of four individuals— 
first of yourself, then of the store that directly employs 
vou, then of the jobber and the manufacturer for whose 
merchandise vour store is the outlet to the customer. 


How well do you discharge your responsibility? Do 
vou in the courtesy and tact vou display even under try- 
ing conditions worthily represent vourself and the mer- 
chandising institution which employs you and for which 
at the moment vou are the personal expression of its 
attitude toward the buying public? 


Do you display a knowledge of the merchandise you sell 
and an intelligent appreciation of the needs of vour cus- 
tomer that will gain his good will and confidence for 
vou, the store vou represent and for the manufacturer 
of the items vou sell him 


Your own future, your own satisfaction in your work, 
your happiness and the happiness of those now or in 
the future dependent upon you, depend upon your abuil- 
ity to realize the importance of vour position and dis- 
charge vour responsibility as a salesman intelligently 
and etticiently. 


Cultivate a courteous, friendly attitude toward your cus- 
tomers. Avoid presumption but tactfully adjust your 
selling talk to the evident characteristics of each 
customer. 


Know vour goods. That is the basis of all selling. 
Know what they will do and just how they will bring 
customer satisfaction. Then talk of the merchandise in 
terms of the customer’s interest. 


Studv the merchandise vou have in stock. Know what 
the manufacturer claims for it. Study the manufac- 
turer's advertisement describing it. Nearly every ad- 
vertisement has its suggestion for vou. Note especially 
the followimg in this issue: 


Some Pointers That Help Sell Tools... .. Page 3 
A Good Idea in Selling Paint........... Page 15 
A Sales Clincher for Enamels.......... Page 16 
A Display That Helps Varnish Sales..... Page 17 
Four Good Selling Points............. Page 22 
How an Aggressive Dealer Builds Business 

Page 23 
Compact Stock Display Helps Sales... . . Page 24 


What House Owner Could Resist These 


eee Page 25 
Well-Rounded Selling Efforts Bring a 
PE in nee couse ecessaces Page 26 


Wire-Fencing Details That Appeal to the 


 xckk nde ee eee eeenns oats «on Page 33 
Selling Weather Strip Profitably........ Page 34 


A New Idea in Tire Construction. ....... Page 
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known hundreds who have failed—have gone into 
bankruptcy. I have known other hundreds who have 
given up the struggle and sold out. Only here and 
there a few retail merchants stand out who have made 
a conspicuous success and by “success,” I mean they 
have earned enough money in the course of a number 
of years in business to retire and live on their incomes 
in their old age. How few cases of that kind there 
are! 
They Will Not Face the Facts 

“Well’—I inquired of this man who has had long 
and varied experience in connection with the retail 
hardware trade—“what is the difficulty?” “The main 
trouble’—he said—‘“‘is that not only the retail hard- 
ware dealer, but many jobbers and manufacturers as 
well, do not know or will not face the exact facts in 
regard to their business. They imagine they are mak- 
ing a profit when they are not. By reason of im- 
proved methods of bookkeeping, they know more on 
this subject today than they have ever known before, 
but still, they will not face cold facts until they are in 
trouble. Take, for instance, the matter of an inven- 
tory. The conservative way to take an inventory is on 
its actual cash value. Damaged goods, odd sizes, 
goods unsalable from any cause, etc., should be 
charged down to just what they will bring in cash. 
Isn’t this true?” “Of course”’—I answered—‘“that 
goes without saying.” ‘‘Now”’—he said—‘“there are 
hundreds and thousands of merchants in this country 
in all lines who are carrying such goods in their in- 
ventory at what they originally cost. They are not 
charging down depreciation. Unless such goods are 
carefully watched and eliminated, they naturally ac- 
cumulate year after year. Their percentage to the 
total value of the inventory constantly tends to in- 
crease. What is the result? The merchant lives for 
a few years in a fool’s paradise, thinking he is making 
money. Then the time comes when circumstances 
lead to the stock’s being sold at its actual value, at 
which time the enormous loss involved becomes ap- 
parent. These inventory losses may have been steadily 
eating into the business over a long period of years, 
but the trouble was that the merchant would not face 
the facts. If I were a banker’—said this gentleman— 
“the first thing I would inquire into before making 
any loan to an industrial concern would be their 
method of taking and pricing their inventory.” 


A Simple Little Noonday Club 


There is a little club on one of the top floors of a 
building at 60 Broadway, New York City, called ““The 
Recess Club,” where it is the custom for multimillion- 
aires to eat luncheon every day. I suppose that the 
combined wealth of the members of this small club 
goes up into billions of dollars. Financially, the 
membership control a large part of the destiny of 
these United States. 

This is the simplest little club you ever saw. On the 
walls are a few photographs of ancient Greek statues. 
Their limited stock of cigars in variety would be a 
disgrace to any well-regulated cigar store. I noticed, 
however, that my favorite brand of cigar, the “Burn- 
ing Shame,” was not in the small cigar case. This 
club can not even afford a modern electric cigar 
lighter. They actually have a common lighted candle 
in a bracket. At 2 o’clock exactly they blow out the 
candle. When my host bought me a cigar (he does 
not smoke), they did not even give me a package of 
paper matches. 

After a very light luncheon (it is queer that multi- 
millionaires never seem to eat anything), my host took 
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me into the smoking room and we chaited about pres- 
ent-day conditions. He is a practicai economist—and 
by “practical,” I mean that instead of going broke, he 
has made a fortune out of his study of economics. He 
had some very interesting things to say in regard to 
present-day conditions and I think I will cash in by 
writing them up next week. 

In this club I met two members I used to play with 
when I was a boy out in St. Louis. One of them is 
the head of a great New York financial institution and 
the other is the head of one of the greatest manufac- 
turing concerns in the United States. I noticed that 
one of these men for luncheon took a bowl of soup and 
a piece of pie while the other took a bowl of milk and 
crackers. They may not have as much ready cash in 
Indianapolis, but I was impressed with the fact that 
at the clubs there, they all had better appetites! 


When Is a Sale Completed ? 


(Continued from page 66) 





teteteceng 


That is, taking the opportunity to sell the idea of 
what a completed sale really represents, to depart- 
ment heads, who are requested to pass the ideas 
on to their helpers and to show each one where 
his work in this connection can be improved. Or 
the executive himself works with individual sales- 
men so as to impress the importance of “long dis- 
tance selling” or selling over a long period of 
time, as the goal to be sought. 

As one business man put it lately, “I am striv- 
ing to teach my sales force that each initial sale 
is a seed, and that each successive sale to the same 
individual is a matter of pride for the salesman, 
because it shows work well done and a healthy 
crop of business which has been well handled.” 

The gardener who plants his seeds in the spring 
knows that he must keep working over the same 
plants without losing interest in them or neglect- 
ing them, for only in this way can he get results. 

It isn’t enough to start well. The salesman, like 
the gardener, and like the painter, and like every 
other far-sighted business person, must keep on 
building good will and delivering service and sat- 
isfaction; otherwise he will never be a salesman 
of the highest order—one who is capable of deliv- 
ering the goods, collecting the money, and bring- 
ing the customer back for more. 





Dangerous Humor 


DVERTISING men are well agreed that humor in ad- 

vertising copy is possible of use but that, at best, it is 
dangerous. It must be handled with gloves on. The 
sooner the same conviction obtains with the average coun- 
ter salesperson, the better. 

The difficulty is that one can seldom tell when one’s 
alleged humor may develop a serious flare-back. It re- 
minds one of the clerk in the hardware store who, think- 
ing to exercise superior salesmanship, tried to sell the 
farmer who had come in for nails a bicycle also; and the 
farmer protested that he’d prefer to put the $35 into a cow. 
Whereupon the callow clerk chirped with supposed humor: 
“But how foolish you’d look riding a cow!” and had the 
shrewd Yankee farmer completely turn the tables on him 
with the rejoinder: “No more, young feller, than milkin’ 
a bicycle, in which there ain’t a heap o’ profit.” 

A good thing to remember and to drill into the sales 
people is that good nature certainly has its place in selling 
but very little of Joe Miller’s Joke Book. On the whole, 
there are few surer ways, in the long run, of insuring 
one’s being set down as a “sure ’nough smart Aleck” than 
by trying to appear in the dual role of sales person and 
vaudeville artist. 
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*‘What Line of Refrigerators 
would you put 1 


one hardware dealer asked another at a 
convention. 


n?’’ 


“My experience all favors the Chal- 
lenge,” was the reply. “Looks count a 
iot, you know, and those boxes are cer- 
tainly handsome. And the Challenge 
has a great reputation for ice economy. 
I always point out how easy it is to clean 
and that decides a lot of women. You'll 
like to do business with the Challenge 
folks. They’re one of the oldest manu- 
facturers, mighty accommodating, and 
thoroughly up to date.” 


Send for catalog 


Write your jobber or us about an 
agency. See our line in Hardware 


Buyers Guide and Directory. 


CHALLENGE REFRIGERATOR CO. 


Established 1883 
Grand Haven, Michigan 
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These Coaster Wagons Will 
Appeal to the Kiddies 


A wood coaster wagon that is said 
to be substantial and of high quality 
has been announced by the Gendron 
Wheel Co., Toledo, Ohio. 

It is printed with a natural finished 
body with top rails in light blue. The 
wheels are in a brilliant orange, which 
is said to give the necessary flash to 
create a harmonious color combina- 
tion. The gear is in black enamel. 

It is constructed with a heavy chan- 
nel steel gear, together with body 


braces shown on front and rear, which 
is said to make a product capable of 
unusual service. 





This company also offers a wagon of 
steel construction. The heavy grade 
sheet steel used in the construction of 
the body, as well as the bottom, is said 
to be of sufficient thickness to with- 
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stand more than ordinary service. 
There are four heavy steel] cleats on 








the bottom, in addition to a heavy chan- 
nel steel reinforcement. The body is 
detachable. 





Key-Cutting Machine Has 
Unique Feature 


A key cutting machine that is said 
to make complete keys is being manu- 
factured by the Beisser Key Machine 
Co., 7 West Elizabeth Street, Detroit, 
Mich. It.is built to cut every type of 
key, whether bitted, double-bitted or 
flat without requiring swiveling. Claim 
is made that a key can be duplicated 
in length, width, side grooves and up- 
per grooves in one operation. Clamp 
the master key on the sliding table in 
front of the cutting wheels and the 
key blank on another clamp directly in 
line with it, then follow the guide with 
the master key. It is claimed that 
some keys can be duplicated in 20 sec- 
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onds, bitted keys in 30, and four flat 
keys cut at one time. The accuracy is 
said to be within one two-thou- 
sandths of an inch, which obviates 
the necessity of hand finishing. A 
two speed arrangement permits 
low speed when cutting steel or 
malleable keys and high speed 
when cutting brass or other soft 
metals. 

It is operated by a % hp. 
motor, which is attached to the 
same block as the machine. The 
whole occupies a space 20 x 22 in., 
and 11 in. high. No special electrical 
connections are required, as the electric 
plug can be attached to any light 
socket. 





Combination Baby Walker, 
Go-Cart and Coaster Car 


A combination baby-walker, go-cart 
and four-wheel coaster car is being 
manufactured by The Frank F. Taylor 
Company, Norwood, Cincinnati, Ohio, 
who are equipped for quantity produc- 
tion. Claim is made that it steers first 
scientifically, teaches babies to walk, 
then safely amuses and develops them 
for over three years. 

The seats are adjustable in height 
and it is said never cramps the baby 
nor allows a strained position. The 
front wheels swivel on ball bearings, 
the rear on ball bearings. Rubber 
bumpers in front and rear are designed 
to protect furniture. They are fin- 
ished in red and ivory enamel. 








Coming 


MANUFACTURERS’ 
Marlborough- 

N. J., Oct. 
secretary, 


HARDWARE 
CONVENTION, 
3lenheim Hotel, Atlantic City, 
2()- 21-22-23, 1925: F. D. Mitchell, 


1819 Broadway, New York City. 
BRANCH, 


AUTO ACCESSORIES 
HARDWARB ASSOCIATION CONVENTION, At- 
lantic City, Oct. 19-20; headquarters, Hotel 
Ambassador; T. James Fernley, secretary- 
treasurer, 505 Arch Street, Philadelphia, 
Pa. 

ARKANSAS 
TION CONVENTION, 


AMERICAN 
AS80C IATION 


NATIONAL 


RETAIL HARDWARE ASSOCIA- 
Little Rock, Ark., May, 
1926; L. P. Biggs, secretary, 815 Southern 
Trust Building, Little Rock. 

CONNECTICUT RETAIL HARDWARE ASSOCIA- 
determined ; 


TION CONVENTION; place not 
third week of February; Henry S. Hitch- 
cock, secretary, Woodbury. 

ILLINOIS RETAIL HARDWARE ASSOCIATION 
CONVENTION, Hotel Sherman, Chicago, IIL, 
Feb. 19-11-12, 1926; Leon D. Nish, secre- 
tary, Elgin. 


INDIANA ReETAIL HARDWARE ASSOCIATION 
CONVENTION, Indianapolis, Ind., Jan. 25-26- 
27-28-29, 1926: G. F. Sheely, secretary, 911 
Meyer- Kiser Building, Indianapolis. 

Iowa RETAIL HARDWARE ASSOCIATION 
CONVENTION; place not determined; Feb. 
9-10-11-12, 1926; ; Sale, secretary, 
Mason City. 

KENTUCKY 
ASSOCIATION CONVENTION AND 


IMPLEMENT 
EXHIBITION, 


HARDWARE AND 


Jefferson County Armory, Jan. 12-13-14-15, 
1926: J. M. Stone, secretary, 200 Republic 
Feuilding, Louisville. 

MICHIGAN RETAIL HARDWARE ASSOCIA- 
TION CONVENTION, Grand Rapids, Mich., 


Feb. 9-10-11-12, 1926; Karl S. Judson, 248 
Morris Avenue, Grand Rapids, Mich., man- 
ager of exhibits; A. J. Scott, secretary, 
Marine City. 


Hardware Conventions 


HARDWARE ASSOCIA- 


MINNBSOTA RETAIL 
16-17-18-19, 1926; 


TION CONVENTION, Feb. 
C. H. Casey, secretary, Nicollet Avenue 
and Twenty-fourth Street, Minneapolis. 


MISSISSIPPI RETAIL HARDWARE &, IMPLB- 
MENT ASSOCIATION CONVENTION, Biloxi, 
Miss., June 21-22-23, 1926; Guy Nason, 
secretary, Starkville. 

RETAIL HARDWARE ASSOCIATION 


MISSOURI 
AND EXHIBITION, Hotel Statler, 
. a 


CONVENTION 


St. Louis, Jan. 18-19-20, "1926. 
Becherer, secretary, 5106 North Broadway, 
St. Louis. 

MoUNTAIN STATES HARDWARE AND IM- 
PLEMENT ASSOCIATION CONVENTION, Jan. 19- 
20-21, 1926. Place of meeting to be an- 
nounced later. W. W. McAllister, secre- 
tary-treasurer, P. O. Box 513, Boulder, 


Colo, 

NATIONAL HARDWARE ASSOCIATION CON- 
VENTION, Ambassador Hotel, Atlantic City, 
Oct. 19-20- 21-22-23, 1925; T. James Fern- 
ley, secretary, "B05 Arch’ Street, Philadel- 
phia, Pa. 

NEBRASKA RETAIL 
TION CONVENTION AND EXHIBITION, 


HARDWARE ASSOCIA- 
Omaha, 


Neb., Feb. 2-3-4-5, 1926: convention head- 
quarters, tome Hotel; exhibition, City 
Auditorium: George H. Dietz, secretary, 
414 Little Building, Lincoln. 


NEW ENGLAND HARDWARE DBPALERS’ ASSO- 
CIATION CONVENTION, Mechanics Building, 
Boston, Mass., Feb. )2-23- 24, 1926; George 
s Fiel, secretary, 10 High Street, Boston, 
Mass. 


OuH10 HARDWARE ASSOCIATION CONVEN- 
TION, Cleveland, Feb. 16-17-18-19, 1926; 
James B. Carson, secretary, 1001 Schwind 
Building, Dayton. 


NEw YorRK STATE RETAIL HARDWARE AS- 
SOCIATION CONVENTION AND’ EXPOSITION, 

Rochester, Feb. 9-10-11-12, 1926. Head- 
quarters and session will be held at the 
Hotel Seneca; exposition will be conducted 
at the State Armory on Main Street East. 
John B. Foley, secretary, City Bank Build- 
ing, Syracuse. 


PENNSYLVANIA AND ATLANTIC SEABOARD 
HARDWARE ASSOCIATION, INC., CONVENTION 
AND EXHIBITION, Commercial Museum, Phil- 
adelphia, Pa., Feb. 15-16-17-18- 19, 1926; 
Sharon E. Jones, secretary, 604 Wesley 
Building, Philadelphia. 


SouTH DAKOTA RETAIL HARDWARE ASSO- 
CIATION CONVENTION ; place not determined ; 
Feb. 23-24-25, 1926; Charles H. Casey, sec- 
retary, Nicollet Avenue at Twenty-fourth 
Street, Minneapolis, Minn. 


TEXAS HARDWARE AND IMPLEMENT ASSO- 
Dallas, Jan. 19-20- 


CIATION CONVENTION, 
21, 1926. Dan Scoates, secretary, College 
Station. 


WEST VIRGINIA HARDWARP ASSOCIATION 
CONVENTION, Kanawha Hotel, Charleston, 
W. Va., Jan. 19-20-21-22, 1926; James B. 
Carson, secretary, 1001 Schwind Building, 
Dayton, Ohio. 


WESTERN RETAIL IMPLEMENT AND HARD- 
WARE ASSOCIATION CONVPNTION, Kansas 
City, Mo., Jan. 12-13-14, 1926; headquar- 
ters, Coates House; convention sessions, 
Missouri Theater; H. J. Hodge, secretary, 
Abilene, Kan. 


WISCONSIN RETAIL HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, Audi- 
torium, Milwaukee, Wis., Feb. 3-4-5, 1926; 
G. W. Kornely, 1476 Green Bay Avenue, 
Milwaukee, Wis., manager of exhibits; 
P, J. Jacobs, secretary, Stevens Point, Wis. 
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For Those Odd Jobs 
of Pipe Threading 


WEEN your customers 
want pipe threaded you 


can do it better and more eas- 
ily with an Oster 42 Receder. 


Its narrower dies reduce fric- 
tion and cut the pull required 
in half—the automatically ex- 
panding feature makes the 
work easier as the thread pro- 
gresses. 


A better built, more carefully 
finished die stock in both plain 
and ratchet models that is 
guaranteed to outlast two or- 
dinary tools. 


Capacity: 1-2” inclusive. Write 
for our attractive prices and 
full particulars on this easy 
cutting die stock. 


The OSTER MANUFACTURING 
COMPANY 


Manufacturers of the most complete line of 
pipe threading equipment in the world. 


1976 E. 61st Place, Cleveland, O. 
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NO 
Dead Ones 


HERE 


NO “‘dead ones’ clutter up your stocks 
and windows in the Crecoite line. They're 
all tools made to fit a real need. They'll 
stop the folks in your store by their neat 
design, fine finish and good looks—and 
they'll make you extra sales and money 
because you can price Crecoite Tools 
mighty low and still enjoy handsome 
profits. Judge other lines by this! 








Stores that display Crecoite Tools add 
to their good reputation for serviceable 
merchandise at attractive prices. And 
there's no better way to speed up your 
turnover and profits. There's a complete 
line of Crecoite Tools—Camp axes, boys’ 
and men’s axes, hatchets, hammers, etc. 





Nail Hammer 





Camp Axe 


If your jobber can’t supply you, write today 
for further information and catalog “H.” 


MARION TOOL WORKS, Inc. 


Subsidiary of Chicago Railway Equipment Co. 


Maricn, Indiana, U. S. A. 
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‘'GRECOITE, 





Pronounced CRE-CO-IT] 


CRECOITE 



































110 HARDWARE AGE | September 24, 1925 





A Message to Men Behind Retail Counters 


,our value to your employers depends upon the num- Simply because that salesman studies their wants, 
ber oft customers you HOLD, as well as the number treats them right and accords them the kind of SERV- 
of SALES accredited to vou. ICE that makes and holds their business friendship. 
\\ hy is it that some customers always trv to have the No tool will prove a better aid in holding such cus- 
SAME salesman wait upon them? They look for tomers than the COES Knife-Handle Wrench. It 
him and ask for him. never disappoints. 


trey rant COES WRENCH COMPANY ee Pom 


6 to 21 ins. 
“In Business Since 1841” 
WORCESTER MASS. 


Selling Agents 
J. C. McCARTY & CO., 29 Murray St., New York JOHN H. GRAHAM & CO., 113 Chambers St., New York 
FENWICK FRERES, 8 Rue de Rocroy, Paris, France 
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( W THE SHELBY LINE 


Builders’ Hardware 
of Every Description 





manufactured by 


The Shelby Spring Hinge Co. 
Shelby, Ohio 
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COAST REPRESENTATIVES 


Pond Hdwe. Specialty Co. 
Los Angeles, Calif. 
D. L. Herman, Seattle, Wash. 
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Give Them 


PAINTS AND VARNISHES 
LINOLEUM AND FLOORTEX (Felt-base) 
ROOFING AND SHINGLES 
LASTER 


AND GYPSUM BLOCKS 
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Certain-teed Advantages 








VERY advantage of modern, scientific methods is used in 

the manufacturing, buying and selling operations of Cer- 
tain-teed, so that it can build the best quality into its products, 
sell them at a minimum figure and put behind them an outstand- 
ing service. 


The Certain-teed record of developing profitable business for 
dealers everywhere, and of thoroughly satisfying customers, is 
proof of what Certain-teed can do for you. 


From the packing of products in compact units to the making 
up of mixed carloads, the Certain-teed service offers you many 
benefits. If you are limited for space, you need only carry small, 
select stocks of Certain-teed products and draw upon the big 
supplies of a nearby Certain-teed distributor. 


Certain-teed holds a reputation for quality among the people of 
your community, as a result of modern methods of manufactur- 
ing and distributing, and consistent national advertising. Turn 
this good-will and acceptance to your profit—by filling their re- 
quirements with Certain-teed products. 


 Cortain-leed 


General Offices: 100 EAST 42nd STREET, NEW YORK 
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GUARANTEE 
This ae is guqrentess for 
10 sears not to chip. 
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Catalog on Application 





There are just two things that every housewife wants 
to know about Bath Room Fittings: 


1—Will they beautify the bath room? 
will they last and will the manufacturers stand back of 


them ? 














“SNO-WITE” Bath Room Fittings answer the 
first question—their beauty asserts itself. 

The Guarantee Tag answers the second question—each 
article is guaranteed for 10 years and our name is our 
bond to “make good.” We protect the dealer. 


(Genuine 


2—How long 


Originators of Porcelain Enameled Bathroom Trimmings 


American Enameled Products Company 


Boston 
San Francisco 
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New York 
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gf==-== Attach this coupon to your firm letterhead **"*="% 


pssst de | q DISCHARGE VALVE 
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— FISHEL Good For 
see ____. 3 Q Ye ars i l Uu s! 


Allisteel Files 


RAWERS that operate at a touch, 
with velvet smoothness—greater 
filing capacity per unit—unusual fire 
protection—and no wearing out. All ; 
these are Allisteel File advantages. pater VALVE SCREW 


Welded construction throughout, STUFFING BOX GLAND 
beautifully and richly finished in pepceeanat sProut 
baked-on enamel, Allsteel Files— cCouPuNG NUT-& 
like the entire Allsteel Office Equip- HOSE TUBE 
ment line—guarantee you permanent 
satisfaction, at a reasonable cost. 
Write for the new GF Alisteel Furniture Catalog. 
THE GENERAL FIREPROOFING CO. 
Youngstown, Ohio 
Dealers Everywhere « Canadian Plant: Toronto, Ontario 
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PUMP STANDARE 
CUT AWAY BELOW 
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PIPE CLAMP 





AR CHAMBER PIPE 







DISCHARGE PIPE 
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PIPE COUPLING 
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Deming “Peerless” Double-Acting Force Pumps 
are built for years of dependable service. 
letter from Thompson's Garden and Fruit Farm, 
Arrington, Va., reads: 

“Send by Parcel Post one cylinder 

for an old ‘Peerless’ hand force 

pump, as per pen drawing below. 

This pump was installed in 1895.” 















Thirty years of service and still good for more! 
We leave it to your own good judgment whether 
such performance as this builds and keeps the 
good will of your trade! 








Deming “Peerless” Double-Acting Force Pumps 
are built in various sizes and capacities for nu- 
merous requirements. Complete Pump catalog 
sent upon request. 


The Deming Co., Est. 1880, Salem, Ohio 
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The General Fireproofing Co., Youngstown, Ohio 


Piease send me without obligation a copy of The GF Allstec] Furniture 
Catalog. 


Name .. ~~ , Perc eTTT TT Tee 
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NIGHT LATCH 
with Jimmy Proof Bolt 
No. 03509 Series 
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JIMMY PROOF 
and price to please you and 
your customers 


No. 03509. For Doors % to 1% inches thick. 
No. 03510. For Doors 1% to 2% inches thick. 


CASE—The Case is solid cast bronze and extends over the 
opening between the door and jamb. 


BOLT—The Bolt is of the usual latch bolt form with beveled 
head and automatic spring operation. When the door is 
fully closed the bolt automatically is projected through 
the loop of the strike and securely holds the door. Posi- 
tion of the loop fully protects against the successful use 
of any tool to retract the bolt. 

CYLINDER LOCKING PINS—The Cylinder is screwed into 
a bronze housing and securely anchored by two steel 
Locking Pins. Any attempt to turn the cylinder by a 
pipe wrench or other device forces the pins against the 
screw threads on the inside of the housing, thus prevent- 
ing it from being turned or twisted off. 


Eagle Lock Co. 
General Sales Office 


«co-musearore, 26 Warren St. New Yorks se. ror, 
Branches—521 Commerce St., Philadelphia, Pa. 
177-179 N. Franklin St., Chicago, IIl. 
114 Bedford St., Boston, Mass. 

















Approved! 
by the keenest buying 


brains in the country 


Through unity of effort, 
large scale production, the 
elimination of waste by 
the use of efficient ma- 
chines, the hearty coopera- 
tion of satisfied employees 
and specialization, the 
Tubular Rivet and Stud 
Company has for 50 years 
manufactured rivets that 
are the recognized stand- 


ard in their field. 


=| WHAKTTYITT® 


TUBULAR RIVET & STUD 
COMPANY 


BOSTON 


Coast Representative 


J. T. McDEVITT 


Postal Telegraph Building 
SAN FRANCISCO, CALIFORNIA 
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The Stick to “One Brand” 


Customer 


You’ve met his kind. He won't buy anything 
unless it has been tried and proved worthy. 


The watch he carries, the car he drives, the radio 
he owns, the saw he uses—all are made by com- 
panies who assume full responsibility for depend- 
able service. 

Naturally he says: ‘Perfect Brand’’ when he 
wants Screen Wire Cloth with a known reputa- 
tion. Keep stocked on the standard sizes. 


Your Jobber does—he knows. 


AU ATEHST THERE 





Ludlow-Saylor Wire Co. 


Painted St. Louis Missouri 


GRIIFFIN— 


the hinge that is designed 
and made for lasting beauty 
of finish, pleasing simplicity 
in design, lifelong endur- — ¢is. ssinees are made in 


ance in service—the result — 4.705 “arkty of sizes and 


in moisture proof paper and 


of more than thirty years of packed one pair in a box 


with screws to match. 


experience in the manutac- Write today for our price 


list and the catalogue of the 


-ture of hinges. complete Griffin Line. 





WAREMOUSE 
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UNMIS 
LUDLoW SAYIOR 
| WIRE CO. | 
UL 





Galvanized 








os 





We also manufacture 


Cellar Window Sets. Hasps 
and Safety Hasps. Door 
Handles and Door Holders, 
Brackets, Push Plates, 
Drawer Pulls, Door Stops, 
Sash and Screen Lifts, Bar- 
rel Bolts. Corner Braces, 
Corner Irons, Washers, etc. 


GRIFFIN MANUFACTURING CO. 


45 Warren St.NewYork ERIE,PENNA.’ 74w.Lake St.chicago, Mi. 
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7 Representatives: 
George E. Quigley, Detroit 
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Pleasantly Remembered in After Years } 


Suppose twenty years from now a customer walks into your 
store and says: “About twenty years ago I bought some 
bath-room fixtures of you and during all these years those 
fixtures have never showed a sign of rust. I remember the 


brand—it was RINGCO and now I want to buy some of 


the new designs of the same make.” 


You'll agree that bath-room fixtures so pleasantly remem- 
bered in after years speaks well for their quality. That is 


why all A \ j 
INGC no 


Mi NO i ! : ne . ce 
a bath-Room Fixtures are made of Solid Brass—they 


“9% are made to LAST and defy RUST. Besides they are 
h aro) 1) 
: Nw 









highly polished and heavily nickel-plated. 


li your Jobber cannot supply vou-—-write our nearest 





Ww ees office. 
— - + iia 
> AMERICAN RING COMPANY 
(a (a ~ Waterbury Connecticut 
C= BRANCH OFFICES: 
New York, 2 Hudson St. Boston, 170 Summe? St. 
San Francisco, 116 New Montgomery St. Chicago, 29 E. Madison St. 


Ne-. 2980 
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Balked 


Clinton Poultry Netting 


keeps the invaders out. It is made 
for long and faithful service. You, 
Mr. Dealer, can assure your trade 
that Clinton means the right kind 
of wire, true hexagonal mesh and 
heavy galvanizing. It lasts if it’s 
Wickwire Spencer galvanized after. 
Samples and complete information 
upon request. 








American Wire Fabrics Corporation 


Subsidiary of 
Wickwire Spencer Steel Co. 
General Offices: 41 East Forty-second St., New York Western Sales Office: 208 South LaSalle St., Chicago 
Worcester Buffalo Cleveland Detroit San Francisco Los Angeles Seattle 











Paint Your Store First 


and let the power of suggestion get to work selling paint. 


Suggestion can be used in many ways. Good displays suggest the 
need of new paint. | 


Your Chamber of Commerce should be glad to push a “Clean Up 
and Paint Up” Week, which will suggest the need of painting to every 
person in your town. 


The fourth issue every month of Hardware Age brings you facts and 
ideas about paint merchandising. 


A special section in this issue carries the advertising messages of the 
foremost paint manufacturers. 


Read what other successful hardware dealers are doing to push paint 
sales. Learn how the paint manufacturers are willing to help you. 


Clean up and paint up your own store, put in some good selling dis- 
plays, and let the power of suggestion roll up paint sales and paint 
profits. 
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“ANCHOR BRAND” 
CLOTHES WRINGERS 


Have been true friends to housewives for over a 
generation. 

The satisfaction they give makes more sales and wins 
more friends. 

Stock ANCHOR BRAND WRINGERS and profit by 
this friendship. 

Best on Earth. Every One Warranted. 


Lovell Manufacturing Co. 
ERIE, PA. 


Largest Manufacturers of Clothes Wringers in the World. 


Rolls Ball Bearing 
Warranted for 3 
years for family 
use, 





a a eee — 




















* Threadwell” 


Screw Plate Sets 


“The Line That 
Keeps Moving” 





Give your customers their money’s worth and 


Bench Legs 
Made of pressed steel, your profits will take care of themselves. 
electrically welded, these 
Lupton Bench Legs are As is the case with every other member of the 
ble. ht #5 Ibe. ‘Tho ae “Threadwell” Line this set is a ready seller be- 
weight, Ss. - . m . a : ; 
commodate 26’ to 33° cause of its fine quality and the long service it 
tops. Excellent for shop, a . : 
factory,orshipping room. fives. v 

Send for Catalog. 





Lupton 
SHOP EQUIPMENT of Steel 


FOREMAN’ S Desks, Tool Cabinets, Bench Legs, Bench 
Drawers—all made by Lupton of ‘durable steel—4nd 
welcome places in the modern plant. The long life and 
convenience of these steel poe es commend them to the 


far-sighted buyer. 
Weies for catalogue D. It contains valuable storage helps. The THREADWEI L TOO! CO 
| 4 A ° 








b J ‘ " . a “= “4 
DAVID LUPTON’S SONS COMPANY GREENFIELD, MASS. 
Founded 1871 ei . 
2239 East Al eg eny venue 1 a e p la ao York City — oe 396 Bro AC dw ay San Frar isco. , Hod Mise on St. 
: inci iti shicago.....300 Wrigley Building oo _ a is am 
Branch Offices in Principal Cities Chevdiend. 188 0. Cute Ave Re Dateedt... 66 Baltimore Ave.. West 
Philadelphia. ..809 een "Bldg. Stamford, Conn... 74 Summer St 




















Copper ana Bronze 
FLY SCREEN CLOTH 


If any dealer has never seen this per- 
fectly woven, most durable fly screen 
cloth, he should send for a Sample 
and Prices. It sells on its merits. 


SPARGO WIRE CO. 
ROME N. Y. 
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Genuine Armstrong SUPERIO 


Stocks and Dies 
Are always in working order. They rep- Galvanized Hardware Cloth 


resent the utmost simplicity and efhl- 





Our Standard Hard- 
ware Cloth, also known 
as Cellar Window Cloth, 
is heavily coated with 
pure zinc after weaving. 


ciency in operation. 





This Cloth is woven 
All genuine Armstrong stocks and dies with even mesh and will 
roll out flat without 


bear this trade-mark: 
waves or bags. 
































, Put up in 100 ft. rolls 

in widths 24” to 48” in- 

clusive. A popular 

oO seller by the Hardware 
Be Sure You Get the Genuine ‘ trade. 

The Armstrong Manufacturing Co. G. F. Wright Steel & Wire Co. 
| Bridgeport, Conn. ‘ WORCESTER, MASS. 

Have You Ordered 


Crown Tree Holders? 


The Demand Is Greater Now Than Ever 
1a. All Records Again Broken in 1924 





a? “5 we ws 


The only Holder that has stood the 


test of practical use over 35 years 


Geastdl-~ditiediive~Baietentiel 


Quickly Adjusted, Prevents Accidents and with 
Ordinary Care Lasts a Lifetime 


| . Order Now—Be Prepared 
| ~sae NSS NORTH BROS. MFG. CO., Philadelphia, Pa. 
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No. 282, % In. 
No. 234, 1/4 in. Special Washer 


SLOTTED SCREW TIPS 


This slotted screw Tip has been made principally to satisfy a demand for a 
cheaper grade of Tip. A Special Washer has been constructed so as to prevent 
the rubber head from pulling off. Write for full information. 


ELASTIC TIP CO. 370 Atlantic Ave., Boston, Mass. 


TREMONT 


Proved Best by 
Actual Test 


Tremont Hardened Steel Cut Nails 
are cut from high carbon steel that 
by actual laboratory test contains an 
exceedingly small percentage of im- 
purities. This metal is rust resisting 
to a remarkable degree and will not 
bend, crack or twist while being 
driven. 


Tremont Nails are scientifically de- 
signed to shear their way into the 
wood in a manner that insures a 
strong, permanent grip. They are re- 
markable for thefr strength of head, 
an important feature in the con- 


No. 233, 1 In. 




















New Heavy-Duty Socket Wrench Set 


sideration of the quality of cut nails. 
Al these mechanical  superiorities 
make admirable selling arguments 
and in the actual use of the nails 
themselves assures the customer 
satisfaction that is so necessary to 
the welfare of your store. 


Sell the Tremont Brand 


Tremont Nail Company 
205 Lincoln St., Boston 


NAILS 








The MILLER No. 15 set contains 7 sockets and 2 
extension bars (one bar for work in tight places), also 
sliding T handle. 

Sockets are high-grade carbon steel hardened perfectly 
and guaranteed against any defects. Both sockets and 
extension bars are oversize in diameter to insure super- 
strength. 

Each set furnished in attractive and convenient 
leatherette roll. Liberal profit. 


Write for Discounts. © 


MILLER TOOL & MFG. CO. 
DETROIT MICH. 


Eastern Representatives: James A. Gaffney Co., 35 Warren St., New York, N.Y. 
Western Representatives: Alden Glaze & Co., 143 Second St., San Francisco, CaL 














| 4 GUIDE TO BETTER BUSINESS 


Heller’s Reference Book on Hardware Store Fixtures will 
be mailed free upon request to any Hardware Dealer. 
Every one of the scores of beautiful pictures and every line 

of the reading matter is designed to increase sales in Coupon 
Hardware Stores. 





W. C. Heller & Co. 





Many of the interesting problems solved in modernizing 
over 2000 Hardware Stores are made clear. Always the Montpelier, Ohio 
Dealer writes, ‘‘You have increased my sales.”’ ein sail cn of 
The display difficulty that has baffled you has probably al- a a 
ready been solved in one of these many Hellerized stores. and without obligation on my 
It need bother you no longer. Ask for your copy of part the reference book on 
> > > , y 97. 

Reference Book No. 2/-A. Hardware Store Fixtures ad- 

W. C. HELLER & CO vetoed in Hardware A 

* ° ° Magazine. 
Main Office and Factory: Name 


700 Wabash Ave., Montpelier, Ohio 


Eastern Display Room: 
20 Vesey St., New York City 
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Growing demand tor 


W. ROSE Tools 


is the result of our use of choice ma- 
terial and skill. 


Wm. Rose& Bros., 


Selling Agents 


Wiebusch & Hilger, Ltd. 
New York 


September 24, 1925 








Sharon Hill, 
Pa. 





No. 1111—6 inches Wide Heel Cut Back 























r “The Easy Hardware” 











every year on casement sash and transoms 
go from us—through the jobber—to retail 
dealers in builders hardware in such a way 
as to insure liberal returns and the best ) 
possible service to all concerned. 


Ask your jobber or inquire of us. 


In solid brass per set $2.25 
In rust proofed steel “ “ 1.75 
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SAVANNA Beef 


Rivets 
Burrs 


\ 
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Machine Screws 
Cap Screws © 
as — Set Screws 
= a Stove Bolts 
| Sink Bolts 
The hundreds of thousands of sets of rs =? AGA n Hanger Bolts 
WHITCO that are now being installed is 5 Nuts 
Ss 
i * 


BARRA RAG : 
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Every individual unit must meet Reed & Prince standards of 





— REED & PRINCE MFG.CO, 
it VINCENT WHITNEY —- | WORCESTER, MASS.U.S.A. de 
lad = esa Se Wi i 636-645, Mase Te 





@ 


quality and accuracy. Whether finished plain, blued, nickel, 
brass, copper-plated, sherardized or hot-galvanized, it may be 
selected with the utmost confidence . 


—$_ 





























Sendallinqguirestonearer Office. 




















SIDE LINES FOR SALESMEN 


Many good salesmen are looking for profitable “Side Lines” 
to handle. 


What have you to offer? Give details—insert your ad in the “Classified 
Opportunities Section” of this paper and you'll be re-named sure to find a 
reliable salesman to represent you. 
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WOOD SCREWS 


MACHINE SCREWS 
DRIVE SCREWS 
STOVE BOLTS 


a 


Service 
Samples Gladly on Request 


CONTINENTAL WOOD SCREW CO. 


New Bedford, Massachusetts, U. S. A. 
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1924 MODEL DOOR CHECK 








We Give an Absolute Two-Year Guarantee 


Covering This Check 


Illustration shows with HOLDER ARM; can be supplied with 
REGULAR ARM. 
Operates RIGHT or LEFT-HAND doors without any change 
in the mechanism. 

Circular upon request 


THE OSCAR C. RIXSON CO. 


4458 CARROLL AVE. CHICAGO, ILLINOIS 
NEW YORK OFFICE, 101 PARK AVE., N. Y. 








Every Chevrolet OwnerA Prospect 
For These Socket Wrenches 


This display 
board enables the 
motorist to select 
(( H easily the wrenches 
aaa needed for his 

es Chevrolet. 


FOR CHEVROLE T WNERS 


There is no 
charge for the 
board. 


The investment 
is small—the 
“turnover” rapid. 


Write for cata- 
log 500. 





dee Wacpen-WorcesTErR 
ALDEN | Incorporated Virwaa 
| RENCHES| 475 Shrewsbury Street WasBE 


Worcester, Mass., U.S. A. oe 


| 
t 

















DROP FORGED WELDLESS 


EYE BOLTS 


ROLLED THREAD 
GALVANIZED OR PLAIN 
22, Diam. with Eye Ye Inside 


4,” ee es ee | 3," ee 
1” ee se ee | 4” 


Quick Shipment 


Oliver Iron and Steel Corp. 


1001 Muriel St. 
PITTSBURGH, PA. 


ESTABLISHED 1863 
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WINSLOW'S 
Roller Skates 


The Self-Sellers of 70 yrs. 
Supremacy in Superior 
Skates. At all good dealers. 





Want catalog and prices? 


The Samuel Winslow Skate Mfg. Co. . 


Worcester, Mass. 











IDEAL LINE 
ROLLING STEP LADDERS 





bd Prompt 
a Shipments 
lower than 
any other We make 
Rolling a fit 
Ladders Shelving. 
on the 
Market. wn 
Satisfaction Catalog op 
Guaranteed. Request. 
SUCCESS FURNITURE CORP. 
St. Louis (Kirkwood), Mo. 











Durable AWN QUICK SALES—REPEAT PROFITS 
Steel 2 
Rubber 


Tires 


delivered through your jobber. 


if you are not convinced 


selling, profit producer. 


_ Painted a beautiful 

cherry red with ivory 

stripes. Indestructible, because 

made of heavy sheet steel. Steel 

disk wheels with eold rolled steel 

axles. Electric welded. Heavy 
rubber tires. 

Big production on this specialty 

= enables us to produce a wonderful 

TJ : value for low cost, thus insuring a 

; Sells on sight 





guarantee satisfaction. 


( x \ J IT 
N Sp METALCRAFT CORPORATION 
_ 4127-33 Forest Park Blvd., ST. LOUIS, MO. 


Send for Sample SCOOT-A-WAY 
Send no money, but order a 
sample SCOOT-A-WAY to be 


Price for sample is $2.40 and 
it may be returned for full 


credi 
that it is an unusually quick 














S The Greatest ipesvunent ~ 
in soling material of the 
century! 
















°C 


Half Soles—Heels—Strips 
Easy to attach at home. Com- 
plete with nails—ready to put 


on. 
Outwears Best Leather 
2 to 1 


Black—tan—for men, women, 
children 
(See page advt. next week) 


Panco Co., Chelsea, Mass. 











Pe \3 pusw-Pins {) 
PUSH-LESS HANGERS 4) 


Metal a= Contains 

“Style L” tial SS - 150, 
Count io ackets 
seme Sell for $15 
ous y Cost $10 
m—e Margin $ 5 










Moore 
Push—Pins | Push-less Hangers 
“*Glass Heads-Steel Points” **The Hanger with the Twist’ 
For “Hanging Up Things”, Without Marring Walls 
Moore Push-Pin Co. (Wayne Junction), Phila., Pa. 
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STORE LADDERS 


Insure perfect shelf service for any line of mer- 
chandise. Deep tread steps, properly spaced, with 
convenient full length handholds on both sides of 
ladder permit mounting or descending with ease. 






se . 
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EAGLE 

m | STROP 
@|\ DRESSING 
“. \ 

.. Made by 

: = the Worlds largesf 
‘. Razor Sfrop Manufacturer 
‘ WRITE FOR OUR STROP CATALOGUE, 

f _ KOKEN COMPANIES. 
nara 
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—s 


Both hands free to remove or replace stock without 
danger of falling. Cushioned Tired Trolley and 
Truck Wheels eliminate noise and prevent vibra- 
tion. Erection as simple as A, B, C. Utilize 
small space. Make top shelves safely - 
available for stock purposes. One 
style—neat of design—nicely 
finished—any height ceil- 
ing. Thousands in 
ase. Circular on 

request. 
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There’s a Mine 
of Information 


vitally-important facts, live mer- 
chandising ideas and sales-produc- 
ing methods in HARDWARE AGE 
each week. Make it a habit to read 
your business paper regularly and 


thoroughly. 
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Better 
Machine Screws 


for the 
Hardware Trade | 


HARVEY HUBBELL 


MACHINE SCREWS 
BRIDGEPORT CONN. U.S.A. 
Tusrass a 
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SPRING HINGES 
The “Premier” 
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_ Type 4001 
Ball-bearing—Adjustable Tension 


The Premier carries the weight of the door on 
ball-bearings located at the top of the hinge away 
from moisture and dirt. 

Other Important Features of this hinge are an 
eccentric equipped with hardened steel roller- 
bearings, a drop-forged piston and a simple but 
positive alignment device. 

The spring 1s compression type, made of flat 
wire to give greater durability, and has a tension 
adjustment. 


Chicago Spring Hinge Company, 
NEW YORK 
uv. & A. 


CHICAGO 














Add These Three Profitable 


Articles to Your Line 
Brookins Oil Measure 


The flexible metal hose of the Brookins 
Oil Measure reaches any oil intake 
without a funnel. The flow of oil is 
started and stopped at will by the handy 
thumb-valve control. A specially de- 
signed lip prevents. spilling. And 
there is a size to fill any crankcase 





im one operation. 
Brookins Portable Drain Tank 

| — The new Brookins 
Portable Drain Tank 
makes easy work of 
draining any crank- 
case without drain 
pits or racks, with- 
out the bother of buckets 
and without working in grease. 
Can be drawn anywhere as easily as a sled and the 
drained oil is always under cover and out of the way. 
Several cars can be drained before it is necessary to 
empty the tank. It hold about 5 gallons. 


Brookins Gasoline Can 


Made in two and five-gallon sizes. Equipped 
with flexible metal hose that puts gasoline in 
any gasoline tank without a funnel. Just the 
thing for carrying gasoline to tractors in the 
field or to automobiles that cannot be brought 
to the pumps. Carries any distance without 
spilling or splashing. 

Brookins Service Station equipment is sold by leading jobbers 
everywhere. Write us for descriptive matter. 


The Brookins Mfg. Company 


342 Xenia Ave. Dayton, Ohio 


—— 



























Boat Oars 


Crown Brand on a boat 
oar means perfection 
and quality. It means 
sales for you and satis- 
faction for your cus- 
tomers. 





Write now for infor- 
mation and prices. 


Manufactured by 


DE GRAUW, AYMAR & CO. 


Hstablished 1827 


34-35 SOUTH STREET NEW YORK 
FACTORY; PLAQUEMINE, LA. 
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Sells Well for Many Uses 


Radio builders say this is the handiest vise made 
for radio work. 


It is also very popular for use 
in the garage, workshop and 
home. 


Made with a swivel base and 
34-inch jaws which open to 4 
inches. Weight 19 pounds. 
Attractive bright Red finish. 


sovise Very rugged. Sells readily at 
a liberal profit. 
Write us for details and prices. 


RGCK ISLAND MFG. CO., ROCK ISLAND, ILLINOIS 











Are Youa 
Good Plumber ? 


This is largely a matter of tools and 
the No. 22 Fire Pot will ~~ | you. It 
has all good points to be found in 
other Coil Fire Pots and in addition 
our latest improved patented features 
that recommend it for efficient service. 
No. 22 saves time and fuel and will 
outlast two ordinary Coil Fire Pots. 
Jobbers supply at factory prices. Get 
a catalog. 


CLAYTON & LAMBERT 
MFG. CO. 


6275 Beaubien St. 
No. 22 Fire Pot DETROIT, MICH., U. S. A. 


Ask for latest price. 














ALLEN Safety Set Screws 


30% Extra Strength over broached hollow screws 

—the only other kind made. By a tented 

” process we increase the density "oll the steel 

* around the socket-holes, so that even the smaller 

THE > sizes will stand all the strain the best made 

c LLEMm> wrench can apply. The Allen process makes 

< deep, perfectly-formed socket-holes—no oo in 

the bottom. The entire length of the A 

utilizea either for solid metal at the point, or depth of wt hag 

for the wrench. All sizes in stock from % in. to 1% in.; 

any length, point or thread. Also Socket-Head Cap 

Screws, Tap Extensions and Socket Wrench Sets. Dealers: 
Write for catalogue and sales proposition. 


The ALLEN MFG. CO. tixetorb Conn: 





An EXPANSION SHELL 


With a Sure-Dependable Hold 
Superior advantages: 

(1) It gripe at the bottom of the hole by 
(2) ied its jawe in the sides of the 


hol 

(8) By "Waterwcttess Laboratory test it 
holds unti] the bolt or the material, 
into which it is placed breaks. 

(4) When properly set it will not come 
loose 

(5) Quickly installed. 

Overcomes these disadvantages: 

(1) It is NOT a friction hold. 

(2) No waste from broken or misfitting 


rts. 
as Vibration does NOT affect it. 
Made in two types for 15 sizes of bolts. 
Practical in any Solid Material. 
A tria] order for testing will soon con- 
vince you. 


Bamplee on request—No charge. Send for Bulletin No. 55. 
THE PAINE COMPANY 
2051 Carroll Ave. 








Chicago, Ill. 
New York City, N. Y.- 





33 Warren St. 














American Steel & Wire 


W IR = 


Chicago, New York, Bostes 
Denver, Birmingham, Dallas 
U. 8. Steel Products Co. 
San Francisco, Los Angeles, 
Portland, Seattle 
BARBED: Ellwood Glidde Glidden, Am. Special, 
Waukegan, _ Portect,, "Ellwood Junior, » 
NAILS, SPIKES Hot Galv’d Nails. 
ZINC "INSULATED “FEN NCES: y 3-4 Royal, Anthony, 
a — - au, Steel Gates. 


BANNER rmerl coven) 2s STEEL ‘POSTS. 
CONCRETE \REINEO 
BALE TIES: Old reliable brands. 


TELEPHONE W 
WIRE for every purpose. 
Quick Delivery. Write us for selling plans. 























Geo. W. Diener Mfg. Co. 
400 N. Monticello Ave., Chicago, Jil. 


yh W Ice Tools 


Made in all types for every ice harvest- 
ing and handling requirement. 
Write for price list and discount sheet. 


GIFFORD-WOOD CO. 


re 7 Hill St., Hudson, N. Y. 
New York Chicago Boston COUT 


ee 


Us aes 
¥ Wa 














BURNLEY 


The Soldering 
Paste that has 
satished cus- 
tomers for over 
23 years. 





Sample free. 


BURNLEY BATTERY & MFG. CO. 
NORTH EAST, PENN. 
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“BrusheNu Bill” says:— 


“Two Hundred Leading 
Jobbers Distribute It.” 


SAMSON CORDAGE WORKS Fast 10c Seller. 
Sh-Niu 


BOSTON, MASS. 
ru Mminvie “BRUSH NU BILE 


SASH Ore)23 0) | ‘Paint a Cleaner pant seus ctiner 













TRADE-MARK 








SAMSON SPOT, PHOENIX, and SACHEM BRANDS — SALESMAN. = | 
Clothes Lines, M * Lines, Shade Cord 
" aaesins bike, Dumb Waiter anadies Ki $1. 90 For Two Dozen. | 
Send for catalog and samples Ws Ca N ORDER A SAMPLE CARTON OF 
BRAIDED CORDS « COTTON TWINES oe a ee oe 
= Brushe Nu Co. 


BALTIMORE MARYLAND 
WAREHOUSES CHICAGO _ SAN FRANCISCO 




















Belt Punches . Arch Punches 


. OUND Shank Screwdrivers that can’t €r . 
VLCHEK turn in the handle. Forged lugs lock Spring Punches Revolving Punches 
SCREW- shank securely in wood without pinning. 
A varied and attractive line for the Hardware Trade. Also: Leather 








Workers’, Trimmers’ and Upholsterers’ and Plumbers’ Tools of superior 
quality. 

The above tools will please your customers, as well as our famous Round 
and Oval Punches. 

Remember we have had 99 years of successful manufacturing experience, 
employ only skilled workmen and use the finest quality of materials in 
making our pi ducts. 

We stand back of every tool we make. Try us. Write for Catalog 
and Prices. 


ESTABLISHED 1826 


DRIVERS Ferrule crimped—can’t loosen. Strong, 
easy-gripping tools of the right width, 


thickness and taper. 
So our Catala 
Tue Vicuex Toot Co. Cleveland, Ohio 


EASY TO SAY VELCHEK 


VLCHEK TOOLS 


MADE BY THE WORLD'S LARGEST PRODUCERS OF TOOL KITS 



























The Turner No. 45 Can Do It! 
















—4N0 de s more heat from present-day gaso- 

line or a sene It's because of the patented 
Superheating Burner Baffle and heater plug. 

TURESTORCY 

ee a — cla ial Known as both Adjustable “S” Wrench and Nut 
Patented Separate Needle Valve prevents orifice 
trouble. Patented “Automatic Safety Valve pre- Wrench. Good seller for general use. Also rec- 
vents explosions Patented seamless, solderles 
polished Brass Tank has but one opening and ommended for places where a Monkey Wrench is 
that above fuel line—no leaks. | Pistol Grip not practical. Keystone Quality throughout. 
andle fits any hand perfectly. FEARLESSLY 
Siac porte Malleable handle. Forged-Steel Jaw. 6 sizes: 
Order from your Jobber—Write us for new 4 to 14 in. 
catalog. Write for Discounts. 


(PRE Ture RBRASSWORKY ) | E iS | The Keystone Manufacturing Co. 


Buffalo, N. Y. 


The World’s Largest Evgrclusive oe egmeadaaa of 






























Blotorches, Firepots, Brazers Sales Representatives—Surpless, Dunn & Coe. 
New York Chicage 
HACK SAW BLADES MACHINES | \ as BY ae 
Ses Rus ssell J Jennings! 


Auger Bits’ 


. ~* Patented by 
Mr. Russell Jennings 
in 1855 







“REDUCE YOUR Costs” | |»: a . 


three. vhaeads ; 
pont, all woods 


Samples furnished for testing. 
Write for catalog and prices. 


Sold by Jobbers. 












iy 


DIAMOND SAW & STAMPING WORKS 
BUFFALO, N. Y. 


Russel. acinineit Mfg. Co. 


r m~ Chester, Conn... 


























HARDWARE AGE 





An Effective Low Cost Contact with Hardware Man- 
ufacturers, Manufacturers’ Agents, Jobbers, Jobbers’ 


Salesmen, Retailers and Retail Salesmen. 


No illustrations accepted for these pages 
Allow seven words for Keyed Box Number Address. 








September 24, 1925 





Solid, Minimum 50 WOTERe anc cc cccccccccccccccccece cc cee 
i) i Sec ccccusesecesesocseesosoeseeness an 
All Capitals, Minimum 50 words.......ccccccccccccscccses G08 
Bach additiona] word............... (ome eons sesssnescs Ge 
Se “UD Secececcesvc £6000960000060060660680%8 seccccos OSD 


eeeeeeoeveeeeeeaeeeee eens 4.00 


4 insertions, 10% off; g insertions 15% eff 


Remittance Must Order 


50% off the above rates for Positions Wanted Advertisements 





“a Business Opportunities 


DOOR LOCKS—Party with $25,000 desires 
connection with party or parties with $25,000 to 
$50,000 to be, if possible, active, to develop high 

rade builders’ hardware, patents just issued. 

ave working models and will, in presence of 
anybody, demonstrate same before dealers to 
prove that my goods are 100 per cent stronger, 
safer and simpler to operate, and that there is 
a ready market for same. Address CARL 
HOFFMAN, 422 North Third St., Allentown, Pa. 














FOR SALE—Stock, Fixtures and Property. 
The most up-to-date stock of hardware, china, 
tinware, paints, etc., in one of the best sections 
of Northern Virginia. Located on the best busi- 
ness corner in the town. Fine climate, good 
schools, in fact an ideal place to live. Building 
consists of store and wareroom on first floor with 
apartment on second floor with all modern_im- 
provements. For further particulars write Mrs. 
(, M. Dudding, Herndon, Va. 





OPPORTUNITY FOR ONE OR TWO 
PARTIES to take over a good paying hardware, 
housefurnishing and radio store. Known as one 
of the best in New York and located on a 
business thorofare. It will take about twenty 
thousand cash to swing this and I shall be 
pleased to interview men with above capital and 
serious intentions. Address Box G-736, care of 
Harnpware Ace, New York. 


A CORPORATION OF FINANCIAL re- 
sponsibility having railroad siding, warehouse 
facilities and established trade with hardware 
stores and jobbers of building materials in New 
York and vicinity, invites correspondence trom 
manufacturers desirous of obtaining large distri- 
bution of their product. Address Box 335, 228 
West 42d St., New York City. 








FOR SALE— First class hardware, paints and 
house furnishings store in a prosperous town of 
15,000 inhabitants in the Metropolitan district 
of New York, drawing trade for twenty miles 
around. Stock will inventory about $40,000 and 
doing a business of over $100,000 per year. Ad- 
dress Box G-767, care of Harpware Ace, New 
York. 





TO LEASE—Large corner store and basement 
at 1154 Summit Ave., Jersey City, with oil room 
in rear of building. Has been well paying hard- 
ware and naint store for twenty-three years. 
Here is a good opportunity for the right party. 
For information write Albrecht, Washington 

ve., Westwood, N. Jf. 





FOR SALE—Old established semi-jobbing and 
retail hardware business in Middle Georgia, al- 
ready feeling the effects of good crop and near 
Florida boom. Middle and South Georgia reap- 
ing Florida’s overflow. Good reasons for sell- 
ing. About $7,500 required. Address P. O. 
Box 547, Hawkinsville, Ga. 





FOR SALE—Well established manufacturin 
plant making hardware specialties, fully equippe 
to do steel stamping and forming of all kinds. 
Now doing a business of about $250,000. Ad- 
—— Box G-768, care of Harpware AcE, New 

org. 





Help Wanted 


OPPORTUNITY FOR A GOOD MAN— 
Competent salesman wanted to sell hardware and 
mechanics’ tools of standard makes to the whole- 
sale trade in Middle West for an established sales 
organization. Must have experience in selling. 
State age, experience and compensation desired. 
Address Box G-760, care of Harpware AGE 
New York. F 


HUSTLING SALESMEN wanted to 
liberal commission basis our popular line of 
labor saving Magic Weed Hoes to hardware 








| Help Wanted 


Sales Accounts Wanted 





SALESMEN AND DISTRICT OR STATE 
REPRESENTATIVES. We have a few excep- 
tunities for high grade men who know 


tional o — 
how to develop territory, and can sell de 
utensils. We also want men who can build 


district sales organizations. Our new plans call 
ter men who can build a real business for them- 
selves. We want serious minded, hard working 
men to join our organization. Write full letter— 
all correspondence will be held strictly confiden- 
tial. Write SALES MANAGER, Buckeye Alum- 
inum Company, Wooster, Ohio. 











WANTED — SALES PROMOTION EN- 
GINEER or manager by a successful manufac- 
turing concern. man capable of planning, 
executing and supervising the sales of a number 
of highly developed articles for hardware and 
other fields. Must be able to invest at least 
$10,000. We want the right man more than the 
money, but want to insure a permanent connec- 
tion, Address Box G-771, care Harpware AGE, 
New York. 





WE HAVE AN OPENING for a traveling 
salesman calling on hardware trade with lines 
that do not conflict with builders’ hardware— 
territory, parts of Ohio, Indiana and Kentucky. 
Commission paid on accepted orders ~i5 4 Write 
particulars for reply. Address BOX G-763, 
care Harpware Ace, New York. 

SALESMAN — NEW YORK HARDWARE 
jobbing house offers excellent opportunity to 
young man with hardware experience to sell in 





Central and Southern New Jersey. Resident in 
above territo preferred. Give age, hardware 
experience and references. Address Box G-743, 


care of Harpware Ace, New York. 





SALESMAN WANTED FOR NORTHERN 
NEW JERSEY by a manufacturer whose line 
is sold to the hardware trade and also to manu- 
facturers. Permanent position, good opportunity. 
Prefer salesman acquainted with hardware trade. 
Address Box G-753, care of Harpware AGE, 
New York. 


WE WANT A YOUNG MAN to sell to retail 
hardware trade in vicinity of Newark and Jersey 
City. ust have a few years’ experience in 
hardware business. Salary twenty-five to thirty 
dollars ad week according to age, and experi- 
ence. exceptional opportunity. Igoe bestkers, 
Poinier St. and Avenue A, Newark, N. J. 


WANTED—RETAIL HARDWARE MAN. 
versed in window trimming, floor arrangements, 
capable of taking charge of sales force and as- 
suming management in full during absence of 
owner. Address Box G-769, care of HarpwAre 
Ace, New York. 


WANTED—EXPERIENCED HARDWARE 
MAN familiar with builders’ hardware. State 
peat and salary expected. dress Box 
G-745, care of Harpware Ace, New York. 














Positions Wanted 


SALESMAN WITH OVER TWENTY-FIVE 
years’ - experience is desirous of making a 
change. ell acquainted with the department 
store trade, also the furniture and hardware store 
trade, including the wholesale and jobbing store 
trade, and having the very good confidence of 
the above, nationally known; gilt edge references 
furnished. Only reliable high class position con- 
sidered. Address Box G-762, care HarpwarE 
Ace, New York. 








CATALOGUE COMPILER AND Copy 
WRITER—Desires situation with firm that 
realizes the value of high class catalogue, com- 
piled within their own organization, to fit their 
heaped business, and reflect their individuality. 

fork can be so handled that cost of first edition 
will become a permanent investment to deduce 
the cost of all future editions. Address Pox 





trade. 


er 
REICHARD MFG. CO., Bangor, 





MANUFACTURERS’ AGENT WITH OF- 
FICE IN NEW YORK CITY, well acquainted 
with hardware trade in Metropolitan district, 
wishes to secure two or three additional lines of 
merit to sell this trade. Have thorough knowl- 
edge of hardware and can produce results. Ad- 
dress box G-766, care of Harpware Ace, New 





York. 
SALESMAN WISHES TO REPRESENT 
manufacturers in Ohio. Western Pennsylvania, 


and Michigan. Has had wide experience in sell- 
ing hardware jobbers and retailers in those 
states. Address Box G-749, care of HarpWwArE 
Ace, New York. 











Sales Representatives Wanted 





A NEW and original development in our sales 
organization puts us in a position where we re- 
quire the services of ten good, red-blooded, two- 
fisted HE men to represent us in various sections 
of the United States and Canada. We want men 
of proven sales and executive ability, capable of 
not only selling Hardware Jobbers, but selling 
their entire organization on how to sell and mer- 
chandise our products under this plan, so that 
the Jobber is guaranteed a profit and continuous 
sales. Men who are upright and aboveboard in 
their home life and business dealings. Men who 
can follow instructions and a fixed policy regard- 
less—. Men of the ‘“‘Message to Garcia” type. 
To such men I am offering a proposition that will 
earn from five to fifteen thousands dollars per 
year, depending on the territory and the man. 

am not interested in order takers, peddlers, 
kids or cubs. If you know of anyone in your 
territory who can qualify for one of these posi- 
tions, please have him write me personally. It 
will be to our mutual benefit and profit, because, 
even though you may not be one of the Satisfied 
Samoline Jobbers, you will be sooner or later. 
when we have had an opportunity to present the 
cleanest Hardware Jobbing Proposition you have 
ever heard of. I cannot entertain any applica- 
tions from anyone connected with a Hardware 
Jobber, because it is against our policy to hire 
anyone away from our customers or prospective 
customers. Address WM. R. JOHNSTON, 
Pres., Samoline Corporation, 1300 Fletcher Street, 
Chicago, III. 





A CONCERN doing a profitable businesss in 
special hardware and auto supplies wants a man 
who can bring additional lines and act as sales- 
man in New York State, New Jersey or New 
England, and who would be willing to take an 
interest in the business when satisfied of the 
possibilities. We now have exclusive agency 
for several lines in Greater New York, Long 
Island, New Jersey and Eastern New York 
State, and can make an attractive proposition to 
the right man. Address Box G-772, care of 
Harpware Ace, New York. 





REPRESENTATIVES WANTED BY 
ANUFACTURER to handle a new and im- 
proved floor and linoleum waxer-polisher. Lib- 
eral commission. Men who have following in 
the housefurnishing trade preferred. State ex- 
perience, lines handled and territory covered. 
Address Box 256, care of Harpware Ace, 1402 
Widener Bldg., Philadelphia, Pa. 





SALES REPRESENTATIVE wanted to cover 
Southern States ee January first with old 
established line of Sheffield cutlery and asso- 


ciated American lines, cutlery and light hard- 
ware. Southern residence preferred. State age 
and previous experience. Address Box G-770, 


care of Harpware Ace, New York. 





SALESMEN WANTED — Experienced in 
hardware, to handle emergency exit locks as a 
side line on commission in New York. Address 





7132, care of Harpware Acer, Otis BI 
Chicago, Ill. rE Ace, Otis Bldg., 


tox G-765, care of Harpware Ace. New York. 
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Sales Representatives Wanted | 


Sales Representatives Wanted 


Sales Representatives Wanted 








SIDE LINE SALESMEN calling on Hard- 
ware, Plumbing and Department Stores. To 
sell ular Priced Line of Bathroom Accessor- 
ies White Enameled and Nickel Plated on solid 
brass). New York manufacturer desires to 
secure Fo sales representatives in ex- 
ceptionally desirable territories which are not 
at present covered. Only those having trade fol- 
lowing will be considered. iberal commission 
paid. Reference and record of selling experi- 
ence required. Write for terms and territories 
available. Address Box G-751, care of Harp- 
warE AcE, New York. 





COMMISSION SALESMEN WANTED—A 
manufacturer of a well-known brand of oil 
heaters desires to obtain the services of a few 
wholesale hardware salesmen to sell heaters as a 
side line on a liberal commission basis. Write 
in confidence, giving your experience, present 


connection, and territory you are now covering. 
Address Box G-764, care of Harpware AGE, 
New York. 





SALESMEN WANTED—Competent men call- 
ing on the retail or wholesale hardware and mill 
supply jobbers to sell our complete line of turn. 
buckles, brass cap screws, eye bolts, brass nuts, 
etc. Commission basis on protected territories 
to right men. Send complete information in first 
letter as to years of experience, trade called on, 
territory regularly travelled, and lines now 
carried. This is not a get rich scheme but an 
opportunity to make a good little side line that 
will pay very well. E H,. M. HARPER 
COMPANY, 1316 Sherman Ave., Evanston, III. 





MANUFACTURERS’ REPRESENTATIVES 


calling re gularly on retail hardware trade to sell 
our Carbo Magneto and Rajah sharpening stones 
and grinding wheels on commission basis, 
Quality line that brings repeat orders. Illinois 
(outside Chic: ago), Jowa, Nebraska, Missouri, 
Minnesota, Eastern and Southern States. Lib- 


Sales references required. A. 
1500 Madison St., Chicago, 


eral commissions. 


GOODRICH, INC. 
Ill. 








SALESMEN WANTED— We want several 
high grade salesmen to sell mops and sash cord, 
two of our biggest specialties, direct to retailer. 





Full time of side line. Sales run to big totals; 

very liberal commission. Several of our best ter- 

ritories available. Write at once. McNULTY 

PAPER & TWINE ( ‘ORP., 537 West Chicago 

Ave., Chicago, IIl 

= ae 
WE HAVE OPENINGS FOR FIRST CLASS 


salesmen calling on furniture and woodworking 
manufacturers to represent us or carry as a side 








line wooden inlays and overlays. Exceptional 
Of iy Page < MAROU ET E RIE IMPORTING 
P., 277 Broadway, New York City. 

WANTED—Experienced enameled ware sales- 
men calling on jobbers and large department 
stores. od a — ware. Complete line. 
Popular = pr ommission _ basis. THE 
STRONG MANUF AC TURING CO., Sebring, 


Ohio. 











FORSTNER BITS 


The Forstner Labor-Saving Auger Bit, unlike other bits, 
arc of a circle and can be guided in any direction regardless 





THE PROGRESSIVE MFG. CO. --- 


One of the Most Remarkable Tools for Wood 
Working Ever Invented for Brace and Machine 


is guided by its Circular Rim instead of its center, consequently it will bore any 
of grain or knots, leaving a true polished surface. 
expeditious than chisel, gouge, scroll-saw, or lathe tool combined for core- 
boxes, fine and delicate patterns, veneers, screen work, scalloping, fancy 
scroll twist columns, newels, ribbon moulding and mortising, etc. 


TORRINGTON, CONN.. U.S.A. 


It is preferable and more 











The many outstandin 


struction of McKay Red 


valuable selling advantages. 


UNITED STATES CHAIN & FORGING COMPANY 
Pittsburgh, Pa. 





improvements in the design and con- 
ead Bumpers give McKay Dealers 
Write for our complete proposition 

















Ask your jobber or his salesmen about new 
deal—lower prices— 


E-Z CORN POPPERS 


“The Popper that put the Pop in Pop Corn.” 


Oo. S. KEENE MACHINE CO. 
1118 Michigan Ave., S., Chicago, IIl. 














“They Have a “=~ = 
Bull Dog-Grip”>» ——————"e 


Sales 
1015 Union Bank Bide Pittsburgh, =a 





Manufactured by 
~ wu. S. Clothes Pin ys Montpelier, Vt. 








The “TORREY” 
A Real Man’s Razor 


Bend for Catalogue of Full Lime 
J. R. TORREY RAZOR CO. 


WORCESTER, 


RR NT tT 








and Dunibwaiters 
fer Heuse, Stere er Warehouse. 
fer particulars. State your require- 
ments as te size, capacity and lift. 
The SIDNEY ELEVATOR Mfg. 
Sidney, Ohie 


Write 


Ce. 








ELEVATORS ' 


asreneetietnerinantntneteenereflemeeenestrermeeneeeemeneneeneneeen ceo ote ene 








American Can 


A IRON 





American Can Company 








Molasses and 
Dairy Gates 

Perfection Pattern. 
Made in All Styles. 


Syracuse Stamping 
Co 


Oil, 











Syracuse, New York 








LUMBER 


CRAYONS 
STANDARD CRAYON CO. 


Danvers, Mass. 








Easily first in the manufacture of 


Tools for Stone-Working 
Send for our Catalogue—FREE 


TROW & HOLDEN CO. 


Barre Vermont 


I lieeeinemendemetemmenencnememernemenne ee 








). L. THOMPSON MEG. CO. 
Waltham, Mass. 
Tubular and Bifurcated 


=8ivaelte 








ELEVATORS 
DUMBW AITERS 


Write fer owr cstalog 
Energy Elevater Co. 
211 New &. Philadelphia 


id 6CU AXES 


Scythes since 1912. Axes since 1880. 


RIXEORD B8iGsinecave 








SCYTHES 
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E MII ENE Dike nso vesscesvnscescvers 6 | Vaughan & Bushnell Mfg. Co............ 3 
ee 113 ins deco cvediececoeens 118 DE ES i Wee ec dcccecvcccccccans 125 
a oat dial i ee aes 119 
mesey Geeveter Co... ..ccccccccecccescce 127 
O 
WwW 
Ohio Metal Utensil Co.................-.. 45 
F Oliver Iron & Steel Co..............++4-. 121 Walden-Worcester Co., Inc............... 121 
Rentes Ueki Cia me. 129 ee GE as Gs Dis a cow cewnscccdensscus 125 Wheeling Corrugating Co................. 37 
CS a ee 129 Osborn Mfg. Co.........++++-+++s+sseeee: 27 - Whiting-Adams Co. .............++ee0005 32 
Freed-Eisemann Radio Corp.............. 95 Oster Mfg. Co., The.........---.0+eee00- 109 Whitney Co., Vincent.................... 120 
CE 101 
Pp Wickwire Spencer Steel Coe............... 116 
G Se a Gs Else seen svc ccccceveous 129 
DE, oe ied nwae beeeniessserneeeus 124 Winchester Repeating Arms Co........... 7 
NS i el 46 I... wtiteeteneseudiweaw’ 122 Winslow Skate Mfg. Co., Samuel......... 122 
Te Gis oc kddbescccccccsttbs 41 Phoenix Paint & Varnish Co............. 24 WEES Ee Dovecccvcncecseseccsccvesvecses 34 
General Fireproofing Co.................. 112 Pittsburgh Plate Glass Co................ 22 Worthington Co., George............... 29 
Conon ieesensenesees 17 ey Ge GE, . no ccweceeeeuseconws 127 Wright Steel & Wire Co., G. F........... 118 
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STRATTON ** or enameled in 
HANDLES 


For Small Tools, Utensils, Electrical Goods, Etc. 
Enameling, both baked and air dried. 


STRATTON MFG. CO. Stratton, Maine 





DEALERS WANTED EVERYWHERE Iron Fence, Gates 
Lawn Vases 
Settees 
General [ron 


and Wire Work 


| sith? ; 
CHAIN-LINK 


| ph: WIRE FENCE 
Ask for Catalog 
THE STEWART IRON WORKS CO., Ine., 225 Stewart Bleck, Cincinnati, 0. 


ata 
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WRENCHES 







& a 
6s The Wrench People”’ ” STANDARD FOR 
New York BUFFALO Chicago §$ALF A CENTURY 











Robertson “Horse Shoe Magne Hammers 


Permanent magnet which holds 
the tack in position for driv- 
Ing. Awarded the Silver Medal 
(the highest cffered Lm the Panama-Pacific Exposition. 
Good profit. Write for price lest. 

Name and design trade marks registered U. 8S. Pat. Off. 


ARTHUR R. ROBERTSON 94 Portland St., Boston, Mass. 














éé 99 
I Make the best Hammer 
D. Maydole, 1843 
The popularity of Maydole Hammers among Carpenters, 
Machinists and Mechanics attests the fact that we’ve 
maintained the standard set by the founder of this 
business over 80 years ago. 
THE DAVID MAYDOLE HAMMER CO. 
Norwich New York 














NONE BETTER 
SOCKET WRENCH SETS 


NINE DIFFERENT SETS 























Wright’s Jennings Auger & Car Bits 
High Grade 


The Conn Valley Mfg. Co., Centerbrook, Conn., U. S. A. 








Waste — Mops — Wicking 
Cleaning Cloths 


Caulking Cotton — Chemical Cotton 
Send for samples and prices 


MASCO 
PRODUCTS MASSASOIT MANUFACTURING CO. 
A 


Fall River, Mas 
Fk eli Ae 


New York Office ~ ~ - ~ 350 Broadway 
Chicage Office ~ 7 ~ 189 West Madison St. 





Xx 











q scr screw “TEX NOX” privers 





CORRECT 


onxitss 


3 “The Sooty in Lhe Pui Bor” 
sy - AMERICAN SAW & MFG. CO. SPRINGFIELD, MASS.. 


HACK SAWS - BAND SAWS — SCREW DRIVERS - GLASS CUTTERS 








Makers of Every 
eS of Sere 
Nut and _ Bolt. 


The Corbin Screw Corporation 


The American Hardware Corporation, Successor 


229 High Street New Britain, Conn. 
Western Factory: Dayton, Ohio 











THE FOWLER & UNION 
HORSE NAIL CO. 
HORSE SHOE NAILS 
OF HIGHEST GRADE 


Plant ef 
1000 MILITARY RD., BUFFALO, N. Y. 





Confidence in Efanpion, Brand 


Tungsten Lamps is shown by 20,000 
Retailers and 500 Jobbers who sell 
them. 
CONSOLIDATED ELECTRIC LAMP CO. 
DanVers, Mass. 
‘‘Licensed under the General Electric 
Company's Incandescent Lamp patents.’’ 




















the all ’round Sharpener! 


Knife, scissors, sickle, anything, “Shar- 
pit” will keen-edge double-quick. It’s a 
wizard seller—low priced and good profit 
maker. Send for our special offer! 


DAZEY CHURN & 
MFG. CO. 





4301 Warne Ave. 
St. Louis, Mo. 





58 YEARS AGO 


Priest’s Clippers were 
introduced. Today 


PRIEST’S CLIPPERS 


need no introduction. 
They sell on their cutting 
quality. 
American Shearer Mfg. Company 
Nashua, N. H. 














BROW N &s SHARPE TOOLS 


‘ arly cue Years Sivaagc Klas Been No 


Ma stitute for Brown & oo OQuatlir: 
Send for Small aye 0, 29 
BROWN & SHARP! ‘Mia: Co. 
PROVIDENCE, I | . 














SUNBEAZ! 





CABINET/ ___\ HEATER 
house.” "Tt takes up iittle spece and. i ade $ SR.as"s 


furnitere. Write today far our proposition. 
THE FOX FURNACE COMPANY 
Largest Makers of Heating 
ELYRIA, OHIO 
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The unusually charming houses we 
have been able to build at a reason- 
able cost are the result of selecting 
materials carefully. For instance, the 
Carey Asfaltslate Shingle, a very rea- 
sonably priced product, is exception- 
ally artistic. 





This shingle enables our architects to 
carry out the most attractive designs. 
The recently introduced “Silver-Green” 
color is one of the most desirable we 
have ever seen. 








And, of course, this shingle answers 
every requirement in regard to pro- 
tection and durability. It stands up 
under the severest weather conditions. 
We have yet to see a roof made with 
Carey Asfaltslate Shingles go bad. 
Needless to say, we first were at- 
tracted to the Carey’  Asfaltslate 
Shingle because of its non-Curling 
feature. 




















Our patrons are all well pleased with 
' this shingle. They often express their 
Residence of Chas. E. Meyer, Cincinnati, O. Constructed by Wm. Miller & Son. pes a with 4 P 


We heartily recommend the Carey 


Asfaltslate Shingle, because we know 
O ou e it will please. Especially is it desir- 
able in the large size which allows a 


3-thickness roof and still exposes the 
shingle 5 inches. This means econ- 


° © omy without in any way sacrificing 
Is Ins e at the character of the roof. 


(Signed) 


Always Pleases? OO RG 


Building Contractors, Cincinnati, Ohio 


‘HE way to build business is to supply your customers 
with products that will give them the utmost of satis- 
faction—plus the maximum value for their money. 


‘This is one of a series 
of statements by leading 


The Carey Asfaltslate Shingle—‘“the Shingle that Never aenieanien 
Curls’ —is what your customers want, and it is what they 
will be most satisfied with in the years to come. 


Read what this building contracting concern has to say. 
This firm buys shingles, states clearly why it does, and 
urges others to buy the same product. Do your customers 
boost for you that way? 


Send the coupon for complete information and sample 
of the Carey Asfaltslate Shingle. 


THE PHILIP CAREY COMPANY 
521-541 Wayne Ave. Lockland, Cincinnati, O. 








Big size Carey || 
Asfaltslate Shingle— | 
more than 50 per | 
cent larger than or- | 








dinary shingle, ap- 

plied with full 5 

inch exposure makes 

\.__ 4 3-ply roof, aff 
~~ . 


—_— 























ASFALTSLATE The Philip Carey Company 


SHIN 521-541 Wayne Ave., 
Lockland, Cincinnati, Ohio 


Gentlemen: Please send copy of “Be- 
fore You Build’’ booklet and sample to 






ttigtt? telly ’ 


: THE SHINGLE THAT NEVER oi 6)°3 Re id oa nde Cod Ge dees cess cbbaes 
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You Can Save Space if your Wheelbarrow 
Stock is Sterling “and here is the reason 
One Size and Style Wheel is used onall 
Sterling Barrows. One ‘Type of Legis 
used on all Wood Handle Barrows. 
One Type of Leg is used on all Steel- 
Handle Barrows. One size and grade 
of Hard Maple Handle for all styles. 
One weight of Tubing for all Metal Handles 
All Tray Holes are punched equa-distant. 
@omplete interchange of parts 
With this Scientific Constructior 
your Wheelbarrow Stock occupies the 
Minimum of Space. You.can furnish 


a Complete Line comprised of very, 
few <= =x Parts 





IO Different Styles 
may ke assembled fronv 
~ these parts 


Handles 


OViamn) Oc Cured aVeletcfemmet cole eo teu Vall lele-t (ue 
to give prompt national service. 
Our Representatives are at vour service to 
make vour wheelbarrow bustness profitable 


Sterling Wheelbarrow (0... Mala uke, (Nts. 


+ ~ vn Per. . x . 
werekvaals: _ Vow lyork, (Ph (Cor JO (Le. wolarud aaa Ry outs 


SS AA meen ee et Z 

ee ee are ‘ 
Le } 
. NT sn 


‘ 
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Inviting Your Town 


to Your Store 


TAGE a sportsmen’s show in your window, Oct. 12- 17. This force- 

ful tie-up with Remington’ Ss national unten campaign, produces 

splendid results for dealers every year. Increased sales, added profits, 
and new customers. 


Remington Sportsmen’s Week and Prize Window Display Contest 
offer you an opportunity to boost your sales this year. 


Remington is backing up hardware and sporting goods dealers with 
far- reaching advertising. Make your window the show place of your 
town, and the Remington Advertisements 1n the Saturday Evening 
Post and Country Gentleman will invite the sportsmen of your locality 
to visit your store and see your display. ‘These advertisements will fea- 
ture the sportsmen’s shows put on by dealers throughout the country 
during Remington Sportsmen’s Week. In your neighborhood they 
will feature your store as Sportsmen’s Headquarters. 

se Remington’s free, eye-catching dispiay material with the hunter’s, 
trapper’s and camper’s equipment you have in stock. Write for the 
fall edition of “The Lion’s Share” which is crammed full of practical 


merchandising ideas. 


Remington Arms Company, Inc. 
25 Broadway —. 1816 New York City 


Remington, 
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Ammunition Shotguns Game Loads 


Cash Registers 














